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We have no iron curtain, but 
we are wondering about the steel 
one. 

* * * 


Transportation 

Rail carloadings may decline in 
the third quarter to 7.4 percent less 
than the same period a year ago, 
regional advisory boards state. 

It will be interesting to see what 
truck tonnage total does during 
this period. : 


+ * 


Fewer New Firms 

Fewer people are risking the 
launching of new business ven- 
tures. For the first five months 
this year there were 36,623 new 
firms incorporated. 

This compares with 45,688 in the 
corresponding period a year ago, 
Dun & Bradstreet says. 


Top Cars 
New-car registrations for five 
months: 
1949 Pos. Make 
1—324,015 Chev. 
Ford 


Plym. 
Buick 


Pontiac 
Olds. 
Dodge 
Stude. 
Mercury 
Hudson 
Nash 


1,729,146 602 
For further details see page 
20, today’s issue. 
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Plants Running Full Blast... 


Output at Alltime Weekly Peak 


May Sales Set 
Postwar High; 
Fifth in History 


ETROIT.—New-car sales in May 

smashed all postwar records. 
The month’s final total of 446,251 
new automobiles also was the fifth 
highest selling month since the 
keeping of automotive selling rec- 
ords began in 1929, 

April sales totaled 390,932, the 
previous postwar record. 

The first scattered reports for 
June indicate June sales well ahead 
of May in Washington, Detroit, 
Cleveland and Columbus; and be- 
hind slightly in Houston, New Or- 
leans and Lincoln, Neb. 

New-truck sales during May 
numbered 86,375 units, slightly 
short of the high for this year 
of 87,165 trucks sold in March. 

Total new-truck sales in the first 
five months were 386,357, com- 
pared with 447,400 in the similar 

1948 period. 

New-car sales from January to 
May totaled 1,729,146 units, against 
1,422,602 in the 1948 period. 

* * * 


ENERAL MOTORS showed the 


way with 204,661 new cars sold, , 


104,542 of them Chevrolets. Chrysler 
Corp. delivered 88,171 new automo- 
biles while the strike-crippled Ford 
Motor Co, accounted for 81,796 new 
cars. 

Studebaker led the independents 
with 19,626 new-car sales in May 
as all of the independents account- 
ed for 60,448 new automobiles, 

In the so-called low-price group, 
the registrations were more than 
twice those of the same month in 
1948. The lower medium-price group 
registrations were up 41,000, the 
upper medium-price group up 14,000 
and the high-price group up 1,000. 


Chaos in California 


‘Wild’ New-Car Ads in Classified Section 
Bring Strong Protest 


Editor’s note: The market in 
Southern California has been 
called the softest of any area in 
the U. 8S. What is happening 
there may happen in your city 
next. Thus the prominence we 
are giving to this report by a 
trusted observer. 

OS ANGELES.—General auto- 

mobile conditions in Southern 
California are reported to be in an 
unusually chaotic condition. 

Recently a vice-president of a 
large manufacturer from Detroit, 
making a survey of the United 
States, stated at a luncheon that 
the new-car market in this area 
was the softest of any place in 
the country. 

Spencer T. Honig, president of 
Nash California Co. and president 
of the Southern California Motor 
Car Dealers Assn., recently com- 
pleted a study of the Southern 
California market. 

His findings were that one of 
the main causes of this market’s 
present condition is the publishing 
of new-car classified advertising in 
the want-ad sections of the news- 
papers, offering discounts, long 
deals, small down-payments and 
even going so far as reducing inter- 


est rates. One dealer has reduced 
interest rates to 1 percent. 
7 * 7 
Tos practice, if allowed to con- 
tinue, will bring about not only | 
(Continued on Page 40, Col, 3) 


new models. 


of 118'/. inches. The Plymouth two-door sedan 





EW YORK. — The Motor & 

Equipment Manufacturers Assn. 
last week blew the lid off the long- 
simmering fight over aftermarket 
shows. 

Specifically MEMA blasted plans 
of the Motor & Equipment Whole- 
salers Assn. for a booth conference 
show late in 1949. 

Generally MEMA opposed “the 
mounting number of all kinds of 
shows they (manufacturers) don’t 
want and never are consulted 
about...” 

Said a bulletin by General Man- 
ager A. H. Eicholz, sent out by the 
directors: 





* * * 


ITHER manufacturers—MEMA, 
NSPA and others— in their 
own interest have the guts to for- 
get competitive fear and stand 
together, as certain competitive 
groups have done, or they will find 
themselves increasingly bedeviled 
and shoved around and kicked in 
the face by a mounting number of 

}all kinds of shows... 

The National Standard Parts 
Assn. also announced, following 
a meeting of its several boards 

| and committees: at Hot Springs, 





CROSLEY INTRODUCES 


doubles as a racer. 


livers anywhere in the U. S. for less than $1,000, the company states. 


ROADSTER-RACER—A new car with a 
gone to market with announcement by Crosley Motors of its Hotshot, 
Powered by high-compression CIBA engine, the latest lightweight de- 


“dual personality’ has 
a roadster which 


Inset (above) shows 


roadster stripped for action in road, track or hill-climbing events. 


and Suburban. Other Plymouth Deluxe and S 


\ fr 


CHRYSLER CORP.'S VOLUME PRICE LEADER—Plymouth dealers will get their first ship- 
ments this month of the short-wheelbase two-door sedan in the Plymouth Deluxe line. Built 
to accommodate five passengers, it is the only 
Other Plymouth P17 models on the IIl-inch wheelbase are the business coupe 
— Deluxe cars are on the PI8 wheelbase 


“fast-back'' sedan among Chrysler Corp.'s 


as a shipping weight of 2,951 pounds. Adver- 


tised-delivered price, including federal excise tax and dealer charges, is $1, 


Aftermarket Show Battle 
Brought Into Open 


Va., that sentiment was against 
both a yearly ASI show and a 
booth-type conference plan. 
Both groups had voted to hold 
the ASI show every two years. 
* a ‘ 


EMA also called for liberaliza- 

tion of show invitations “to 
put an end to all the trickery, the 
subterfuge and the hypocri th 


everybody knows has obtained in 
(Continued on Page 38, Col. 1) 


Crosley Unveils 
Roadster-Racer 


Priced at $908 


INCINNATI.—A new car with a 
“dual personality” went to mar- 
ket last Thursday as Crosley Mo- 
tors introduced the Hotshot, a 
roadster which doubles as a racer. 
An extremely low-slung road 
hugger, the Hotshot is powered by 
the Crosley CIBA (cast iron block) 
44-cubic-inch engine with overhead 
camshaft. The CIBA is described 
as the “only lightweight, high- 
speed high-compression (ratio of 
7.8-to-1) racing type engine built 
in quantity in this country.” 

The Hotshot, the firm stated, 
has an advertised delivered price 
at Cincinnati of $908, or from 
$1,500 to $3,500 below the price of 
similar types developed by Euro- 
— manufacturers, stated Cros- 

'y. 

“As a roadster, this model is de- 
signed to give a new experience in 
vetted on yams 40, Col, 1) 


THIS WEEK—NET PAID ABO 


36,760 


$8 Per Year, 25c Per Copy 


123,645 Cars; 
24,632 Trucks 


Previous Record 
In April, 1929, 
Topped by 5,000 


By Bernie Thomas 
Associate Editor 
usr finally did it! 

Rolling out an estimated 148,277 
vehicles, U.S. plants last week set 
a new alltime weekly production 
record. 

Comprising 123,645 cars and 24,- 
682 trucks, according to Automo- 
tive News tabulations, the past 
week’s output exceeded by some 
5,000 units the weekly average of 
143,000 vehicles built during the 
peak production month of April, 
1929. 

(Because automotive statisticians 
prewar lumped both U.S. and Ca- 
nadian car and truck output to- 
gether, exact weekly totals for the 
record 1929 month are not avail- 
able.) 

> * . 

AST week’s record total com- 
4 pared with the previous holiday 
week’s production of 91,937 cars and 
19,469 trucks—a total of 111,406 
vehicles. - 

Despite the industry’s record 
daily production pace, there is 
little likelihood that July, 1949, 
will take over as its alltime peak 
production month. 

But only the lack of working 
days will prevent such an achieve- 
ment, because last week capacity 
output, aided by overtime schedul- 
ing, was the rule at almost every 
plant except Kaiser-Frazer, where 
production was cut back slightly to 
about 300 units daily. 

+ * * 
MEANWHILE, assembly lines at 
other plants rolled full speed. 

At Chrysler, more than 6,000 cars 
and trucks, with the accent on the 
former, were being accounted for 

(Continued on Page 42, Col, 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


148,277 


115,781 
111,406 


a a oe 


For complete production “totals 
by makes, see table, page 42. 





Reuther, Reelected, Maps 
Ford Pension Showdown 


By Mac Gordon 
Associate Editor 


HIRD-TERMER Walter P. Reu- 

ther, solidly entrenched on the 
UAW-CIO throne, was preparing 
last week to soup up the union’s 
drive for pensions and medical aid 
benefits. 

Fresh from the UAW’s 12th con- 
stitutional convention in Milwau- 
kee, which gave him another 20- 
month term in its presidency, the 
41-year-old union leader said the 


pension issue would be brought to 
a head this month in the lagging 
Ford negotiations. 

Reuther said the auto union 
was keeping a close eye on the 
brewing strike crisis in the steel 
industry, also caused by a dead- 
lock over pension demands. A 
steel strike now, however, would 
not force auto production cut- 
backs until September, 
of six-week steel backlogs at the 


assembly plants. 
(Continued on Page 39, Col. 1) 
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Recipe for Sustained Boom? 


Truman Offers Ideas 
For Businessmen 


WASHINGTON.—President Tru- 
man’s message to Congress last 
week reviewed his plans for pros- 
perity and outlined his ideas for 
businessmen, his hopes for workers’ 
economic improvements and his tax 
program. 

Mr. Truman explained at length 
his suggestions as to how business- 
men could keep the _ nation’s 
economy up. 

“We cannot have prosperity by 
getting adjusted to the ideas of 
a depression—by cutting invest- 
ments or employment or wages 
or essential government pro- 
grams,” he said. 

“Maintaining volume in the pres- 
ent situation is far more important 
than maintaining profit margins. 
The only ultimate source of sus- 
tained profits is sustained unem- 
ployment and purchasing power. 

“The same concept should guide 
our wage policies. Business cannot 
be prosperous unless the purchas- 
ing power of workers is main- 
tained.” 

Mr. Truman said that while 
there has been a moderate down- 
ward trend in business, there are 
no signs indicating a repetition 
of the economic picture of the 

1930's, 

“We can achieve within a few 
years a national output well over 
300 billion dollars (a fifth higher 
than present status),” he said. 

In his program of tax reduc- 
tions, Mr. Truman said he wants 
repeal of the transportation tax, 
except on passenger cars. 

He also advocated an increase in 
the minimum wage from 40 to 75 
cents an hour and a broadening of 
its coverage. (Congress is working 
on this.) 

His program also wants a raise 
in social security benefits and an 
expansion of its benefits. 

Continued emphasis to the la- 
bor picture was given by the 
president, Aside from urging a 
higher minimum wage, he also 
stated that unemployment had 
become serious in some areas 
with 3,800,000 idle. He declared 
that the government must help 





build jobs and produttion, raise 
consumer income and buying 
power. 

“While price reductions are de- 
sirable, they should not be attained 
at the expense of wage cutting .. . 

“To reduce employment or slash 
wages, because our economy has 
declined somewhat, would only 
serve to drag us further down- 
ward.” 

Other points in his tax program 
include raising of estate and 
gift taxes; lengthen time limit 
for repayment of reconstruction 
finance loans to business; study 
investments and developments 
needed to expand the economy, 
and an improved program of 
farm-income supports. 


The President also wants to ex- 
tend to July 25, 1950, the veterans’ 
readjustment allowances; let fed- 
eral agencies speed the advance 
planning of federal works and 
acquire sites and help states do the 
same; provide technical knowledge 
to develop the world’s backward 
areas and encourage foreign in- 
vestments, and restore the Recipro- 
cal Trade Act to bolster world 
commerce. 


Chapman to Aid 
Ward at Pontiac 


PONTIAC.—E. J. Chapman, re- 
gional sales manager of Pontiac, 
has been appointed assistant gen- 

eral sales man- 
ager, according to 
L. W. Ward, gen- 
eral sales man- 
ager of the com- 
pany. He succeeds 
Norman E. Perry, 
who resigned to 
enter private 
business. 
Chapman has 
been with the 
= Pontiac sales de- 

E. J. Chapman partment since 
1933. Before joining Pontiac he 
spent many years in the retail 
automobile field in the San Fran- 
cisco-Oakland area. 
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SOMETHING NEW HAS 
convertible have been 


further ornamented with a functional sweep spear moldin 


as eae 


BY BUICK—The sides of the Buick Roadmaster 


which 


starts as a triangular section just ahead of the front wheels and extends through the door 


panels to the end of the rear fender, addin 


beauty and protection along the length of the 


car, The convertible, wifh sweep spear available at extra cost, is now in production with 





Buick Dynaflow transmission as standard equipment. 


Miami Car Rentals Dying 
Under Insurance Squeeze 


MIAMI. — More than two-thirds 
of the rental car companies in 
Miami have gone out of business 
because of the decision of an in- 
surance company to cancel their 
liability policies. 


J. Earl Horsely sr., agent for the 
insurance company, said the deci- 
sion was made because “ambu- 
lance chasing attorneys and crazy 
juries” were nailing the company 
with exorbitant judgments. 

Horsely is agent for the Ameri- 
can Fire & Casualty Co. of Or- 
lando, Fla. which has handled 
rental car insurance in this area 
for 20 years. He said cancella- 
tions were made only in the 
Miami area. 

A Miami city ordinance forbids 
operation of a rental car without 
insurance. City Clerk Frank Cor- 
rell said that of 41 rental companies 
which had been operating in Mi- 
ami, only 13 remained in business. 
Seven of these companies were 
covered by insurance other than 
American Fire & Casualty and six 
of the 34 which had their policies 


cancelled have obtained insurance | 


from other companies. 

Miami Beach rental companies 
were more fortunate than those in 
Miami. Twenty-four companies 
there were able to transfer policies 
to other companies but seven have 





U.S. Sells 85 Pet. of World’s Cars 


DETROIT. — Despite accelerated 
foreign competition, the U.S. pro- 
duced and sold more than 80 per- 
cent of all motor vehicles made in 
the world last year, including 85 
percent of the passenger cars. This 
is reported by the Automobile Man- 
ufacturers Assn. 


Great Britain in 1948 exported 
more passenger cars into world 
markets than were exported by 
the U.S. Of its production of 
334,820 passenger cars, Britain 


VanDerzee Made 
Hudson’s Sales 


Vice-President 


DETROIT. — Announcement of 
the appointment of Norman K. 
VanDerzee as Hudson’s vice-presi- 

dent in charge of 
sales was made 
last week by A. 
E.  Barit, presi- 
dent and general 
manager. He suc- 
ceeds the late 
George H. Pratt. 


Prior to joining 
Hudson in 1932, 
VanDerzee held 
executive whole- 
sale and retail 
positions with an- 
other major auto manufacturer, 

During his years with Hudson, 
he has served as regional manager, 
manager of the New York zone and 
eastern sales manager. During the 
war he headed up Hudson’s war 
contracts division. 

In July, 1945, he was appointed 
assistant general sales manager of 
the company. Two years later, in 
January, 1947, he was appointed to 
the post of sales manager, the 
position he held at the time of his 
promotion to vice-president. 





N. K. VanDerzee 


sent overseas 226,911 units or 68 
percent of total. The U.S. pro- 
duced 3,909,270 passenger cars 
and exported 6 percent, or 217,911 
units. 

“With the possible exception of 
the very early years of the indus- 
try, this is the first time any coun- 
try has succeeded in selling more 
cars abroad than the United 
States,” comments Oscar P. Pear- 
son, chief statistician of the AMA, 
in his introduction to the 29th edi- 
tion of Automobile Facts and Fig- 
ures, soon to be released. 

The statistical yearbook shows 
that 1948 world production of motor 
vehicles totaled 6,436,000 units, of 
which 4,605,800 were passenger cars. 

Following the U.S. and Great 
Britain, Canada ranked No. 3 in 
world production with 166,819 pas- 





ROUGH TREATMENT—John Gordon, gen- 
eral manager of dillac, was "branded" 
at a chuck wagon dinner sponsored by the 
fonles chamber of commerce at Colorado 
prings, Colo. Other General Motors officials 
were also guests. A fake branding is staged 
with hot iron and smoke. The victim is pre- 
sented with the branded pine slab as a 
memento of the occasion, according to Rob- 
ert L. Davis, manager of the chamber's tour- 
ist activities. 


senger cars, France was next with 
100,000 units and Italy was fifth 
with 44,220 passenger vehicles, Pro- 
duction figures are not available 
for Russia. 


A substantial postwar increase in 
world registration figures is dem- 
onstrated, There now are 58,000,000 
motor vehicles in use in all coun- 
tries, of which more than 41,000,000 
operate in the U.S. 


World registration totals show 
an 18 percent gain in passenger 
cars, 75 percent in motor trucks 
and 54 percent in buses over com- 
parable totals for 1940. 

In 1948, the U.S. had one motor 
vehicle for every 3.5 persons in its 
population while Great Britain had 
one for every 18 persons, Poland 
one for every 347 persons and 
Yugoslavia one for every 4,425 
persons. 

In the U.S. are 78 percent of the 
world’s cars and 52 percent of its 
motor trucks. 

American plants have produced 
102,000,000 motor vehicles in the 
past 49 years. They have a com- 
bined value in excess of 79 billion 
dollars, according to Automobile 
Facts and Figures. 


Keating Now GM 


Vice-President 


DETROIT.—The board of direc- 
tors of General Motors last week 
elected Thomas H. Keating, general 
manager of Chevrolet division, a 
vice-president of the corporation 
and a member of its administration 
committee. 

Keating was appointed general 
manager of Chevrolet July 1, suc- 
ceeding W. F. Armstrong, who has 
been granted a leave of absence 
because of illness. Prior to his 
appointment Keating was general 
sales manager of the division. He 
has been with Chevrolet since 1916. 


suspended operations. They will 
|probably take out new insurance 
when the season begins next win- 
ter. 

Horsely said his company had 
charged premiums ranging from 6 
to 15 percent of the gross receipts 
of the car rental firms, depending 
upon the accident records and sta- 
bility of the companies. 

Walter W. Wigman of Wigman 
Insurance Co., representing Conti- 
nental Casualty Co., said his firm 
has been charging the state-ap- 
proved rate of $33 a month per 
car, with $15.25 collectible out of 
every $100 of gross receipts if the 
figure ran higher than that. Should 
the gross receipts deduction fail 
to reach $33, the company is 
charged 75 percent of that amount, 
or $26. 

Horsely said a rental firm which 
wishes to remain in business and 
pay the insurance premiums can 
appeal to the state assignment 
|board at Jacksonville, which may 
, designate another company to as- 
sume the risk. 


Crews Appointed 
L-M Region Head 


DETROIT.—Appointment of Nor- 
man E. Crews as Central region 
manager for the Lincoln-Mercury 

division of Ford 





Motor Co. was 
announced last 
week by Joseph 
E. Bayne, general 

sales manager. 
Crews will have 
his headquarters 
in Detroit and 
will supervise all 
sales activities in 
the Dearborn, 
, Buffalo, Cleve- 
N. E. Crews land, Cincinnati 
and Pittsburgh districts, Bayne 
said. His appointment is the third 
to be announced under a new pro- 
gram to group Lincoln-Mercury’s 
21 sales districts into four regions. 
Crews has been an automobile 
sales executive for more than 30 
years. He has been associated with 
Ford since 1933 when he joined the 
Chicago retail store as a salesman. 
Early this year he was appointed 
national used-car manager for L-M 

with headquarters in Detroit. 





| Mr. Pratt entered 





Obituaries 


George Pratt Dies 
While Addressing 


Coast Dealers 


DETROIT.—Funeral services for 
George H. Pratt, vice-president in 
charge of sales and member of the 
board of directors 
of Hudson, were 
held in Detroit 
last week. 

Mr. Pratt col- 
lapsed and died 
July 8 while ad- 
dressing Southern 
California Hud- 
son Dealers Assn. 
in Los Angeles. 

Born in Ripon, 


Wis., July 19, 1888, 
George H. Pratt 


the automobile business in 1912 as 
an accountant for the Kissel Motor 
Co, of Hartford, Conn. After six 
years he switched to the sales end 
of the automobile business in Den- 
ver. In 1921 he joined Chevrolet, 
and in 1923 worked for the newly- 
formed Durant Motors. 

Mr. Pratt joined Hudson in 1927 
as district supervisor at Davenport, 
Ia., and later became zone manager 
in Dallas. 

In 1937 Mr. Pratt came to Detroit 
as Hudson sales manager, He be- 
came general sales manager in 
1939, a member of the board in 
1945 and was elected vice-president 
in charge of sales May 20, 1947. 


* * * 


Mark Musgrave 

SPRINGFIELD, O.—Mark Musgrave, 60, 
former car dealer in Pittsburg, Kans., died 
here July 5, where he had been residing 
for the past 19 years. Mr. Musgrave oper- 
ated Musgrave Motor Co., 101 E. Rose, 
Pittsburg, for many years, and sold some 
of the early makes of cars. An inventor 
of some renown, he held patents on a 
valve lifter, a device for wheel alignment 
and a power attachment for lawn mowers. 

. . 7 


Chester J. Maxson 
BUFFALO.—Chester J. Maxson, 60, presi- 
dent of Maxson Cadillac-Pontiac Corp., 
2421 Main St., died here July 9 in General 
hospital after a heart attack. Long a 
figure on the city’s ‘‘automobile row,’’ Mr. 
Maxson had been in ill health two years. 
He was a life member of the Automobile 
Old-Timers Assn. He also served as a 
director of the Buffalo Automotive Trade 
Assn. 
. . . 
Michael J. O'Neill 
WATERTOWN, N.Y.—Michael J. O'Neill, 
54, co-owner and co-operator of the State 
Street Body Works, 420 State St., died 
July 5. He had been an automobile body 
man in this area for more than 30 years. 
© a * 


Lowell Barker 

8ST. LOUIS.—Lowell Barker, 39, vice- 
president and general manager of ABC 
Motors, Inc, (Lincoln-Mercury), 3620 Gra- 
vois Ave., died July 7 at St. Anthony’s 
hospital of heart disease. Barker formerly 
operated a Dodge dealership with his 
father in Webster Groves, St. Louis 
county. 

* * * 


Roy M. Campbell 

RICHMOND, Ind.—Roy M. Campbell, 50, 
owner of Campbell Auto Sales Co., died 
of a heart attack. He had operated his 
business 27 years and recently erected a 
new building to house his service and 
parts department. 

* * * 
Edward B. Corcoran 

CINCINNATI.—Edward B. Corcoran, 78, 
a pioneer in the automotive lamp industry, 
died here June 28. Mr. Corcoran was a 
business associate and friend of the late 
Henry Ford. He helped form Victor Lamp 
Co., which manufactured lamps for Ford. 

* * 
Fred L. Thompson 

ODGEN, Utah.—Fred L. Thompson, 38, 
co-owner of Rasmussen-Thompson Motor 
Co, (Studebaker), died here June 30. 


$35,000 Blaze 


TRENTON, Tenn.—The Kaiser- 
Frazer deal here, located in the 
Dickey building, was destroyed by 
fire June 30 with a loss of $35,000. 
It is partly covered by insurance. 


HOW THEY DISPLAY CARS IN FRANCE—This photo was taken at the Grand Semaine, 
held annually in the Bois de Boulogne for Parisians. First prize in the “elegance” class went 
to this 26 horsepower Delahaye, with body design by Saoutchik. (Acme photo). 





Dealers tell me To Facilitate Dealer Man 


AUTOMOTIVE NEWS, JULY 18, 1949 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


DEALER writes: “Selling used 

cars is my bread and butter. 
Anything that will aid this achieve- 
ment is like manna from heaven. 
I know I will have to sell a lot of 
high-priced used cars this year and 
many more next year. 

“Recently our factory offered a 
direct by mail used-car campaign 
designed to saturate our territory 
with advertising postals addressed 
to the ‘occupant’ of a residence. 
The cost is so high that it would 
exceed any normal budget em- 
ployed by dealers for this type of 
used-car advertising. 

“We have always gotten along 
fine with our factory. In fact I 
think the relationship between 
our factory and its dealers has 
been the best in the industry. I 
want to do my part to keep it 
that way. 

“Won't you investigate this sit- 
uation and comment on it in an 
early issue of Automotive News? 
Perhaps I and the dealers I have 
talked with are getting old and 
fussy. Perhaps new executives at 
the factory are too ambitious. Per- 
haps roadmen are misinterpreting 
factory policy. You are in a posi- 
tion to look on both sides of the 
picture objectively and arrive at a 

sound judgment.” 


Many Such Letters 


r‘HIS conductor has received 

many such letters in the past 
few weeks. So from the dealers 
standpoint, he doesn’t think it nec- 
essary to make an investigation. 
For instance, another dealer says: 

“I don’t like to criticize even 
though I realize that critics make 
very valuable contributions to the 
sciences, arts, literature and the 
stage. But I am worried about a 
direct by mail used-car campaign 
that the factory insists we sub- 
scribe to ‘or else’, Of course, the 
‘or else’ is veiled and indefinite but 
very much apparent. I can’t pub- 
licly criticize without serious dan- 
ger of unfavorable reaction on the 
part of the factory.” 

Then he goes on to state his ob- 
jections which are similar to criti- 
cisms of other dealers. “The cam- 
paign is too expensive as compared 
with the cost of other available 
mediums. 

“While the factory has recently 
written all dealers it is not a 
‘must’ and cuts down the num- 
ber of mailings, still most deal- 
ers think that if the program 
was worth while it shouldn’t be 
cut down, and if it isn’t worth 
while it shouldn’t be offered. The 
revision of factory policy makes 
us all the more suspicious.” 

The campaign consists of mail- 
ings every 20 days for 15 months 
at an average cost of about four 
and one-half cents per piece. Most 
dealers feel that addressing the 
mailing pieces to “occupants” of a 
residence is not specific enough to 
bring results. | 


Mail Procedure 


A DEALER points out that one 
of his salesmen lives in an 
apartment building. The letterboxes 
are large enough for only standard 
size mail. 

The postman drops the rest of 
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the mail on the floor underneath 
the boxes. The residents pay no 
attention to such mail which in- 
cludes not only messages directed 
to the “occupant,” but numerous 
periodicals that are sent free or 
included in the membership dues 
of some organization. Each night 
the janitor picks up the mail from 
the floor to keep it from littering 
up the hall. 

He puts it on a table in the 
hall for seven days and the ten- 
nants have an understanding that 
he will destroy it if it isn’t picked 
up in that time. He seemingly 
hauls out tons of unread printed 
matter annually. 

Another dealer objects to the 
mailing because it goes every 20 
days irrespective of the season or 
stock inventory. He says that it is 
not good business to spend as much 
money advertising used cars in a 
month when people won’t buy as 
during months when more custom- 
ers are in the market. While this 
dealer wants to carry on a cam- 
paign every month, he wants it 
flexible enough to increase the im- 
pact in buying seasons and spend 


at a lower rate in off months. 
+ * + 


His Method 


EITHER does he like the idea 

of sending out the mailings all 
at one time. Over the years it has 
been his habit to put in the mail 
100, 500 or 1,000 cards each day 
so the business will come at the 
rate his sales staff can handle it, 
rather than at one shot and have 
the sales staff coast the rest of 
the month. 

Another dealer points out that 
the cost of these cards is out of 
line with the cost of government 
postcards which can be mimeo- 
graphed and addressed by the 
dealer’s own staff and cover cars 
that are actually on sale at the 
moment. 

Dealers know where their used- 
car prospects are located. They 
want to send mailing pieces to 
actual bonafide prospects, not 
suspects. These dealers expect 
that a great majority of their 
new-car customers will have 
high-priced used cars to trade 
this year. 

To sell these cars satisfactorily, 
the dealers must locate prospects 
who will buy late-model used cars. 
Dealers, therefore, need to locate 
and identify used-car buyers who 
want to step up to higher-priced, 
better used cars. That means cir- 
cularizing used-car owners who 
have bought used cars of the same 
price class as the dealer’s new car 
line from 12 to 24 months ago. 

Dealers have the name and ad- 
dresses of such owners and dis- 
patch postcards, personally ad- 
dressed, to them frequently. These 
go in the mailbox and the messages 


are brief and are read. 
*” * * 


Other Objections 


(CtHEr dealers object to this 
campaign because in a multi- 
city setup all dealers use the same 
campaign. While it is true that the 
advertising messages are distrib- 
uted in different parts of the ter- 
ritory, still friends visit back and 
forth in the community and it is 
quite apparent to them that all 
dealers in the same line are mak- 
ing the same appeal. 

Dealers object strenuously to this 
practice. Such advertising infers 
that all dealers in a given line are 
equal in their willingness to satisfy 
used-car customers. Joint advertis- 
ing brings public opinion of the 
good dealer down to the level of a 
poor one. If one doesn’t believe 
there is a difference in dealers, 
one only has to inquire at the Bet- 
ter Business Bureau in most any 
city. Here he is apt to find that 
one dealer in a given line has more 
customer complaints registered 
against him than has been regis- 
tered against all the rest of the 
dealers combined. 

Dealers don’t like joint adver- 
(See DEALERS, Page 40) 


Separate Accountings Suggested .. . 


Eprror’s Note: This is the fifth 
in a series of articles on the 
fundamentals of dealer business 
management: 

By J. B. Van Tassel 

INCE the end of the war there 

appears to be a new trend de- 
veloping in the consolidation of the 
operations of some of the depart- 
ments in a dealership, According 
to recent statements, many of the 
new-car department costs and ex- 
penses are being charged in the 
used-car department. 

In the case of the stockroom 
and service departments, I find a 
considerable number of dealers 
who are consolidating the opera- 
tions of these departments; the 
reason given is that the majority 
of parts sold in a retail operation 
are sold through the service de- 
partment. This may be true in a 
parts operation that is strictly 
retail, but how about the great 
majority of dealers who sell a 
volume of parts wholesale, tires 
at wholesale and retail, accessor- 
ies and many other stockroom 
items that are not sold through 
service? 

It is my recommendation that a 
separate accounting of sales, cost of 
sales, detailed expenses and a sep- 
arate net profit be shown on all 
statements for the stockroom and 


| 


service departments, regardless of 
whether or not a dealer retails 
parts or retails and wholesales 
parts. 

In order to hold your stockroom 
and service managers responsible 
for the sales and profit perform- 
ance in their respective depart- 





DEALER TOMECEK HONORED—Gen. Jon- 
athan M. Wainwright, the hero of Bataan 
and now the national commander of the Dis- 
abled American Veterans, is shown congratu- 
lating W. J. Tomecek, Temple (Tex.) Pontiac 
dealer, for outstanding service to the DAV. 
Tomecek received a plaque and citation for 
securing over 300 cars for handicapped vet- 
erans since V-J day. Center, holding the 
plaque, is DAV Texas Commander E. D. 
Whitley, who also lauded Tomecek's efforts. 


Permanent Building Rule 
Upheld in Wis. Court 


MADISON, Wis.—Organized au- 
tomobile dealers won an important 
victory last Tuesday when the Wis- 
consin state supreme court held 
constitutional a statute which they 
devised to restrict the activities of 
the so-called “fly-by-night” automo- 
bile seller. 

The court reversed a previous 
circuit court opinion which had 
declared not valid the law which 
requires dealers, as a condition to 


New Car Racket 
Is Charged by 
Chicago Dealers 


CHICAGO.—The stolen auto de- 
tail of the Chicago police depart- 
ment has joined dealers here in 
trying to locate a Joe Koorstod, 
who is accused of beguiling several 
dealers into falling for a new kind 
of racket. 

Koorstod is said to have placed 
deposits on cars, giving a company 
check made payable to himself each 
time in an amount greater than the 
required deposit, and taking the 
difference in cash. 

Dealers found out too late that 
the checks were issued by a ficti- 
tious company and bounced back 
with a “no funds” notation. 

Koorstod was described as being 
about 55 years of age, 5 feet, 8 
inches in height, 185 pounds in 
weight, gray-haired and well- 


dressed. 
* * * 


Recovery of ’49 Hudson 


Sought in Oklahoma 

OKMULGEE, Okla. WwW. W. 
Riley, of Riley Motor Co., reports 
that a man using the name Paul 
Riley gave a check for a 1949 Hud- 
son after the banks closed June 25. 
The check, on a Durant bank, was 
returned marked “no account.” 

The car is a four-door Hudson 
two-tone green (pacemaker and 
sierra), Motor and Serial No. 491,- 
106,159. The license number is 
Oklahoma 7-5706. Last week it was 
reported that someone tried to 
borrow $1,000 on the car at a bank 
in Wewoka, but left when bank 
asked for the title and said it 
wanted to check references. 

Riley asked that he or the Ok- 
mulgee County sheriff be notified of 
any information on the where- 
abouts of the car. 


Fire Strikes Van Deventer 


KNOXVILLE, Tenn.— The auto 
garage and service station of Hugh 
F, Van Deventer jr., 223 Kenesaw 
drive, was damaged by fire June 
29 to the extent of $7,500. Defective 
wiring was blamed. 





licensing by the state motor vehicle 
department, to have facilities for 
the display and repair of automo- 
biles and parts in a permanent 
building. 

The case was started when mo- 
tor vehicle commissioner B. L. 
Marcus refused to register the A. 
B. C. Auto Sales Co. of Milwaukee. 

The former decision had ruled 
that the statute was not a proper 
exercise of the police power of the 
state, but Justice Edward Fritz of 
the state supreme court wrote that 
the legislature had in mind “the 
necessity of permanency and sta- 
bility of an applicant and his busi- 
ness in order to eliminate or min- 
imize the evils of the ‘fly-by-night’ 
operator. 

“In this respect the legislation 
is evidently based upon the same 
principle as the legislation which 
requires transient merchants and 
peddlers to be licensed, the consti- 
tutionality of which is well-estab- 
lished,” the opinion said. 


Yarnall Heads Up 


Chicago Dealers 


CHICAGO. — Frank H. Yarnall, 
president of Holmes Motor Co. 
(Ford), was elected president of 
the Chicago Automobile Trade 
Assn. at a meeting of the board 
following the group’s annual din- 
ner meeting. He succeeds William 
D. Reagan (Chrysler). 

Yarnall is a former CATA vice- 
president. He has been a director 
and member of its show committee 
for a number of year. Other officers 
elected by the board were Ralph 
J. Scheu (Nash), vice-president; 
Robert J. O’Donnell (Hudson), sec- 
retary, and James F. Goodwin 
(Dodge), treasurer. 


Livengood Climbs 
Davis-Child Motors, Inc., Salina, 
Kans., has announced that Stanley 
Livengood is now sales manager of 
this firm. 


Manager Haskins Quits 


Two California Posts 

SAN FRANCISCO. — Mildred 
Haskins, manager of the Motor 
Car Dealers Assn. of San Fran- 
cisco and of the Northern Cali- 
fornia Motor Car Dealers Assn., 
has resigned, it was announced 
last week, 

Miss Haskins found it neces- 
sary to resign because of her 
health, according to Robert A. 
Waters, president of the San 
Francisco group and Joe Davis, 
head of the Northern California 
association, No successor has as 
yet been named. 





agement 


ments, and make it possible for 
them to know in which direction 
each are headed, they should be 
furnished monthly a separate state- 
ment, showing the operations in 
their departments, including the 
net profit results. I believe that 
the service department is entitled 
to some allowance for the job they 
do in the selling of parts in re- 
pairs, 
* > * 


For EXAMPLE, your service de- 
partment is usually competitive 
with one or more independent serv- 
ice garages in your own locality. 
These independent garages who 
purchase parts that they use in 
their repair work, and which may 
be service work for one of your 
own customers, are allowed a dis- 
count of at least 25 percent from 
your own stockroom department. 


Now if your service department 
is expected to buy their replace- 
ment parts from your stockroom 
department and are not allowed 
any discount on these parts, then 
they are not in a position to com- 
pete with their neighborhood inde- 
pendent garages. Therefore, I 
would recommend that every dealer 
seriously consider allowing his own 
service department a discount of 
25 percent on all replacement parts 
purchased from his own stockroom 
department. 


In connection with the new and 
used-car department, the most 
popular plan of accounting dis- 
tribution, according to most uni- 
form factory dealer accounting 
manuals, is to charge over-allow- 
ances and reconditioning expense 
on used cars and used 
traded in on new vehicles, against 
the used-car and truck depart- 
ment. These are probably two of 
the most misleading transactions 
shown on your operating state- 
ment today. 

Why should the over-allowance 

on a used vehicle, traded in on a 
(Continued on Page 31, Col, 3) 


Summer Parley 
Of ATAM On 
At Mackinac 


MACKINAC ISLAND, Mich. — 


More than 100 members, their 
wives and association presidents 
are here to attend the midsummer 
meeting of the Automotive Trade 
Assn. Managers this week at the 
Grand Hotel. 

The sessions will 
(July 18) 
Wednesday. 

With R, Earl Burrows of Cleve- 
land, president, in charge, the ses- 
sions will be featured by talks by 
Karl Richards, in behalf of the 
Automobile Manufacturers Assn.; 
Edward L. Cleary of Chicago, sec- 
retary-treasurer of ATAM, on auto- 
mobile shows; Margery Baker of 
Buffalo, on trends in enforcing 
used-car advertising standards, and 
Seymour Lewis, general counsel of 
the Chicago Automobile Trade 
Assn. on trends in installment sales 
legislation. 

Reports will also be given on 
group insurance, state and local 
legislative activities this year, 
NADA activities and other subjects 
which will then be turned over to 
round-table discussions. 

John Munn, dealer editor of 
Automotive News, will address the 
meeting on “Perpetual Contracts.” 

Also on the agenda will be an 
election of officers and three new 
directors. In addition to Burrows 
and Cleary, the present officers in- 
clude Paul Graves of Detroit, vice- 
| president. 
| The auto manufacturers played 
| host in Detroit Saturday at a cock- 
| tail party and dinner for ATAM 
members en route to the meetings. 
They continued on to Mackinac 
Island by special bus. 


Utah ADA Elects Bartlett 


To Board of Directors 

SALT LAKE CITY.—A. W. Bart- 
lett has been elected by the board 
of directors as first vice-president 
of the Utah Automobile Dealers 
Assn., to fill the vacancy caused 
by the death of Ralph M, Mitchell. 

Bartlett is president and general 
manager of Bartlett Motor Co. 
(Chrysler), Ogden. 


open today 
and continue through 
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OUR PLATFORM: |. 
and dealers in motor vehicles, parts and accessories. 
the dealer on every used vehicle accepted in partial payment for a ew 
car or truck. 9 3. Srery doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. e 
elimination of governmental and bureaucratic controls over this industry. 
§ 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Fair and equitable contracts between manufacturers 


AUTOMOTIVE : 
§ 2. A fair profit to 
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Capsule Comment 


Some dealers are reported to be giving away as much as 
$400 in discount to get sales. Others are achieving amazing 
results by spending less than half of that on interesting 
promotion ideas. 


Just a reminder that there are different (and cheap- 
er) ways to cultivate a garden. 


W. E. Fish has been appointed general sales manager of 
Chevrolet. 


Our congratulations to a crackerjack sales executive. 


* * * 


Everybody rushed to unload used cars before the Fourth 
of July, and few dealers have been buying. Now we hear 
some used-car dealers complain of a used-car shortage. 


Some say you never know about women and _ the 
weather. We feel safer guessing about them than the 
used-car market. 


* * * 


Hear that dealers in some towns are being confused on 
auto shows by high-pressure promotion men. 


And as dealers should promote the idea of “it pays to 
know your dealer,” so also should they know the people 
they pay to put on their shows. 


The end of Regulation W finds most dealers and finance 
companies holding out against loose auto credit. A few, who 
handle their own paper, are advertising $5 down. 


And some people think it is hard to give money away, 
but we think it can be done if you work at it. 


* * * 


A congressman complains that universities now own an 
airport, a piston ring firm and a macaroni factory. He calls 
for taxation of the tax-exempt businesses. 


He has a point, but what he should really plug for is 
a system of taxation that would encourage businesses to 
operate in a businesslike way. 


* * + 


Which operation in the dealership is most important? 
asks Columnist J. B. Van Tassel, who then points out that 
the dealer as an administrator should think all operations 
are most important. 


‘We cannot live on cake alone. 
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rade on the American scene these 
days is like sitting through a 
double-feature movie. The heroine, 
Prosperity, is being fought over by 
the leftists and the rightists on the 

very brink of the 


THE canyon. All we on 
PASSING the side lines can 
PARADE do is hope she is 


| not forced over 
the edge. It will be a long climb 
|back if the worst should happen. 
The hero in the piece is the man 
who is leading the fight for your 
side and of course the villain is his 
opposition, depending upon which 
side you are for. 

aa J 


THE 81ST Congress is considered 
by many Washington correspond- 
ents to be the most stubborn in 
current memory. There appears to 
be no fixed pattern by which their 
next move can be predicted, In the 
final votes, it is neither a Demo- 
crat nor a Republican Congress, 
neither completely progressive nor 
conservative. Many now agree that 
this represents the very essence of 
a true Democratic form of govern- 
ment, Each issue is weighed and 
decided upon by our representatives 
and senators on its merits. The 
present setup is about as far from 
a dictatorship as we could hope to 
get. Perhaps it is the contrast with 
the 12 years of F.D.R.’s adminis- 
tration which makes it so apparent! 

+ + « 


AS I WRITE this, the ominous 
black clouds of a prospective steel 
strike are in the offing. At the very 
time when the automotive industry. 
released for the first time since the 
war from steel shortages, is week 
after week establishing new pro- 
duction records, with our products 
still in great demand, the thought 
of a general steel strike makes us 
shudder. We are not necessarily 
thinking only selfishly of our own 
industry but rather the immeasur- 
able contribution of red corpuscles 
which are introduced directly into 
the business life-stream of the 
United States by the manufacturers 
of motor vehicles and their com- 
ponent parts and accessories. A 
general steel strike right now 
would do to America what Harry 
Bridges has done to the pitifully 
smalf island of Hawaii. Such things 
just must not happen! 


* 


* 
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We are glad to see that the un- 
employment situation is at the 
minute looking up and not down. 
American agriculture has provided 
more jobs than it did last year. 
From my farm paper friends, I 
learn that a large percentage of 
the farm owners who worked from 
dawn to dusk during the war years 
when their sons were away and 
labor hard to get, have actually re- 
laxed and are “letting the boys 
do it.” That’s one of the reasons 
why the farms have absorbed more 
|labor than anyone could have pre- 
dicted. It is a healthy sign because 
nationwide our farmers are in bet- 
ter condition financially than they 
have ever been in history. Pa and 
Ma can well afford to take it 
easier. Tens of thousands of farm 
| mortgages have been paid off. This 
|contrasts with the wholesale fore- 
closing on the best farm lands in 
America which occurred after 
World War I. Remember? 


* * 


I AM taking the liberty of re- 
| printing the cartoon below from 
the New Yorker which, I’m sure 
you'll agree, is all too timely. 
| -~G.M.S. 


“« 
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| “Mr. Humphries, how do you 
high-pressure somebody?” 


WATCHING THE PASSING pa- | 


‘Proverbially First ..... 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 
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No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Dealer Finance 

In your June 27 issue you carried 
on the first page an article “Toledo 
Dealers Unite in Own Finance 
Firm.” Down here in Texas—which, 
as you know, is proverbially first 
with everything—a group of new- 
ear dealers did this very same 
thing in 1946. 

Our firm is a partnership con- 
sisting of seven dealers; five GM, 


one Dodge-Plymouth, one Ford, and | 
since we organized we have ac-| 


quired another Ford dealer and a 
Chrysler-Plymouth dealer, making 
a total of nine dealers whose retail 
time-sales papers are being handled 
by our firm. 

My experience parallels with Mr. 
Harry Dever’s in that I was with 
G.M.A.C. from 1926 through 1945. 

All I can say is that our dealers 
are happy with our own little fi- 
nance company, and it would take 
quite a great many sheets of paper 
to outline the decided advantages 
which accrue from such a venture. 

We have carried our operations a 
little further than Mr. Dever’s 
Dealer Discount Corp., in that we, 
like G.M.A.C., own our insurance 
corporation, which of course, helps 
out a great deal.—Ne.son D. MILLER, 
Manager, Southwest Acceptance 
Co., Ltd., San Antonio. 

* * * 


Missing 

In reading last week’s issue un- 
der used-car news, we find many 
interesting articles and we have 
one that we believe would make 
news. 

Under date of April 14, 1949, a 
salesman by the name of Frank P. 
Strang left suddenly with one of 
our cars, a 1947 two-tone tan Nash 
Ambassador trunk sedan, motor 





RE-12358, serial R-451926, bearing | 


1949 Florida tag 48-922. 

| This man had been in our em- 
| ploy for approximately six months 
{and has two grown children living 


Address Editor, Automotive News, Detroit 26, Mich. 





|in this city. We have not heard 
| from him since April 14, and neith- 
|er have his children.. Mr. Strang 
could have met with foul play or 
could be an amnesia victim. 
Anyone having seen or heard 
from him kindly communicate with 
this company.—H. Lerr, Stanley- 
Leff Motors (Nash), 925 Main St., 
Jacksonville, Fla. 


Coming Events 


JULY 
duly 17-19—Mackinac Island, Mich, (Grand 
hotel), Midsummer meeting, Automotive 
| _ Trade Assn. Managers. 
| July 22—Chicago (Edgewater Beach hotel). 
Summer meeting, Truck-Trailer Manu- 
facturers Assn., Inc. 


AUGUST 
Aug. 15-17—Portland, Ore. (Multnomah ho- 
tel). SAE West Coast meeting. 


SEPTEMBER 
Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple). Third annual con- 
vention, National Used Car Dealers Assn. 
Sept. 11-12—Myrtle Beach, S. C. (Ocean 
Forest hotel). South Carolina Auto Deal- 
ers Assn. convention. 


Sept. 11-13—Buffalo (Statler hotel). 26th 
annual convention and exhibit of New 
York State Auto Dealers, Inc. 


| Sept. 19-20—Mlilwaukee (Schroeder hotel). 
21st annual session of Wisconsin Auto- 
motive Trades Assn. 


Sept. 28—Burlington, Vt. 
Dealers Assn. convention. 


| Sept. 29-30 — Atlantic City. New Jersey 
Automotive Trade Assn. parley. 


| OCTOBER 

| Oct. 9-11 — Galveston, Tex. 32nd annual 

| convention and exhibit of Texas Automo- 
tive Dealers Assn, 

Oct. 9-11 — Cincinnati (Netherlands Plaza 
hotel). Annual convention of Ohio Auto- 
mobile Dealers Assn. 


Oct. 10-11 — Minneapolis (Nicollet hotel). 
Annual convention, Minnesota Automobile 
Dealers Assn. : 


Oct. 14-15—Atlantic City. 
Dealers convention. 


Oct. 16-18—Edgewater Park, Miss. 
nessee Automotive Assn. convention. 
Oct. 16-18 — Jacksonville, Fla, (George 
Washington hotel). 19th annual conven- 
tion of Florida Automobile Dealers Assn. 
Oct. 18—New York (Hotel Astor). 10th 
annual meeting of Automobile Old Timers 
(K, T. Keller, president of Chrysler, 
guest of honor). 
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Tri-State Auto 
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~ Doa better job quicker 
J with a Buick 


) Parts Kit 






















OU can make more money for yourself on 
Buick repairs—and save yourself trouble in 
doing it! 


When you’re working on a Buick, get a complete 
kit of Buick engineered parts from your local Buick 
dealer. 


Here in one handy factory package is your full 
list of pieces for the job, down to the last snap 
ring and gasket. 


Everything fits right— works right, because you’re 
matching new parts with new parts. You save 
time, you keep the customers happier, you avoid 
complaints and comebacks. 


Best of all, the new Buick wholesale price schedules 
keep your costs down to competitive levels. 


For your next Buick repair job—call on the Buick 
dealer for a parts kit! 
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You'll save money—turn out better jobs- 


with... 





Buy them from your local Buick dealer 
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Bove i in Lint With Car tik eve 


Autos of *52 in Guild Models? 


By Bernie Thomas 
Associate Editor 

UDGING of a 1949 field of model 

automobile entries, the largest in 
the history of Fisher Body Craft- 
man’s Guild competition, was in 
progress last week. 

With one in nearly every neigh- 
borhood, the teen-age boy nearest 
you may be an aspiring entrant in 
this year’s contest. If you had a 
look at his entry, Guild experience 
indicates you may have had a 
glimpse of what 1952 automobiles 
will look like. 

Professional designers who have 
helped judge past Guild contests 
admit amazement at how close 

the boys parallel the styling trend 
as it actually exists in the auto 
industry. 

The boys made it clear last year, 
and are making it even clearer this 
year, that they think all protuber- 
ances should be removed from the 
bodies of cars. 
* * * 
pyr arted apparently also want more 

integrated mechanisms, with 

special regard given to improve- 
ments in safety and vision. The 
boys are particularly “in the 
groove” in line with the trend to 
eliminate fenders and to shorten 
hoods. 

Their perception of future grille 
styling, says the professional de- 
signers, is little less than clair- 
voyant. 

For example, take the sleek 
model built for the 1948 contest by 
Harvey Whitman of Jackson, Mich, 
His entry was the one liked best 
of all by the men who earn a living 
designing cars. 

They said young Whitman’s 


os 


PROFESSIONAL PRAISE—The designers 

liked this model! best of all in the 1948 com- 
ition. Harvey Whitman of Jackson, Mich., 
wilt it, 


grille, bumpers, headlights, win- 
dows and decorative trim all indi- 
cated a definite development of 
modern styling trends. 

They particularly liked the fact 
that Whitman utilized every inch 
of his car for design appearance, 
and seemed to clearly perceive the 


Oldsmobile Hails 
Over 9,000 Sales 
From June 20-30 


LANSING.—Oldsmobile retail 
sales climbed above the 9,000 mark 
for the last 10 days of June, Gen- 
eral Sales Manager G. R. Jones 
reported last week. 

Total June sales of 25,268 Olds- 
mobiles brought the first-half total 
to 130,680, he said. The first-half 
sum this year was 39,727 ahead of 
the sales total for the same period 
of last year, according to Jones. 

The sales chief said that 68 per- 
cent of the new Oldsmobiles deliv- 
ered in the last 10 days of June 
were eight-cylinder models, with 
the remainder being six cylinders. 


aviation influence that is making 
deep inroads into automotive de- 


signing. a 


A ROSE designing job that 
44% created much enthusiasm in 
last year’s competition was a rear- 
engine job built by Tom Goad of 
Birmingham, Mich. Goad is the son 
of a GM executive. 

But significantly evident of the 


REAR-ENGINE MODEL—It was the work of 
Tom Goad of Birmingham, Mich., son of an 
auto company official. 


keenness of the competition, 
judges were somewhat critical of 
young Goad’s car. 

Because of the difficulties encoun- 
tered in designing a rear-engine 
job, the judges said he ended up 
with something that was creditably 
unique but lacking a general theme. 

Generalities emphasized by young 
Goad were well received, but his 
windshield treatment was said to 
give the car a too formal appear- 
ance. 

Many boys in the 1948 competi- 





Defense Cites 
Black Market 
To Win Suit 


MIAMI.—A defense that black 
market prices in the postwar auto- 
mobile market boom necessarily re- 
sulted in book shortages won a 
verdict in favor of R. W. Muir, of 
Nash Miami Motors, in circuit 
court here. 

Muir had been sued for $7,300 by 
the Seaboard Surety Co., which had 
reimbursed R. S. Evans Motors for 
that amount of alleged inventory 
and cash shortages during 1946 and 
1947 while Muir was general man- 
ager for Evans Motors. Evans had 
claimed a shortage in Muir's ac- 
counts of between $14,000 and 
$16,000. 

Attorneys Louis M. Jepeway and 
John G, Dauber, representing Muir, 
told the jury that over-ceiling pay- 
ments made necessary by the exig- 
encies of that time, naturally would 
not be reflected in the books, and 
payment of the compromise settle- 
ment by the insurance company 
was recognition of such a situation. 

Attorney Leland Hyzer for the 
insurance company contended the 
defendant was responsible to his 
surety. 


Capital Dealers 
Plan °50 Show 


WASHINGTON.—The Washing- 
ton Automotive Trade Assn. has 
announced it will reach a recom- 
mendation for a 1950 auto show at 
a special meeting to be held July 25. 

“I can promise you that the 
WATA show, the first in 10 years, 
will be the biggest and best ever 
staged in D. C.,” Earle O. Baker, 
president, stated. 
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CLEVELAND STUDEBAKER ORs ASK QUESTIONS—Studebaker has taken over the 
Quiz Champion broadcast over WHK from the stage of the RKO Palace theater. The show 
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sports a. somes questions submitted by the audience. This poster is 


tion entered rear-engine designs, 
nearly one-third of all entries be- 
ing of that type. 

“Actually,” commented one of the 
judges at the time, “most of the 
boys had little apparent reason for 
their rear-engine designs, because 
they could have placed the engine 
in front just as well without chang- 
ing the car’s design.” 

Observers have asked GM design- 
ers if they ever get any ideas from 
the designs submitted by the boys 
in their sleek little models. 


The designers explain tactfully 
that the boys’ work is not quite up 
to professional standards. 

+ a7 * 
OWEVER, an outsider, in view- 
ing the boys’ creations, can’t 
help wondering if the opinion of a 
professional designer isn’t just a 
bit sectarian. 

For instance, a Texan’s idea of 
automobile design in the 1948 
competition brought out some di- 
versified opinion. One designer 
was particularly entranced with 
a model built by Harold L. Simon 
of San Antonio. 


This designer credited Simon 


SIMON'S STYLING—A new idea in fender 
design was offered by Harold L. Simon of 
San Antonio. 


with paying meticulous attention to 
detail as well as developing a new 
idea in fender design. 

In contrast, another designer was 
critical of the thin pillars on Si- 
mon’s car, although he recalled that 
it was not long ago when engineers 
were baffled by the problem of 
curved windshields. 


Generally well received by the 
judges were the smallness of Si- 
mon’s headlights. Definitely, pro- 
fessional men agree, headlights 
on cars will get smaller and 
smaller. 

Despite the work that goes into 
them, many of the boys’ cars de- 
note a definite lack of engineering 
limitations. These are classed by 
professional men as the average 
amateur’s idea of the car of the 
future. 


But such criticism proves no de- 
terrent at all to the boys who 
enter Guild competition. And it is 
well that it doesn’t. 


* * * 


HEN the 1948 judging was over, 

judges discovered that five out 
of nine national winners in the 
contest were in definite disagree- 
ment with present-day engineering 
minds. 


The boys’ reaction to it all seems 
to resemble the sage advice of 
Charles F. Kettering, the now “re- 
tired” head of GM’s_ research 
projects. Kettering once told a 
group of young engineers who were 
bothered by seemingly insurmount- 
able problems: 


“According to the laws of aero- 
dynamics the bumblebee can’t fly, 
but he doesn’t know anything 
about it so goes ahead and flies 
anyway.” 

Cash awards and_ university 
scholarships totaling $65,000 are at 
stake for boys in this year’s Guild 
contest, As in the past, judges are 
members of the General Motors 
styling section, industrial arts in- 
structors from Detroit public 
schools, and representatives of the 
Guild’s technical department. 

Points on which the miniature 
automobiles are judged are: scale 
fidelity, workmanship, painting, 
originality of design, artistic merit 
of design and practicability. 


Dealer May Retain 


Deposit, Judge Rules 

DANVILLE, Va.— Landon R. 
Wyatt, local auto dealer, won a 
court judgment last week when 
@ prospective purchaser de- 
manded return of his deposit. 

Judge Henry C. Leigh ruled 
that Wyatt was under no obliga- 
tion to return the money. 
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Los Angeles, believes 


that brilliant lights really bring in the night life trade. Here's his used-car and truck lot on 


a key corner. 
that form a back-drop for the layout. 


ote attractive picket fence in front and the theater-like signs and fence 





DuPont Chief Strikes Back 
At Anti-Trust Charges 


WILMINGTON, Del.—In a letter 
to stockholders of the E. I. duPont 
de Nemours & Co., concerning the 
current anti-trust case against the 
company, General Motors Corp. 
and U. S. Rubber Co., Crawford H. 
Greenewalt, president, says “we 
deny that our transactions have 
been illegal.” 

The Department of Justice has 
charged that the individual defend- 
ants (more than a hundred mem- 
bers of the duPont family), through 
their stock ownerships in the vari- 
ous defendant corporations, have 
required these corporations to pur- 
chase goods from each other, there- 
by serving in restraint of trade. 

In answer to this, Greenewalt 
says, “While not attempting to 
speak for the individual defend- 
ants, we do affirm that no pres- 
sure has been exerted on the 


Olds, Cadillac 
Begin Shipping 
New Sport Jobs 


Dealer shipments and prices of 
their new sports models were an- 
nounced last week by Oldsmobile 
and Cadillac. 


The Oldsmobile Series 98 Holiday 
Coupe resembles the convertible in 
that line, except for the rigid all- 
steel top. Advertised-delivered price 
of the Holiday is $2,948, same as on 
the Series 98 convertible. 


Hydra-Matic drive and Oldsmo- 
bile’s Rocket engine are standard 
on the Holiday. The model may be 
ordered in one of three colors, com- 
bined with a black top: almond 
green, silver gray or crest blue. 


Cadillac’s Series 62 Coupe De 
Ville, another so-called “hardtop 
convertible,” also bears the identi- 
cal price as the regular convertible 
in its line. The Cadillac model’s 
advertised-delivered price is $3,497. 

A wide selection of body colors 
is available on the Coupe De Ville 
to harmonize with the two interior 
color options of gray-blue cloth 
with gray leather or coffee-brown 
cloth with beige leather. The Holi- 
day Coupe interior is gray nylon 
cloth with black leather. Windows 
of both models are pushbutton- 
operated. 

The Holiday Coupe, Coupe De 
Ville and Buick’s Roadmaster Rivi- 
era all utilize the General Motors 
C body. Yet to be introduced are 
the smaller A body hardtop jobs— 
Pontiac’s Chieftain Catalina and 
Chevrolet’s Styleline Bel-Air. 





duPont Co.’s management to 
pursue the course of action al- 
leged by the government.” 

Greenewalt cited the fact that 
over the 10-year period from 1938 
to 1947, duPont sales to General 
Motors totaled $134,000,000 and to 
U. S. Rubber, $72,000,000, 

“These sales,” he stated, “repre- 
sent 2.6 and 1.4 percent respec- 
tively, of duPont’s total sales, which 
amounted to $5,090,000,000. 

“The parallel charge that ‘re- 
bates’ on the $134,000,000 sales to 
General Motors made possible that 
company’s expansion is also not 
supportable.” 


Greenewalt attacked Attorney- 
General Tom C, Clark by saying: 
“this suit arises out of a determina- 
tion by the Department of Justice 
to attack bigness in business as 
such.” 


The duPont company admits to 
owning 10,000,000 shares of GM 
stock (there is a total of 44,000,- 
000) but says that this has been 
made public in annual reports for 
a@ period of 30 years. 

“The consequences of defeat in 
the suit are of major import to all 
stockholders, the letter says. “The 
government asks that the court 
issue a decree directing duPont to 
sell all of its GM stock promptly. 

“The sale of such a substantial 
block of stock would be certain to 
depress the market price of GM 
securities and cause vast injury to 
the several hundred thousand Gen- 
eral Motors stockholders.” 


Hudson Sales 
In Half Break 
20-Year Mark 


DETROIT.—Retail sales of new 
Hudson cars for the first six 
months of 1949 reached the highest 
January-June volume in 20 years, 
it was announced last week by 
N. K. VanDerzee, sales vice-presi- 
dent. 

Deliveries to retail customers 
during the period of January 
through June totaled 82,910 cars, 
greatest since 1929, VanDerzee said. 
This is an increase of 33 percent 
over the corresponding period of 


| 1948, he added. 


“Hudson’s record winter and 
spring sales volume indicates that 
car replacement needs continue to 
be heavy,” VanDerzee said. “The 
competitive conditions that feature 
the current market are a welcome 
factor.” 





CADILLAC'S COUPE DE VILLE NOW IN PRODUCTION—The division's newest model is 
styled to resemble the convertible but has a newly-designed rigid steel top. Large side and 


rear windows greatly increase paceenge rs' area of vision. 
his sports model has the airy styling characteristic of 
the convertible and offers all the conveniences of the conventional closed car, the 


new leather and cloth combinations. 


Interiors are smartly trimmed in 


company 


states. Advertised-delivered price at Detroit is $3,497, the same price as on the convertible. 
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needs a second Packard dealer! 


City “’X-1” is ready and waiting for a second Packard dealer— 
and we're looking for the best available operator in the business. 
Here’s what City ‘“X-1” offers him: 

A prosperous, growing market: Population of the city proper 
is 354,000. Population of the metropolitan area is nearing the 
half-million mark—a gain of nearly 18% over the figure for 
1940. City “X-1” is the home of over 730 manufacturing estab- 
lishments. Annual retail sales are near the $500,000,000 level. 


A ready-made group of customers: Hundreds of loyal 
Packard owners are immediate customers for Packard service. 
What's more, they’re pre-sold prospects for new Packard cars. 
Pleasant family living: City “X-1” is the capital of a famous 
Midwestern state . . . home of five colleges and universities . . . 
world-famous as an educational and cultural center. 


City “X-1” is one of a select group of cities on the new Packard 
Golden Opportunity list. They’re going fast—so act quickly! 


1. Sell the new Golden Anniversary Packard line—three series, 
14 individual models, at new lower prices! 


2. Qualify for the industry's first three-year dealer contract! 
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3. Share in the future of America’s oldest exclusive fine car 
builder—a Company which today is in the best production 
and sales position of its entire 50-year history! 


Wire or telephone direct to Karl M. Greiner, General Sales 
Manager, Packard Motor Car Company, 1581 East Grand Blvd., 
Yetroit 32, Mich. (All inquiries are confidential.) 


NEW LOWER PACKARD PRICES begin at $9994" 


*for the 135-HP Packard Eight Club Sedan—delivered in Detroit; 
state and local taxes, if any, and white sidewalls ($21), extra. 


Packard ------ 
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Booklet Advises 
Buyers on Value 
Of Finance Deal 


BALTIMORE. — Commercial 
Credit Corp. is distributing a book- 
let encouraging retail salesmen to 
promote time payment sales 
through dealers. 

“Unless the salesman makes an 
intelligent presentation of dealer- 
arranged financing, the dealer 
stands to lose time sales prospects 
to a competitor or else passes up 
the opportunity to earn plus profits 
through his financing reserve ar- 
rangement,” says Thomas O. Mc- 
David, Commercial Credit sales 
promotion manager. 

Cartoon illustrations in the book- 
let illustrate to a purchaser the 
value of “one stop service” by ar- 
ranging financing and insurance at 
the same place when he gets his 
car. 

The customer is told: “You 
wouldn’t buy just a chassis would 
you? Why not select a finance plan 
the same way. Insist on the one 
that gives you the most for your 
money.” 
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THEY CRUISE RACE OFFICIALS AROUND—In addition to sponsoring the televising and 
broadcasting of the Gold Cup speedboat races on the Detroit river, the 34 Chevrolet 
dealers of metropolitan Detroit also supplied courtesy cars to the official racing committee. 
Left to right are a few of the drivers: Charlies Caradonna of Jefferson Chevrolet Co.; 
Charles Krimmel of Mack-Gratiot Co.; Bob Smith of Trumbull Chevrolet Co.; Bob Rupert 
of P. L. Grissom & Son, Inc.; Bob Carrier of Dick Conneli Chevrolet Co., and Jerry Rockman 


of Down River Chevrolet Co. 


International Packing 


Buys Oil Seal Plant 

BRISTOL, N.H. — International 
Packing Corp., Worchester, Mass., 
has purchased the Dodge-Davis 
Mfg. Co. mill here and will make 
oil seals for automotive establish- 
ments, 

It is stated that the new concern, 
headed by Arthur A. Williams, is 
starting with a substantial business 
in leather and synthetic rubber 
packings. Everett Clark will be 
local manager of the firm. 


Allis-Chalmers Schedules 


Expansion on West Coast 

OXNARD, Calif. — A $250,000 
building expansion program will be 
started here as soon as contracts 
are let by the Allis-Chalmers Mfg. 
Co., it is announced by W. A. Rob- 
erts, tractor division executive vice- 
president. 

Roberts said the expansion would 
include a manufacturing building 
containing 40,000 square feet, an 
office building, a foundry and an 
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Auto Makers Ahead 
Six Weeks on Steel 


(The opinions expressed herein are those of Columnist Alien and wre not 
necessarily those of Automotive News.) 


By A. H. Allen 


HAT ABOUT a steel strike? That was the question on 
‘many lips around Detroit last week as Phil Murray 
began making menacing gestures toward action. By the time 
this is in print, the score will be known; whatever it is there 


will be no serious concern 
immediately among auto 
manufacturers who have 
comfortable supplies of steel to 
carry them through August. Some 
stockpiling of flat-rolled material 
has been ordered in anticipation 
of a possible shutdown at the mills. 

Naturally a strike in steel is re- 
garded as a crippling blow at the 
nation’s economy. In one way, how- 
ever, it could clear the atmosphere 
for automotive and parts plants 
where unions are marking time to 


It is the old story 
of waiting for 
someone to es- 
tablish a pattern 
and then go out 
after the same 
thing, only this 
time it appears 
no one is willing 
to set a pattern. 
A solution to 
the impasse, al- 
though it will be 
difficult for union 





A, H, Allen 


tion for a moratorium on all eco- 


experimental engineering building. | see what will will happen in steel.| leaders to swallow, is the sugges- 


INDEPENDENT REPAIRMEN COUNT ON... 
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New Low Price! 


Pontiac’s “Power Package" —the heart of 


Greater 
Profit! 


either great Pontiac engine —is now avail- 
able to you at a new low price. You profit 


two ways—greater profit 
great savings in time and work. Check 


margin—and 


your Pontiac Dealer today! 








JUST CALL YOUR LOCAL PONTIAC DEALER! 


Estimating major repair work is a tricky job. 

If you figure too low, you lose your profit. If you 
figure too high, you lose the job. 
But there’s one way to get a correct estimate when 
a particularly difficult Pontiac repair job enters 
your shop: call your nearby Pontiac dealer and one 
of his experts will be glad to assist you in esti- 
mating the cost—and supply you with Pontiac 
Factory-Engineered Parts at a liberal discount. 
It’s just another Pontiac Dealer service for inde- 
pendent repairmen. 





nomic demands until the indus- 
trial weather clears and it becomes 
established just which way the 
trend will go . Ford’s John Bugas 
proposed just that in the Ford ne- 
gotiations and the UAW dismissed 
the proposal as a flight into fancy. 

Meanwhile, the farsightedness of 
General Motors in gearing wages 
to the cost-of-living index, ridi- 
culed in some quarters when it was 
first established, looks better every 
day. Interesting is the union re- 
action in declaring it wants no 
more wage contracts tied to a liv- 
ing cost index, and in the same 
breath demanding “cost-of-living” 
increases in other contracts. 

* + * 


New Models on March 


pasacs of new passenger car 
* models definitely starts with 
the unveiling of the Buick Special 
this week to the press, Studebaker 
is reported to be readying new 
designs for showing in August. 

Chrysler hag a new Plymouth 
body type in production and will 
have additions to its other lines 
before the end of the year. The 
small Hudson design is coming 
along, with tooling said to be 
under way. Nash is working on 
a similar project. 

New Oldsmobile and Cadillac 
models are prospects for Novem- 
ber or December. Ford has not 
tipped its hand as yet, but cer- 
tainly will not be caught napping. 
It looks like a busy period ahead 
for the new model viewers and 
previewers. 

+ + 


Chute System 


MANUFACTURER of automo- 

bile lock assemblies is using a 
chute system of moving parts from 
one operation to the next, eliminat- 
ing the need for conveyors or tote 
pans. 

As each operator finishes the job 
assigned to his particular station, 
the component or assembly is 
dropped down a convenient in- 
clined chute which carries it to 
the next operator along the as- 
sembly line. 

When the end of the series of 
stations is reached, a completed 
unit is ready for packaging and 
shipping. 

+ * 


Plantwide Vacations 


ATIONWIDE checks show more 

manufacturing plants are sus- 
pending operations altogether for 
mass vacations this summer than 
ever before. This practice has not 
| Spread to the automotive industry, 
| although a good many of its sup- 
pliers have decided the idea has 
merit. 

Next summer, should field stocks 
be comfortable and retail demand 
for new cars light, the motor plants 
might fall in line and close for a 
couple of weeks during July or 
| August, getting all vacations out 
of the way at one time and there- 
by avoiding the ‘many hitches 





which develop when key personnel 
is away from the job over a period 
of three months or more. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 








method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue, 
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see what an extra shot can do? 


| 

| 

» 
: Forthe extrashot 
: that means extra sales... 
___ try extra advertising in 





The New York Times... 








biggest salesman in the world’s 





biggest automobile market 


7 Transportation Advertisers know. They can’t afford not to know. The 


Is- 
or 
an 
ot 
ry; 


airlines and the railroads, heavy advertisers in many media, keep a close 





check on how their advertising produces new business. That’s why, 


ee in New York, they use The New York Times more than any other medium. 
ks 
nd 
its 


Right now, when it takes real selling to move new cars in New York, 


it will pay you to take a fresh look at the New York advertising picture. 


or 
ut Just call our Detroit office: General Motors Building, TRinity 3-3800. 
es 
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Pontiac Reveals 
New Engineering 


Building Plans 


PONTIAC.—H. J. Klingler, gen- 
eral manager of Pontiac last week 


revealed plans for construction of a |” 


new Engineering building. 

Set back 100 feet and landscaped, 
the new Pontiac engineering build- 
ing will be a partial two-story 
structure of brick, 
steel with 213,645 square feet of 
working area. Parking indentations 
will provide off-street parking 
space for visitors and employes. 

Chief Engineer George Delaney, 
who worked with the architects 
and with Klingler in preparation of 
the plans, calls the new building 
“the finest machine for engineering 
we have been able to conceive.” 

The first floor, Delaney said, will 
contain offices, laboratories, park- 
ing and repair garages, new model 
assembly, stock rooms, machine 
shop, sheet metal and paint shops, 
wood shop, and testing rooms. 

The second floor will have a 700- 
seat auditorium and stage and may 
be used for sales and other depart- 
mental meetings. It will have in- 
dividual lounge- type chairs, motion 
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A PART OF PONTIAC'S EXPANSION PROGRAM—Pontiac's new engineering building, in 
architect's sketch, will be one of the industry's finest, according to General Manager H. J. 


Klingler. 
expansion program. 


pictures and slide equipment and a 
turn-table for display of cars. Be- 
yond the auditorium will be a 
3,885 square-foot display room for 
exhibition of Pontiac products. 

Remainder of the second floor is | 
given over to a 10,700-square-foot | 
drafting room, photostating and 
specifications rooms and offices. 
There will be air conditioning and 
forced ventilation. 


Stephens’ Stag Grows 
W. R. Stephens Co. (Buick), 
Minneapolis, has added three new 
members to its staff. They include 
Larry Wellington, Owen Courselle 
and Pat Breen. 








* Fair Traded to Insure You Full Profit on Every Sale! No one 
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The new engineering set-up is another step in the division's multi-million dollar | 
| tional 


New England Appeals 


For K-F Plants 

BOSTON, — Kaiser- Frazer has 
been invited to “establish an as- 
sembly plant or plants in New 
|England.” The invitation was ex- 
tended by Dudley Harmon, execu- 
tive vice-president of the New 
England council, and was tele- 
graphed to Henry J. Kaiser, presi- 
dent. 

Harmon’s wire said that among 
New England’s advantages are 
“higher than national average per 
capita income, 2,500,000 motor-car 
registrations and a wealth of di- 
versified suppliers of parts, fittings 
and accessories.” 








1949 








At 1% Million 


WASHINGTON. — World produc- 
tion of natural rubber in 1949 is 
estimated by the Department of 
Commerce at 1,535,000 long tons, 
40,000 tons less than the total indi- 
cated last April by the Interna- 
Rubber Study group in 
London. 

Expécted United States consump- 
tion of natural rubber this year is 
now placed at 570,000 long tons, 
leaving 965,000 tons for consump- 
tion in the rest of the world and 
for inventory adjustments. 


In addition, this country probably 
will consume 410,000 long tons of 
synthetic rubber of various types, 
or a total of 980,000 tons of new 
rubber in 1949. This figure is 30,000 
tons less than the total projected 
U.S. consumption announced earlier 
by the rubber study group. 


It is expected that manufacture 
of transportation items (tires, tubes 
and camelback) will account for 
682,000 tons of new rubber in the 
United States during 1949, and that 





South Wind 
OT ee 


BRINGS 90-SECOND HOT HEAT 
PLUS SAFE, CONDITIONED AIR 


can undersell you because “Fresh-Aire” is profit-protected. 


And it’s profit-promoted, too, by South Wind’s power-packed 


national advertising. Sell and install just 3 complete “Fresh- 


Aire” systems and 3 South Wind 90-second heaters—there’s 


$150.00 clear profit right there! 





* Sell Quick Heat Plus Safe, Conditioned Air even on short 
The South Wind “Fresh-Aire” 


trips! 


* Easy to Install on New or Old Cars! The No. 
40 Fuel Line Kit permits fuel connection with- 
out drilling engine carburetor! 


* Defrosters are available, too, for quick, 
easy installation! 


“WEATHER-WAND”" DASH CONTROL 


system requires no 


engine warm up. Operates entirely independent of engine 
heat. Gasoline is burned in a patented South Wind “Safety- 
Sealed” combustion chamber. Floods hot, safe air throughout 
the car in 90 seconds flat! Amazing new “Weather -Wand” 
controls, attached right to the instrument panel, let the driver 
select whatever temperature or fresh-air mixture is desired. 


STEWART-WARNER 


South Wind Car Heater Division 







Join the ‘‘Fresh-Aire’ Profit Parade Now! Contact 
your nearest Stewart-Warner jobber for complete 
details and an adequate stock of this profit-protected 
sensation in fast, safe car heating. 


Used by 3,000,000 Motorists 
The Famous “Standard” 
Stewart-Warner South Wind 


90-Second Car Heater is still 
America’s fastest selling car 


heater, profit-protected for every 
authorized South Wind Dealer. No 
wonder this popular-priced 90- 


Popularly priced at 


t 
$2995 Installation 


Another Prodwet of 
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WARNER 
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Chicago, Illinois 








second car heater is a favorite with 
dealers and car-owners, alike! 


CORPORATION 


Report of Rubber Output 


World Production of Natural Rubber Estimated 









Tons for 1949 


298,000 tons 
products, 

These figures, estimated by the 
rubber division of the Office of 
Domestic Commerce, were dis- 
cussed at a recent meeting of de- 
partment officials and the rubber 
industry advisory committee. The 
committee also considered and ap- 
proved a department proposal to 
re-group tire sizes to provide 
greater flexibility in the application 
of specification controls requiring 
various amounts of synthetic rub- 
bers to be consumed in tires. 


It was recommended that the 
required use of synthetic rubber in 
tires above 7.50 (small truck tire 
size) be dispensed with. Heretofore, 
tires below 11.00 down to and in- 
cluding 8.25 have had to be made 
with a minimum group average of 
3 percent general-purpose synthetic 
rubber and a minimum individual 
tire requirement of 1 percent. It 
was also recommended that syn- 
thetic rubber specifications affect- 
ing bicycle tires be removed and 





will go into other 


—j|that the use of synthetic rubber in 


tire flaps be eliminated. 


At a preliminary meeting of the 
committee, it was recommended 
that the required use of butyl, a 
special-type of synthetic rubber of 
superior air-retention properties 
used in the manufacture of inner 
tubes, be reduced approximately 
7,000 long tons. 

The suggested changes would 
give manufacturers a free choice of 
the rubber materials for use in 
products which would have con- 
sumed some 14,000 tons of synthetic 
rubber in 1949 under present speci- 
fication controls. 

It has been the policy of the 
| Department of Commerce to reduce 
required use of synthetic rubber 
| whenever the basic national secur- 
ity interests permit. This policy 
|considers fully the obligation of 
protecting the minimum synthetic 
rubber consumption provisions of 
the Rubber Act of 1948. 


Sales in Half 
Shatter Record 
At Studebaker 


| SOUTH BEND.—Retail deliver- 
|ies of new cars and trucks by Stu- 
debaker dealers in the U. S. for the 
six months ended June 30 were 
greater than for any other six 
|}months’ period in the company’s 
| history, according to K. B. Elliott, 
sales vice-president. 


Second-quarter deliveries also 
were the greatest for any three- 
| month period in Studebaker annals, 
Elliott said. 


Reflecting the low level of dealer 
stocks, retail deliveries in June 
| failed by a slight margin to equal 
the record established in May, ac- 
cording to Elliott. June retail de- 
liveries nevertheless topped those 
for all other previous months in 
the company’s history, he stated. 

Studebaker production in the first 
six months of 1949 also was of 
record proportions and exceeded 
that for any full year prior to the 

| war, it was said. In the period 151,- 
| 360 cars and trucks were produced, 
}as compared with 115,211 in the 
|}same period last year. 

Output in the second quarter was 
at the new high level of 82,048 cars 
and trucks and June production of 

| 28,865 units established a new peak. 
| During the same month last year 
| Studebaker built 23,197 units. 


IL. A. Reslein Elect. 


| Howard to Office 
| LOS ANGELES.—At a meeting 
of the board of directors of the Los 
| Angeles Motor Car Dealers Assn., 
Charles S. Howard, jr. was elected 
| vice-president in place of Glen C. 
| Crandall, deceased. The vacancy on 
| the board was filled by the election 
| of Warren Biggs (Studebaker). 
Other officers of the Los Angeles 
| MCDA are: president; George Fort- 
| ner, treasurer, and LeRoy Spencer, 
| secretary. Also serving as directors 
are Al Stuebing and Roy S. Car- 
| rington. 


| 
| ees 
| 


William amen. ‘Staaten correspon- 
| dent, keeps AUTOMOTIVE NEWS readers 
| UP to date on political and economic trends 
in the nation’s capital every week, 
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How the" Biceps Brothers” 
mixed Brains with Brawn 


Reading time: 1 minute, 58 seconds 







Luke and Larry were 
lads of only 14 and 11 years 
respectively, when they started 
in the automobile business. For 
a single dollar bill they took 
title to a superannuated sedan. 
With their Dad’s help, they dis- 
mantled it, replaced a few parts, 
gave it a fresh coat of paint and sold it for $25.00. 


came, they hustled home 
with their new found weaith 
and opened a moving and 
trucking business. But the 
lure of repairing vehicles 
and selling them was too 
strong. With the money 
they’d banked, Luke and 
Larry bought materials and 
set to work building a serv- 
ice garage with their own 
hands. As business thrived they added a showroom and 
began selling a line of new trucks. 


From that moment, during every spare hour 
through their high school days, they tinkered with used 
cars .. . buying, repairing, selling them. A vacant lot © 
served as their garage, and when it turned cold they “shut 


va 






Then came the war and their first separation. 
Luke served in the Field Artillery; Larry was off to North 
Africa as an aircraft engi- 
neer. When the shooting 
stopped, they hurried home 
to begin work on a new 





Ae = ai 
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down” till spring. Following Larry’s graduation and a 
busy summer and fall in their business, the idea of winter 
idleness became irksome to both of them. “Let’s have a 
look at America,” Luke suggested. Larry thought a trip 
west would be swell. So off they went to California. 


Fishing off Catalina one bright day, they were 
sighted by a movie director and his cast. Two amazing 





steel and concrete building. 
The next step ... the BIG 
one ... was to talk with 
the Dodge folks in Detroit, 
for experience had shown 
them what make of cars and 
trucks they preferred to sell 
and service. 


“We had a long visit with the factory execu- 


tives,” Luke says, “and then members of their field staff 
came to see our new building. I guess they also checked 
up on our experience and what the home town people 





physical specimens such as these . . . both 6 ft. 3 inches 
of bone and bulging muscle . . . were a real “find” for bit 
parts. The director said, “How about joining up?” A 
deal was made for more money than 
they’d ever seen, and Luke and Larry 
became known as “The Biceps Brothers” 
to the cast. 


thought of us. Not long after that we got the 


‘green light’ and... 


headquarters.” 


Write for our free booklet containing 
a number of these stories of accom- 
pene by enterprising men. Chrys- 
er Corporation, 341 Massachusetts Ave., 


Highland Park 3, Mich. 


well, the way 
business is going we may soon have 
to enlarge our Dodge and Plymouth 












Chrysler Corporation 
PLYMOUTH ¢ DODGE « DE SOTO +> CHRYSLER * DODGE "‘Job-Rated” TRUCKS 
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AUTOMOTIVE WASHINGTON 
Housing Victory Raises 
Truman’s 8lst Score 


By William Ullman 


Washington Correspondent 


i TRUMAN won his first major victory in the 
- 81st Congress when both houses finally approved the 
administration housiing bill, the largest in the nation’s his- 
tory. As planned, this legislation will start the U. S. on a 
huge program of slum clearance, low-rent public housing 


and farm-home improvement. 
The long-range result un- 


doubtedly will produce favor- 
able reflection in the automotive 
industry and trade. In fact, the 
preamble of the new act declares 
the program “is necessary to en- 
able the housing industry to make 
its full contribution toward an 
economy of maximum production, 
employment and purchasing 
power.” 

Federal housing officials predict 
that construction of a substantial 
number of public housing units will 
be started within the next 12 
months and that slum clearance 
will get under way in about a year. 

The bil! calls for 810,000 feder- 
ally financed, low-rent housing 
units in the next six years; a $1,- 





000,000 five-year program of slum 
clearance and a 
$325,000,000 pro- 
gram of farm 
home _  improve- 
ments. 

It calls also for 
an integrated 
program of re- 
search into bet- 
ter and cheaper 
housing methods 
and provides for 

wat. i omporery con- 

tinuance of the 

government’s mortgage - insurance 
program. 

Under the public housing sec- 
tion, the government is author- 
ized to spend up to $308,000,000 
a year for the next 40 years to 


Yes, Sir, Fits Tight as a Glove...EASY to 
Install. You'll never have trouble when your 
cars are installed with ““OMACO" Plastic Seat 
Covers. OMACO Seat Covers are absolutely 
guaranteed to fit and fit EASILY. 

They're made of that TOUGH, DURABLE 
WONDER FABRIC, LUMITE. They'll last longer 
and give complete customer satisfaction. This 
wonderful plastic won't fade or stain and 
will keep its sparkling look for years and 
OMACO Plastic Seat Covers are trimmed in 
top quality art leather. 

Order OMACO Seat Covers TODAY. You'll 
agree they Fit Tight as a Glove...Never 
Come Loose. OMACO SEAT COVERS FIT... 
FIT PERMANENTLY. 
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@ Won't Fade or Stain 


@ Wipe Clean with Damp Cloth 
@ Beautiful Eye-Catching Colors 


@ Guaranteed to Fit 


@ Priced for Easy Sales 


OMAHA SEAT COVER CoO. 
WManupacturers of the “Perfect Fitting Seat Cover 


1616 CUMING ST. 
OMAHA. NEBR. 


SEND FOR 
° SAMPLES 
* CATALOGUES © 


OMAHA SEAT COVER, 
1616 Cuming Street, 
Omaha, Nebraska. 








Our seat covers are Goevesiens 
to quality workmansh 

arrival if not entirely satisfactory may be 
returned (at our expense 
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FIBRE COVERS 
ALSO AVAILABLE 


We have a full line of the new fibre patterns with art leather trim 
for all 1949 models. Colorful plaids in blue, green and maroon are 
designed in fine quality fibres. 
fibre covers that you do with our famous plastic covers. 


cilities of the Commodity Credit 


pay the difference, between oper- 
ating costs of low-rent public 
housing and income from rentals. 

Housing officials estimate that | 
the government actually can ex-| 
pect to pay out about $230,000,000 | 
a year for some 33 years. 


The slum clearance section per- | 


| mits the government to lend up to 


a billion dollars at any one time 


|to finance buying and clearing of 


slum properties. 
* * * 


| Other Sweet Pills 


(oer eee: despite defeats 
on such spectacular issues as 


Taft-Hartley repeal and civil right | 5 


DEALER WINS PRAISE FROM GIRL SCOUTS—Fellini-Dukewits, Inc. (Ford), presented a 
| dual training car to the Girl Scouts of Springfield, Mo., to back up its teaching of the 
Robert Taylor, 
| "We don't know that this will sell cars, but we certainly know your company has earned 


| and deserves a great deal of cooperation.” 


measures, President Truman has | 
by no means drawn all blanks from | 
the 81st Congress. 


A review of the legislative situa- 
tion shows that a fair number of 
items on Truman’s “must” list are 
finding their way into law, and 
that his program as a whole is far- 
ther along at this juncture than | 
it was in the preceding (Republi- 
can) Congress. 

It might be said that sensa- 
tional publicity attending the 
President’s reverses has tended 
to deflect attention from a cer- 
tain amount of achievement on 
less controversial matters. 

Notable among administration 
“victories” was enactment of leg- 
islation enlarging crop-storage fa- 


Corp.—a matter hotly debated in 
the 1948 election campaign and 
considered by many to have been 


GUARANTEE... 
by us as 
p and fit. And on 


for full credit. 
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You get the same snug fit with our 
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fundamentals of safe driving. Mrs. 


Customer Is Boss."’ 


the key factor in tipping the farm 
vote to the Democrats. 
The President also got a rent- 


| control extension law, about which 


he talked extensively and vigor- 
ously during his campaign. 

It was not quite the kind of law 
he requested, but still good enough 
that he could hail it as a law that 
“strengthened” the government’s 
hand and constituted “a crushing 
defeat for the real-estate lobby.” 

A government reorganization bill, 
enacted without great difficulty, 
also gives the President authority 
to submit various reshuffling plans 
designed to effect economy and 
greater efficiency in government. 

rs 


HE administration’s European 

recovery appropriation was ap- 
proved without substantial reduc- 
tion, and there appears to be little 
doubt about reasonably prompt rat- 
ification of the North Atlantic pact 
by the Senate. Prospects of an 
appropriation for the arms-for-Eu- 
rope plan (at this session) are not 
as bright. 

The future of an aid to educa- 
tion bill in the House is not rosy, 
but the project is not yet dead. 

The administration also has 
cleared export control authority 
with both branches of Congress 
and has obtained approval of the 
international wheat agreement. 
Congress also has restored, at ad- 
ministration request, appropria- 
priations for enlargement of the 
steampower plant capacity of the 
Tennessee Valley Authority. 

Another leg up for the admin- 
istration was favorable Senate ac- 
tion on unification of the armed 
services. 

The House also has pleased ad- 
ministration leaders by approving 
a liberalized displaced-person bill, 
increased pay for members of the 
armed services and extension of 
reciprocal trade agreements. 

Compulsory health insurance ap- 


pears doomed for this session and | 
likelihood of new | 


there is little 
taxes. 

On routine appropriation meas- 
ures, the 81st Congress is well 
ahead of the 80th at the compar- 
able date. When the 80th reached 
its first June 30 deadline it had 


Retailers Mapping 
Campaign Against 


Wartime Excises 
NEW YORK.— Coordinated ac- 


'tion toward eliminating war-cre- 


ated excise taxes on various items 
and services was agreed upon by 
the American Retail Federation at 


|an emergency meeting here. 
Present at the meeting of the| 


federation, which has more than 
500,000 members throughout the 
country, were 50 top executives 
from 25 of the largest trade as- 
sociations, 
Highway Users Conference. The 
agreement was hailed as the great- 
est cooperative move ever made by 
the entire retail trade against a 
common problem. 


In working for elimination of | 


excise taxes, it was agreed that all 
trade associations concerned will 


plans or suggestions on the subject. 
The ARF, 
clearing house for this information 


and take the responsibility of keep- | 


ing all other groups fully informed. 

In this way, it was explained, 
trade associations will not be de- 
pending on their own membership 
alone for strength, but will have 
the full force of American business 
behind them. 








including the National | 


oe + eer» 


scout commissioner, told Alex Fellini, 


The slogan of the dealership is ‘Where the 


passed only one major appropria- 
tion bill. The 81st has passed five 
and two others have gone through 
the House. 

* * a 
Laud Dulles Appointment 


Now AND then an appointment 
1% to public office is made that 
meets general acclaim because it 
seems so fitting. The appointment 
of John Foster Dulles as senator 
from New York is widely viewed 
as falling into that category. 

While Dulles indicated that he 
has no notion to be the nominee 
of the Republicans in November 
for the Senate seat he now occu- 
pies, at the same time he said that 
“no doors have been closed.” Re- 
publicans in his home state may 
come to the conclusion that he is 
the man to nominate. 

The new appointee has served 
his country as a special adviser 
to the U. S. delegation to the San 
Francisco conference where the 
charter of the United Nations was 
written, and later as a delegate to 
each meeting of the United Na- 
tions Assembly. He has never run 
for elective office—-but that does 
not mean he could not and would 
not make a good run. He is widely 
known in New York—and, indeed, 
throughout the country. 

Sen. Dulles might be a tough 
man for the Democrats to beat. 
He would be a new figure, some- 
thing fresh for the voters to deal 
with. He was the likely Dewey 
choice for Secretary of State, had 
the New York governor been elect- 
ed President. 

” . * 


Income Study 


UST why it is that some Ameri- 
#% can families remain in low-in- 
come groups—even in times of 
highest prosperity—while other 
families forge ahead economically 
will be one of the questions inves- 
tigated by a congressional sub- 
committee. 

Sen, O’Mahconey, of Wyoming, 
chairman of the joint committee 
on the economic report, an- 
nounced last week that he had 
named two subcommittees to carry 
out two economic studies recently 
ordered by Congress. 

One study, concerned with how 
many people are in a low-income 
status and why, will be made by 
a subcommittee headed by Sen. 
Sparkman of Alabama. A second 
will seek to find the bearing on 
the nation’s economy of the 
monetary, credit and fiscal poli- 
cies of the federal government. 

The latter will be headed by Sen. 
Douglas, of Illinois, who is an 
economist by profession and for 
many years professor of economics 


| at the University of Illinois. These 


two subcommittees bring to four 
the groups which investigate the 
current economic situation and the 
bearing of federal policies upon 
the problem of full employment. 
Groups previously named by 
O’Mahoney will investigate current 
unemployment and the status of 
capital investments in American 


| business institutions. 


The Douglas group will investi- 
gate the roles of the Federal Re- 


| serve Board, the FDIC. the treas- 
0 : . | ury, the Bureau of the Budget and 
notify the ARF of any information, | +2 Council of Economic poeleean 


: : |}in national economic affairs. 
in turn, will act as a/| — 


Moncure Motor 


Moncure Motor Co., Inc., Mon- 
cure, N.C. has been incorporated 
with capital stock of $100,000 to 
engage in the automobile business. 
Principals are R. L, Trotter, T, S. 
Crutchfield and Mrs. T. S. Crutch- 
field. 
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The Say la would swap seats with you! 


You can ride in a modern car—on seat covers of LUMITE 
fabric. That's really sitting in the lap of luxury. For nothing was ever 
so comfortable — so beautiful! See how that shimmering 
LUMITE texture gives rare richness to decorator-styled patterns 
and colors. Feel how sleek and smooth LUMITE is — 
how cool in summer, never clammy in winter. And discover 
how LUMITE—woven of durable saran plastic— 
wears and wears. Yes, with LUMITE— you'll be sitting so 
pretty, everyone will want to swap seats with you! 


| Automobile Seat Covers of 


Brilliant Colors. » LU pA F : E 
Reautifal Patterns 


*Registered Trade-mark 
The World's finest seat covers are 


= 
woven saran fabrie 
made of Lumite Woven Saran Fab 


rics by leading manufacturers. They 
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the better trim shops 
FINEST SEAT COVERS YOU CAN BUY 


AMAZINGLY TOUGHER . . . Lumite fabric is scuffproof. 
Can't rot or mildew and it’s non-inflammable. 


STAYS FRESH. . . Neither food, grease, dirt, nor bat- 


tery acid can harm it. Easy to keep clean with soap 
and water or cleaning fluid. 


STAYS TRIM... always keeps its glove-snug fit. 


COMFORTABLE . . . it “breathes” —lets air circulate 
freely. Never sticky in hot weather nor clammy in cold 


* READERS PER MONTH 
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dents of the state involved in 
accidents in Texas. 

A bill that authorizes cities to 
provide buildings and lands for 
public parking to alleviate crowd- 
ed parking conditions. 

A bill levying occupation taxes 
and other fees on Mexican insur- 
ance companies writing risk in- 
surance in Texas on _ insurance 
that is good only in Mexico. 

A bill requiring the registration 
of sellers of anti-freeze mixtures 
and setting up a means of super- 
vising the sales. 

Among the bills that failed to 
pass the session were: 

A drivers’ financial responsibility 
law. 

A bill making it a felony to re- 
move anything of value from a 
motor vehicle without the owner's 


Nothing Anti-Automotive 


Texas Lawmakers Adjourn After Earmarking 
All but $100,000 of Surplus 


AUSTIN, Tex.—General opinion, affect the automobile industry in 
was that automobile dealers and| one way or another: 
others in kindred lines came out | A bill restricting the writing 
in pretty good shape, as Texas’! of life, health and accident in- 
legislature adjourned and went) surance in connection with loan 
home July 6. transactions. 

The state’s longest legislative} A pbjll clarifying and making 
session in history—177 days—broke | more definite present laws govern- 
= = oo ver Se aloss |ing automobile insurance ratings. 
all bu , a8 | A bill requiring livestock auc- 
surplus, Plus $212,000,000 anticipat- | tioneers and cuaniasien merchants 
ed income. |to keep records of motor vehicles’ 

No new taxes were levied. license numbers and type of car 
However, it is expected that the [used in transporting livestock 
teneseiaors a = back 2 | bought at auction. ‘ consent 
spec session in January g | A bill limiting the speed of autos; SPECIAL CAPS FOR BUICK'S NEW MODEL—Decked in the visor caps pronouncing the | A bill to require that ad valorem 
around to such matters, |on beaches to 20 miles an hour at | s2ies Toeresentatives at Flint, two field men received congratulations on theit orometians ‘sy | taxes be paid before a vehicle can 

A sales tax is considered the/| night and 25 miles in the daytime. | division executives. Left to right are George Ruhe, Otis L. Waller, general sales manager, | be registered. 
most likely field to raise $150,000,- A bill that increases from 2 | Ivan L. Wiles, general manager, and W. M. McCrocklin. Ruhe was advanced from parts A bill licensing and bonding 
000, reportedly the amount neces-| percent to 10 percent the amount | {i<C,o<ilin was transterred from assistant Detroit sone manager te Pittabergh sone manager, | used-car dealers. 
sary to take the elasticity out of a| counties may retain from the 1 Ee ade See allapiseshsacdeeeeraaicacndinestciniag coerce eek ee eee ae | “A bill that would have required 
budget needed gg oy a 9 gg tax on motor vehicle a = such models as Packards | vehicles, in a combination, from the impounding of vehicles driven 
lative program that was not fin- es. |or Cadillacs. : : ic rivin 
ished Series the regular session| A rider to a bill that prohibits; A bill that requires the ilies | ae conte “a — 4 dona convicted of d g 
when money ran out. state departments and state col-|tion and licensing of oversized ve- | t 4 8 P & A bill authorizing Dallas and 

In all, the legislators passed 42/|leges from buying with state money |hicles or those carrying super- | ‘°We¢. | ceceaeen esi be tempcenl Sane 
percent of 1,501 bills introduced. | any car with a wheelbase over 117} heavy loads. | A bill providing the way for |° feed if y onan and creating 

Here are the bills enacted that'inches, thus prohibiting the pur- | A bill that prohibits two or more! serving civil process on non-resi- = te dae towing and storage 


Knetzer Ordered 


By U.S. Court to 
Produce $250,000 


| ST. LOUIS.—United States Dis- 
|trict Judge Charles G. Briggle, 
Springfield, Ill., has ordered Robert 
IL. Knetzer, the bankrupt alfalfa 
field automobile dealer of Edwards- 
ville, to produce $250,000 which 
cannot be accounted for through 
Knetzer’s records. Knetzer also was 
given five days to provide a $25,000 
bond to insure his appearance on 
Nov. 15 when the creditors’ hearing 
is again convened. 

In his order Judge Briggle di- 
|rected Knetzer to turn over the 
| $250,000 to William C. Dunham, 
trustee of Knetzer’s bankrupt es- 
tate, by Nov. 1. The trustee said 
that a comparison of Knetzer’s re- 
corded disbursements against his 
|recorded receipts shows a differ- 
ence of $250,000. Knetzer displayed 
'no emotion when Judge Briggle 
|}entered his order, remaining in the 
spectators’ section of the court. 

At the hearing Benson L. Fried- 
man, accountant for the Top Dollar 
Auto Sales, Springfield, Ill., testified 
that the agency operated by Jack 
Wolff sold $2,000,000 worth of auto- 
mobiles to Knetzer last year. At a 
previous hearing Knetzer testified 
he obtained 1.800 cars over list 
prices from Wolff in 1947-48, and 
sold them from $800 to $1,000 less 
than the purchase price. 

Wolff testified that it was in 1946 
when he first met Knetzer and was 
told by the Edwardsville dealer 
that he was in the export business. 
selling cars in South America and 
the western part of this country. 

When, in 1947. Wolff learned 
Knetzer was selling cars in the 








reduced up to 28%! 


FOR SMOOTHNESS and GO at the TOUCH 
OF A TOE it’s Chevrolet with Truckstell Tip- 





AN IMPORTANT ANNOUNCEMENT 
TO ALL DEALERS... 


Record cut in dealer cost of TRUCKSTELL 
Tip-Toe-Matic OVERDRIVE for CHEVROLET! 
Dealer cost now only $127.50 on Model 103 


The only Overdrive— 
1946 and earlier 


Toe-Matic Overdrive! 
for 1949, 1948, 1947, 
CHEVROLETS. 


GET YOUR SHARE of the world’s largest over- 
drive market now . . . VACATION TIME is 


Overdrive for 1949 Chevrolet . . . only $108.80 
on Model 101 for 1948 and earlier Chevrolets. 


DEALER PROFIT INCREASED at the same 
time. New suggested consumer list on Model 
103—$ 159.50, plus installation . . . on Model 
101—$136.00, plus installation. Gives dealers 
more actual dollar profit than any other over- 
drive on the market today. 


AMERICA’S NUMBER ONE CAR with the only 
all-mechanical automatic overdrive provides 
unparalleled economy . . . smoothness . . . driv- 
ing ease. Owners report up to 25 miles per 
gallon at 60 m.p.h. .. . big car smoothness . . . 
with typical flashing Chevrolet performance. 


SEND YOUR 
ORDER TODAY) 


TRUCKSTELL MANUFACTURING CO. 


Union Commerce Bldg., Cleveland 14, Ohio 


DEALER'S OVERDRIVE ORDER FORM 


r 


OVERDRIVE TIME! 


Overdrives shipped completely assembled in- 
cluding lubricant and shortened propeller 
shaft. Shipping weight approximately 100 lbs. 
Shipment made by nearest of 42 Truckstell 
Distributors located in all Chevrolet zones. 


Overdrive can be installed easily 
in four to five hours. 


TRUCKSTELL MANUFACTURING COMPANY 
UNION COMMERCE BLDG, 
CLEVELAND 14, OHIO 


Please have our Truckstell distributor shin at once Truckstell Tip- 


Toe-Matic Overdrives as follows: 
. Model 103 (for 1949 Chevrolet) at $127.50, 
- Model 101 (for 1948 and earlier Chevrolets) at $108.80. 
Prices shown are F.O.B, Detroit and include Federal Tax. 
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Dealer ey a 
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Address 
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Midwest for prices below those he 
|was paying for them, he said he 
didn’t become curious as he felt 
| it was Knetzer’s own business how 
|he disposed of the cars. Wolff also 
testified that Knetzer said he was 
“digging for oil in the West and 
was making big money there.” 

Knetzer and his Jerseyville (IIl.) 
partner, Arthur F. Kramer, are 
|awaiting trial on charges of con- 
| spiracy to defraud and of obtaining 
| money under false pretenses. They 
have admitted that between them 
they owe $3,135,116 to more than 
1,800 creditors who advanced de- 
posits of $1,000 to $1.800 for cars 
that were never delivered. 


Dealers Ponder 


‘Baltimore Show 


BALTIMORE.—It appears likely 
| that Baltimore will have an auto- 
|mobile show late next winter or 
|early next spring. A committee of 
| dealers has been chosen to investi- 
gate the possibilities for such a 
show. 





New Curbing Company 


COON RAPIDS, Ia.—A new com- 
pany has been formed here to 
manufacture a highway curbing de- 
signed to replace the present sys- 
tem of post and cable _ safety 
railing. It is headed by Kennard 
| Morgensen. 
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1 F r. ors check for good solid comfort: 
Note how often today’s car-buyers ¢ heck for g 


Comtorting “Thought 
Then note how GM is stressing it in this, the latest in GM s 
Key series—to be seen, usually as full-color spreads, im 
top consumer magazines. 


} — > In fact, watch these Key ads, month by month, ca hou 
be a CS / GM keeps building more comfort, style, performance 
more all-round value—into all GM cars. 

y this campaign has 


It stands to reason that the dealer backed b 
a better chance for bigger sales. 


A GM seat is a study by itself. Every ounce of springing, every 
fiber of fabric is worked out carefully to add to your comfort. 


eel PT || bee 
eel Pe 
Mh) fol ff 

‘ ~ 


Springing, wheels, the entire chassis are checked in action to 
cut vibration and bumps. On these bump rolls, stroboscopic 


lights help probe for vibration-building points. 


Key to solid comfort 


Somebody studied the seats—their angle, their fabrics, the coils within them. 


4S 

f Somebody discovered just where to place the seats to give the best ride. 

e , Somebody spent years on the study of springing and how to smother the jars of the road. 
Somebody tackled the problem of ventilation—and somebody else 


made engines smooth by crankshaft balancing. 
The skill and hard work of a lot of people continuously combine to give you the good solid 


comfort that’s in every General Motors car. You can find out just how good 


and solid it is—from any dealer in GM cars. 


oroRs * 


E € Ké@r », 
+ C4 ge 
Z ‘Can g **MORE AND BETTER THINGS FOR MORE PEOPLE’’ 


Greater Vilue / 


CHEVROLET *¢ PONTIAC + OLDSMOBILE + BUICK + CADILLAC + BODY BY FISHER +» GMC TRUCK & COACH 


HEAR HENRY J. TAYLOR on the air every Monday evening over the ABC Network, coast to coast. 
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Affecting Factories and Dealers... 
Auto Advertising 


Advertising in the New York 
Times.for the first six months of 
this year totaled 18,206,951 lines, 


largest half-year volume for that} 


period in the paper’s history, and 
an all-time record for New York 
newspapers for the _ period, it 
states. 

The 1949 figure showed a gain 
over last year of 711,300 lines, or 
4.07 percent. Last year the Times 
published a record volume of ad- 
vertising for New York newspapers 
with a total of 35,073,418 lines. 
During June the paper published 
3,097,982 lines, up 86,583 from 1948, 
it adds. 

* . * 


Direct Mail Ads 


The NRB Direct Mail Manual, 
published by the National Research 
Bureau, Inc., Chicago, organizes 
over 200 “how-to-do-it-profitably” 
topics under 14 sections, each writ- 
ten by a top-ranking authority in 
the direct mail field. The manual 
contains more than 60,000 words of 





practical how-to guidance on every 
phase of direct mail advertising. 
+ * * 


Airs Harmsworth 


Chevrolet dealers of metropolitan | - 


Detroit have contracted for WXYZ 
radio and television sponsorship of 
the Harmsworth motorboat races to 
be held July 29-30. 


* * *« 


Purchasing Survey 
The Research department of 
Business Week has published a bro- 
chure to show the results of a 
survey taken on how top manage- 
ment influences purchasing policies. 
A total of 100 detailed letters 


from 79 firms were received and| 
the results show that the top men} 
in eight of 10) 


influence buying 
cases. Copies of the study may be 
had by writing to 330 W. 42nd St., 
New York 18. 
* + + 
Names 
William E, Brownell has joined 












accessibility to shock absorbers as on no other make of Lift. 





SAVINGS 27% 


Note full 
accessibility with car in reverse position on 
Hoist. Time saving 27%. 


Servicing Ford shock absorbers. 





America's Most Complete Line of Hydraulic and Electric Lifts . . . Automobile, Bus, Truck, Double-Duty, Industrial 





|and material handling equipment 

eo and have tried to create the best 
| possible working conditions. Em- 
ploye training has been given ad- 
| ditional emphasis, and the total 
number of employes has been in- 
creased, 


27% SAVINGS ON SHOCK ABSORBERS 


For servicing front shock absorbers on Ford, Chevrolet, Lincoln, Mercury, Nash, Globe's 


exclusive rear post Jack design permits car to be reverse-positioned . . . giving complete 


FUEL TANK 30% 


Here again Globe's blade rail superstructure 
gives extra room to speed up fuel tank re- 
moval. Actual time saving 30%. 


GLOBE/HOIST 


THE "BEST" LIFT... SAFER, SMOOTHER, QUICKER 
GLOBE HOIST COMPANY — Philadelphia 18, Pa. — Des Moines 6, lowa 


NEDFUPYY’ Oldsmobile Eyes 
Mighty at-bats MERCURY OMe Exe 
In Output Rate 


| LANSING. — Steadily increasing 
|numbers of Futuramic Oldsmo- 
|biles are rolling off the assembly 
|lines, and an all-time record pace 
'is in sight, S. E. Skinner, gen- 
eral manager, reported last week. 
Skinner pointed out that last 
month’s total of 27,432 new Olds- 
mobiles was the third largest in 
the history of the division. The all- 
TELLS STORY OUTDOORS—This is the current board for Lincoln-Mercury dealers. aon tat ie Me thn, ee 
E new Oldsmobiles were assembled. 
the ad agency of William H. Wein- | Newspaper Publishers Assn., from| 1" the first six months of 1949 
traub & Co., Inc. New York. He|1940 through 1944, has rejoined the | 2 total of 139,309 Oldsmobiles were 
; , ; . | built. This compares with a total 
will be in charge of the firm’s office | bureau as promotion department of 96,987 for the same period in 
at Willow Run, working on the|manager, announces John C. Ot- 1948. P 
Kaiser-Frazer account. |tinger jr., director of promotion. “Our monthly output will soon 
George H, Gruenwald has been | Arthur E. Woods, for the past! surpass all previous prewar rec- 
appointed editor of the Willys-| five years advertising manager of | drds,” Skinner stated. “In August 
Overland company magazine, Sales- | Canadian trade papers, Motor Mag-| of this year we plan to build more 
builder, it is announced by Howard | azine and Motor Wholesaler, To-| than 31,000 new cars. We are mak- 





a 


GET TO KNOW YOUR MERCURY DEALER! 





| O. Lund, general sales manager of | ronto, has joined Russell T. Kel-| ing a supreme effort to balance 


the company. ley, Ltd, Toronto advertising| demand with supply, now that raw 

Arthur Brashears, a member of | agency, as account executive. He/| materials, particularly sheet metal, 
the national sales staff of the Bu-| is a member of the Society of Auto- |are available in greater quantities. 
reau of Advertising, American motive Engineers. “During the past tive months the 
re ; efforts we previously put into post- 
war planning and reorganization 
has begun to pay off. We have in- 
| stalled the latest machine tools 


| 


“The combination of all these 
| factors therefore makes it possible 
|to turn out more units.” 


K-F Executives 
Act to Increase 


‘Resale Values 


| WILLOW RUN.— Resale values 
of the Kaiser and Frazer cars can 
|be boosted if dealers promptly re- 
port their used-car sales to pub- 
lishers of appraisal books, an arti- 

in the Kaiser-Frazer Dealer 


Time Studies Show 25% 


Be cle 
News states. 


| The factory has supplied the 
dealer with forms for that explicit 
purpose which made such reporting 
easy, Mike Farrell, used-car man- 
ager, states. 

“The relatively small number of 
Kaiser and Frazer cars on the 
| used-car market and lack of sales 
reports of these vehicles has made 
it difficult for the publishers of the 
various books to obtain authentic 
information concerning the true 
resale value of our product,” Far- 
rell points out. 

Walter deMartini, vice-president 
|}and director of sales, also empha- 
sized the necessity of making such 
reports. 

“By supplying all the information 
requested, you not only have a 
voice in establishing the resale 
value of Kaisers and Frazers, but 
also have a part in establishing the 
resale value of competitive makes.” 


to 47% Savings with Globe 


These photos show why so many more 
shops are now installing Globe 2-Post 
Hoists. Big time savings on all types 
of shop work, greatly increased profits, 
thanks to Globe’s exclusive superiorities 
such as: 


Deep Saddle Blade Rails 
Reversibility Quick Spotting 
Movable Jacks 
Simple Hand Lever Control 
Complete Accessibility 


Get the new Globe Lift Profits Manual 
from your jobber, showing many short 
cuts to service profits, or write us for 
literature, 





Clymer ? Catalog 
Of ’49 Cars Out 


LOS ANGELES.—Floyd Clymer’s 
Catalog of 1949 Automobiles has 
just been published. 

The new book contains 72 pages 
of pictures, specifications and com- 
parisons. A total of 115 pictures of 
|every car now being built, or with 
|hopes of being produced, are in- 
|cluded. Clymer’s address is 1268 
|Alvarado St., Los Angeles 6. Price 
|of catalog is $2. 





Canadian Auto Shipments 

OTTAWA.— The Canadian gov- 
}ernment reports loadings on the 
total of 
21,558 cars of automobiles, trucks 
}and parts from the beginning of 
| this year until June 25, compared 
| with 21,441 cars in the similar pe- 
| riod last year. 








37% 


Globe's deep front yoke enables mechanic | rallwave d at ; 
to drain, remove, replace cil pan faster with raliways advance to a 
full freedom of movement, Time saved 37%, 


OIL PAN 


Mauldin Appointed 

| Mauldin Chevrolet Co. has been 
appointed authorized dealer for 
| Pineville, N. C., with J. R. Maul- 
| din as owner and operator. A new 
| brick building is under construc- 
tion. 
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YOU’LL NEVER RUN OUT OF PROFITS WITH 


PORCELAINIZE 


HELP YOURSELF TO PLENTY OF BUSINESS! 











K 


Profit from New Car Porcelainiziag 
Every new car is a Porcelainize prospect. "| have found 


the Porcelainize department to be one of the most 
profitable operations in our shop." W.H.T. June, 1949. 


Profit from Older Car Porcelainizing 
One out of three is a logical prospect. ''Porcelainizing 


is the biggest profit maker in our service shop and the 
customer's biggest bargain." L.T.H., July, 1949. 


K 


| Profit from Porcelainized Used Cars 
A beautiful finish is proof of extra value. "Since install- 


ing our Porcelainize equipment, our used cars sell almost 
as soon as put on our lot." R.C.B., June; 1949. 


K 


Profit from Repeat Sale Porcelainizing 


Every first sale can be made to produce at least two 
more repeat Porcelainize sales. 


5 bee 


You can produce up to $800 in Customer Labor Sales 
at a profit better than 50% gross with less than 
$70 cost for Porcelainize Material—all this in a space 
10x23 feet in your Service Department. 


FREEMAN & FREEMAN, INC. 











Dynamic, Dealer-Designed Promotional oo 7 yi anaes CENVER 3, rere 
ease send us immediately, without obligation, a co of your new 
Material Keeps Customers Coming ° - © “Service Guide to Porcelainize Profits.” : eas 
Hard-hitting, up-to-the-minute Display Posters, Mailing Rane 
Cards, Envelope Stuffers, Counter Displays, Leaflets, BR AS oie pga canna abe NL ERI. 
Radio Scripts, Newspaper Mats and other tested Sales STREETANDNO. ae he 
Builders and Volume Producers. eiry ______________ZONE ____STATE_ 
4 mane or cnn oD ad 
VERY IMPORTANT 





NATIONALLY ADVERTISED... AN EXCLUSIVE NEW CAR DEALER SERVICE 
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latter not liable, the higher court 
said: 
“Negligence is never presumed, ’ 
but must be established by proof 
. « » The plaintiff (woman) has 





Lawsuits Affecting Dealers... . 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


; rar ._|purchaser of an automobile was; any duty it may 
tained by visitors or prospective | seated in the sales department; make proper inspection and 
purchasers, unless the injured per- | when the ceiling of the sales and/ remedy the defect.” 





son positively proves that the in-| display room fell on her. For comparison, see Potter v. 
jury resulted from negligence of| As a direct result of which she| Rorabaugh-Wiley Company, 112 P. 
NEW STUDEBAKER DEALER IN BIRMINGHAM, ALA.—Gaines and Dominick, is operated |*he dealer or his employes. | received severe permanent personal | 613, 32 L.R.A., N.S., 45. In this case 
by L. W. Gaines and R. B. Dominick. Both have been identified with the automobile busi-| For example, in Snyder v. Mc-|injuries. She sued the automobile} the dealer was held liable in dam- 
ness in Birmingham for the past 25 years. The new building provides over 9,000 square feet. | Dowell, 203 Pac. (2d) 225, the testi- | dealer for damages, In holding the|ages for injuries sustained by a 
° $$$ a ——— — — anne ——— pedestrian when an awning fell on 
him. The testimony proved that the 
dealer’s employes were negligent in 
failing to attach the awning se- 
curely to the building. 
+ * * 





Mortgaged Car Sales 


According to a _ recent higher 
court, the purchaser of a mort- 
gaged automobile cannot avoid re- 
sponsibility to the holder of the 
mortgage unless he proves that the 
owner who signed the mortgage 
was not the legal and true owner 
of the automobile. 

For example, in Normand vv. 
Chatelain, 39 So. (2d) 113, the testi- 
mony showed facts as follows: A 
wife signed to a finance company 
a chattel mortgage note for $705.60 
which mortgage covered a Mercury 
sedan tudor automobile. 

The execution of the note and 
mortgage by the wife was per- 
formed in the presence of her 
husband and the mortgage was 
duly registered and recorded in 
the county. The first two monthly 
installments were paid, but the 
third payment became delinquent. 

Later the automobile was sold 
to a used-car dealer, who sold it 
to one Chatelain. 

This court held that Chatelain is 
liable to the finance company un- 
less he proves that the automobile 
was not legally owned by the wife 
when she signed the mortgage and 


note. 
* 


Similar Trademarks OK 


According to a _ recent higher 
court a manufacturer and seller 
may use the same or similar trade- 
marks now used by another manu- 
facturer, if the products on which 
the trade-marks are used are sold 
to different buyers. 

For example, in Philco Corp. v. 
oe visor into penser your customer’s c= J Soa a "a tie’ Bites ene. 
windshield, and immec iately you increase your Visilite is only one of the many applications of sued the F. & B. Manufacturing 

rofits. Fully 75% of new car customers who see shatter-resistant PLEXIGLAS to automotive and in- Co. which manufactures and dis- 


LEXIGLAS Visilite visors—buy them! dustrial uses. Whatever your product, if it utilizes tributes automotive ignition parts, 


‘ : transparent or translucent plastics, light, strong including condensers, _ relays, 
Banishes 88% of Sun and Headlight Glare 


: : switches, starter repair parts, coils 
PLEXIGLAS may be the means of making it better. 
Sun-glare, sun-heat, reflected glare—Visilite cuts 


; and distributors under the brand 

For full details, plus samples of PLEXIGLAS, write name “Filko.” Philco contended 
; ee : that this name is a colorable imi- 

them all, increases driving safety and reduces driver tation of its registered trade name 

fatigue. Because Visilite is a pleasant green in color, “Philco” on radios and that use of 

it filters out blinding light rays and lets the motorist 

see without eyestrain. And because it’s the only 

optically true windshield filter, there’s no trouble 


our Detroit representative: W. E. Biggers, 728 Fisher 
Building, Trinity 3-3200. 





the name “Filko” is likely to con- 
fuse purchasers causing them to 


PLEXIGLAS i. . Reg. U. S. Pat. . “ 
PLexictas is a trademark, Reg. ‘a believe that these automobile ac- 


Of. and i inci, i countries. : 
W. and in principal forcign cessories are manufactured and 


with traffic lights; PLExicLas Visilite will not distort mo ie a, a el fa 
es Rone Ns ak a aca d eal ateenals e higher court refused to ho 
vision and permits ready recognition of traffic signals. : that the trademark “Filko” in- ve 
* = fringed the trade-mark “Philco” , 

Installs in Only 60 Seconds , and said: be 

: 7 Be hn “Defendant’s (F. & B, Manu- mi 
There’s a special snap-in Visilite for new 1949 cars es ‘i facturing Co.’s) products are sold mi 
with curved windshields. You can install it in from F - 2 to men in industry who desire th 
30 to 60 seconds. Standard Visilite visors are also j repair parts for ignition plants in ex 


automobiles, and it advertises in 
trade journals to reach jobbers, 
garages and service stations ... 

“It produces only parts designed 
to repair worn out or defective 
parts of an already installed igni- 
tion system .. . Plaintiff’s (Philco 
Corp.’s) products as are used in 
automobiles, are usually sold in 


available for all cars with flat windshields from 
1942 through 1949, 


Available to All Servicemen and Manufacturers 


Visilite visors are easy to obtain. Chevrolet and 
Packard dealers may order from zone accessory 








warehouses on their own order forms. Or if you 
wish, you may order for any make of car from 1942 
to 1949—direct from the manufacturer. 


For quick, profitable sales, write fabricator today for 
full information on Visilite visors. 


VISILITE CORPORATION 


1905 MICHIGAN AVENUE 
SAGINAW, MICHIGAN 


CHEMICALS FOR INDUSTRY 


ROHM & HAAS 
COM PANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 








connection with radios installed in 
automobiles and have nothing to 
do with, and are not intended to 
be used in repair of defective igni- 
tion parts of the motive power 
unit of the car.” 

o e 
Price Protection 
By World Bestos 

NEW CASTLE, Ind. — Distribu- 
tors of World Bestos products have 
been guaranteed 60-day retroactive 
protection against price drops in 
the World Bestos line. The an- 
nouncement was made by W. F. 
Rogge, manager of replacement 
sales, in a letter calling attention 
to “an apparent economic adjust- 
ment which has resulted in price 
reductions in some industries be- 


cause of lower raw material costs 
and reduced labor costs.” 


& 
not pleaded that the defendants 
(dealer) committed any act which 
|mony showed facts, as follows: A| violated any duty they owed her. 
|partnership McDowell, Diamond| There is no allegation leading to 
MODERN higher courts consist- | 2nd Adams, was engaged in the any conclusion that the defect in 
4 bile | Sale of automobiles, trucks and im-| the ceiling was observable by due 
aoe a i y= | plements. One day a prospective| care, or that defendant failed in 
J have had to 


- 2@e@ =. 
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AIRPLANE TYPE HYDRAULIC 


nYDRADISC 


BRAKES 





now lead the parade of improvements 


in £AGSOCE?F~ cars! 





Hydradisc Brakes are new, revolu- 
tionary hydraulic brakes of the type used on the biggest and 
fastest commercial and military planes. These brakes were in- 
vented by Hawley, licensed by Goodyear, engineered and de- 
veloped by them in conjunction with the military air force to 
meet the necessity for positive braking on the heavy and fast, 
modern aircraft. They give positive braking action even under 
the worst conditions—water, mud, slush, ice. One simple 
external screw adjustment—long-lived braking material. 


eee ea 





The CIBA (cast-iron block) en- 
gine with overhead camshaft is 
the only engine of its kind mass-produced in the U. S.— 
4-cylinder, high-speed, quiet-running, with extra long trouble- 
free life. A leader in economy, the CIBA goes up to 50 miles 
on a gallon of regular gasoline. High compression for extra 
power to take steep hills and give fast acceleration in traffic. 
Crosley owners acclaim its sturdy construction and ability 
to “take it’ under severe driving conditions. 


ON EVERY CROSLEY CAR—WO EXTRA CHARGE! 


Q. FINE car 


Distributors and additional dealers are now being ap- 
pointed. If you are interested in selling a proven car to 
the vast market which exists at around $1,000, where 








You see them 
everywhere! 


there is no competition, write, wire or telephone at once 
to W. A. MacDonald, Fred R. Cooper, or Stanley E. 
Kess, Sales Vice President. 


CROSLEY MOTORS, INC., DEPT. 85, 2530 SPRING GROVE AVE., CINCINNATI 14, OHIO 


NEW LIGHT SYSTEM 


Directional signal lights front and rear, 
sealed beam headlights, separate parking 
lights, two combination tail and stop 
lights, and dimmer switch. 


TWO WINDSHIELD WIPERS 


factory installed as standard equipment 
on all Crosley cars. Individually powered, 
one wiper will continue to operate if any- 
thing should happen to the mechanism of 
the other. 


VALVE ROTATORS 


The Crosley is the only engine in Ameri- 
can passenger cars with valve rotators. 
These turn the exhaust valves a fraction of 
an inch each time they open, discharging 
pieces of carbon, lead and other products 
of combustion, into the exhaust manifold 
and continually re-seating the valve. 
Lengthens valve life 3 to 10 times. 


BALL-BEARING FAN 


considered one of the most efficient ever 
designed, is packed with grease and sealed 
at the factory. Requires no further lubrica- 
tion for the life of the fan. 


OIL-BATH AIR CLEANER 


traps dirt and gritty matter from the air 
in an oversize oil-bath. Clean air contrib- 
utes to the longer life and greater efficien- 
cy of the Crosley engine. Standard equip- 
ment—no extra charge on the Crosley. 


35 AMPERE GENERATOR 


means faster starting in cold weather and 
a steady flow of current to the car's elec- 
trical system. Voltage control prevents 
overcharging. Larger starting motor 


ADJUSTABLE VALVES 


insure continued quietness. and efficiency. 
They can be adjusted to micromatic clear- 
ance using shims. Only a pair of pliers and 
shims are needed. Exclusive with Crosley 


BIG OIL FILTER 


strains out harmful adulterations and im- 
purities from the oil as it is used. Replace- 
able cartridge. Standard equipment—no 
extra charge on the Crosley. 


FOUR-RING PISTONS 


with the top ring chromium-plated are 
standard in the Crosley engine. While such 
chromium-plated rings have been used by 
the military and on some heavy duty 
trucks as standard equipment, Crosley was 
the first to bring this more costly improve- 
ment to passenger cars. Greatly reduces 
cylinder wear and oil consumption 


BUMPERETTES 


are installed on all Crosley cars at the fac- 
tory. Crosley bumpers are the standard 
height from the ground. Bumperettes pre- 
vent older, non-standard cars from riding 
over Crosley bumpers and doing body 


damage. 
UNDERCOATING 


of sound-deadening asphaltic compound 
is now standard on all Crosley cars. Ap- 
plied at the ~factory, it prevents rust and 
corrosion, protects against stone and peb- 
ble chipping. No extra charge. 


SEALED BEAM HEADLIGHTS 


of the type found in the most expensive 
cars. The silvered reflector is protected by 
the same vacuum which gives long life to 
the filament and insures a bright, white 
light. 
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| yrennst MORTALITY among 
used-car dealers is indicated in 
reports from Louisville, Seattle and 


Lincoln, Neb. AvutTomotive News 
correspondents also report small 
turnover in the new-car trade. 


Only one new-car dealer has 
passed out of the picture in the 
Louisville district. He was handling 
Crosley and was reportedly under- 
financed. Used-car fatalities are on 
the increase in the Kentucky 
metropolis, however. 

Seven used-car operators quit 
in the South Platte territory of 

Nebraska during the first 15 days 
of July. The new-car status was 
the same in the state. 

In Washington state, Hudson 
dealers folded in Tacoma and Se- 
attle, but a new Buick franchise 
was assigned in Satsop, located in 
the southwest portion of the state. 

+ * + 

HE MORTALITY RATE among 

Louisville used-car dealers has 
been quite high and is expected to 
be much higher, in that at one time 
there were used-car dealers on al- 
most every service station lot that 
was not directly oil owned, and 
which had a footage large enough 
to park a half dozen or so cars 





U. C. Mortality Gains 


Reports From These Cities Show More Quits; 
New-Car Turnover Small 
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without interfering with oil and 
gas or greasing service, 

Also many used-car dealer con- 
cerns popped up on vacant lots 
most anywhere. However, they 
were not really used-car dealers 
but small time chiselers, who 
hoped to sell a few cars a week, 
even at a mere $25 to $50 net. 


A great many of these have 
passed out when and as better 41’s 
and 42’s grabbed the trading field, 
as a result of more new cars, plus 
the fact#+that ‘new cars stopped 
carrying a premium. 

From an authoritative source, a 
Louisville used-car dealer with 
years of experience, it would be 
fair to say that between 50 and 75 
used-car dealers have quit in the 
past year; and that between 75 
and 100 more will drop out within 
the next 12 months and perhaps 
more. 





* * * 


_— ARE also very few auc- 
tion sales dealers today around 


Louisville, as new-car dealers can | 


get a good price from experienced 
used-car dealers. 

If new-car dealers put used cars 
traded in on an auction sales floor, 


| it is a gamble as to how they would | little other than junkers. Today | opine. 


New Passenger Car Registrations, All States for May, 












Car Sales Go Up 
But Profits Drop, 
PFC Points Out 


LOS ANGELES.-—Although 
America’s new-car dealers are op- 
erating at record volume levels, 
profits for the retail automobile 
industry have slipped in compari- 
son with a year ago, it is reported 
by the Pacific Finance Automotive 
Digest. 

Retail sales by motor vehicle 
dealers amounted to $1,700,000,000 
in March, whereas top prewar 
monthly sales in better years 
amounted to only $900,000,000, it 
was pointed out by the publication. 

“Part of this rise in dollar vol- 
ume is due to the high unit cost 
of the merchandise handled,” the 
STARTED AS PIERCE-ARROW DEALERSHIP—Kumpf Motor Car Co., 12th Ave. and Acoma, — aan ee bee tle ie te 
dollar volume and are still climb- 





Denver, has formally opened its new home. Open house was featured b refreshments, color 

movies and flowers for the women. Also, demonstrations in the latest Lincoln Cosmopolitan, 

Lincoln and Mercury. The new building, 150 by 190 feet, includes spacious showrooms, con-| ing rapidly. Profits already have 
' 


f , offi d | je, all of which a d-proofed d air-conditioned. : 

hoes Come, ouser, esabtided boiaes asa Fagnee-Artow denier in “Beaver in 1919, He slipped off from a year ago and 
relinquished this dealership in favor of Lincoln-Zephyr cars in 1937, adding the Mercury line the outlook is for a continued nar- 
in 1938. Kumpf is a member of Rotary, the Denver chamber of commerce and a director | rowing of profit margins almost to 
of the Lincoln-Mercury Dealer Advertising Assn., western division. | the vanishing point. 

. 7 “Dealers face one of the most 
come out profit-wise. Most new-car | dealers are getting more good used | difficult periods in history,” the 
|dealers thus prefer disposing of|cars, with the result that the auc-| Digest continued. “One answer lies 
trade-ins at a known price, rather|tion yard hasn’t much prospect of |in training aggressive, intelligent 
|than let them go over an auction/| getting much good stuff, and in| sales forces who are able to sell 
floor. most cases will have to operate for|the particular automobile instead 


Many of the auction concerns get|the consumer, Louisville dealers|of bargaining over tradein or 
finance terms.” 
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Car registrations by states are released im 2 | ° 5 $ e 

here weekly, as completed by R. L. + 4 - 3 ° s 

Polk representatives in state capitals. | | § E = o S e 

v 2 = z 3 = 2 

| © | | an) < a| 2 | z 
43 States Previously ‘49 7985) 6052) 14148) 36672 sens? 42949|  2760| 12123] 57832| 25681| 5226! 76295| 18311; 22379! 147892| 1550! 6044| 7594) 646) 180; 738; 11342) 9005) 6810! 13569| 2125) 209| 372799 
Reported for May ‘48, 6950| 4808! 12139] 19447] 43344) 4324; 2008) 6044/ 12376| 13873) 3980) 41231| 10846) 13344| 83274| 5896) 8834| 14730 76! &71| 2007 8052! 8604; 5896; 8690) 1852) 125! 189697 
California aoa , 49, 1041, 1108) 1532; 3424) 7105 6014) 355, 1690) 8059) 2938, 851) 9062, 2189, 2820 17860 80, 314; 394 29 56 74 1145, 1073| 676) 2580, 195)  57| 39303 
re ‘48: 678) 827) 1695) 1826; 5026) 490! 425 814| 1729) 1843) 599; 3704) 1282) 1416 8844) 232 389) 62! 2 83/ 243 840\ 871) 968 1518) 193 63) 2100! 
Georgia A BTC) 284) ~—«925| «(1485) +1640) «128; 454) 2222; 610; 148) 2371; 417; 480, 4026: 32) (117) = 149 n 17, 292| +169} +137) 321) 54 1| 8884 
‘48 116] 85) 211} 390! 802) 187) 35) 154) 376 242 62) 812; 157) 184 1457 60 98 (158 32 127| 129 78; 160 43 2| 3364 
New York ae oe 49 +1002) 1015| 2445) 4056; 8520) 3784, 329) 1159) 5272; 4031) 1005! 7984, 2923, 3627 19570; 160) 726; 886 4 BS 78 1232| 1067) 1225) 1770; 263! 359; 40331 
* Bes ‘48! +895! 937] IS811| 2003) 5646] 540| 337 761} 1638) 1887| 837; 3751! 1396) 1670' 9541) 560) 865) 1425 22; 195 291 991| 982) 1096) 986) 186! 358) 23357 
Tennessee ytd; \ "49 87; 79) 219' 720) 1105) 4699 35 146;  880| 390, 63) 1819; 257) 370; 2899; 25 85; 110 6 21 159 9; #71) 239 62 9) 5660 
48 114) 49) —s«164) S355) 682! Ss 28 37 131| 196! 201 45} 982} 210) 250' 1688 58| 146: 204 | 55 205| (129 81| 147 55 3442 
Texas ea 49. 634) 330| 948) 3024) 4936) 5185| 433) 1642| 7260) 2091; 412) 6815| 1259) 1466) 12043) 127! 366! 493; 134 14 42 886, 701; 428) J113) 232 6 28288 
48 590 289; 1083 1816! 3778) 476 120 331) 927 953 237 328) 799 958 6228 379 462) _ 841) it 3} 312! __ 553 467 329 592 144 3 14177 
Wyoming eh a i ~ (20) ao) 96) @8| tea) tes) 2) 67,271 83 9 1% 47 337 9 31 40 39, ~—«38)~S«20 34 10 986 
ee ‘48 34 16 38 71} 159 i} 5 22) 38 44 3 135 2! 39 242 3! 28) _59 a | 1} 4 16 25 16 28 12 600 
All States = 79 10918) 8734) 19610) 48909) 88171) 60454) 406) 17281) 81796) 35624| 7714|104542| 25403) 31178) 204661 1983) 7683) 9666; 830) 335; 970 15095 12152| 9367| 19626) 2941; 641) 446251 
for May a. '48| 9377! 7011) 17141] 25908) 59437) 6056! 2967; 8257| 17280| 19043) 5763| 53896| 14711) 17861! 111274, 7216) 10822) 18038' 100 953) 2944 10784) 11207| 8464| 12121! 2485) 551! 255638 
Year - ~—Y49) 47252 37927) 83251 | 184643 | 3530731305497) 17426 66852|389775|145348| 332121324015, 96281 | 108947, 707803| 9737| 23356) 33093| 3002; 1226| 5281| 62083  51948| 38386) 69947| 10933| 2596 1729146 
to Date wk Be ___*48 45695) 35212] 94887] 142614) 318408! 159871! 8297! 40052| 208220) 106665) 22014! 300044! 76917! 100094’ 605737) 29288) 44680) 73968) 101) 3575! 10747 47322! 51046| 30152) 59668) 12180) 1477| 1422602 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 





New Commercial Car Registrations, All States for May, 


Brockway 
Chevrolet 
Diamond T 








1949-1948 


Truck registrations by states are 
released here weékly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 








International 
Kenworth 
Sterling 
Studebaker 
Willys-Overland 


42 States Previously 


24; 5319) 5481| 12 350 49| 227) 12| 3678! 489) 1918) 183) 61838/'49 















































42 States Previously "49| 83; 57) 23719 70| 345! 242| 7627) 94) 11859) 

Reported for May 48 167; 141] 21112} 180) 772) 460) 8077} 383) 19752;  31| 4333' 9390} 32] 703 | 897} 19} 2285) 859) 5521; 125! 75239) '48 Reported for May 
California "49 9) 1} 2099) 7| +25; 60] 625! 7) 934) 1} 450: 351; 9) 35) 2| 28 4) 424, 29) «137 24| (5261 |'49 California 
48 34| 1| 1669 31) 19} 68! 957] 6| 1524/ | 535} 38} 18 52! | 18 14; 331 27; +540 13| 6238|'48 
Georgia "49 | 1557) )6ON | 403] 5| 851) | 256| 274) ) 03) 25) 16 | 244 15) ‘120 1} 3793)'49 Georgia 

pe . ‘48 i nd 734) ‘ 4) 5 14) | 239| 3) 580 | 99 214| | 14) | 20) | is 43) 13} 135 2113|'48 
Kentucky *49| | |} 663) 4] 7) 1) 195! 3/323) | 139 142} | 3] 2| 1| | 69 5/157) 1} 1716\'49 Kentucky 
oe x8 '48 3| | 556 4 30 2) «158 22} 500) } 118) = 246) | 4| | 52 i, 12| 338 5!  2097|'48 _ 
New York ‘49 33; 52) «1244) 6) 42 54) 694; +33) ~=—715) 4) 356; 471) 87) 7) «Stl 1] 175) 65) 133) 16) 4239/°49 New York 
Bee aw tS ‘ae 34 90/ 1170 10110) 77; _—-725! ~—24}_—(1049 6; 296! 653] | 141} | 58 3} 156! ttl] 347] 39| 5099/'48 eo 
Tennessee "49 ] | 801] 3) ry 3) 249) 5) 329) | 218 145) lo 1] 9 Y 002] 14) +54 2) (1961 |'49 Tennessee 
'4@ 2| | 656! 10! 19| 3; s18I 16| 527 | 94 212| | 16| | 2 | oa 14) 165 1972/'48 
Texas "49 6 2) 2675) ~—«*10) 15) 18) ~—-942) 1] 1381) | 00, 59! #t| 27) . an | 481; 37; 192; 40| 7247/'49 Texas 
48 3 3} 2300; 56 52} 23) 716 14] 1992 2} 428) 955! 3} 32} | 63 | 215 73) 506 2| 7438) '48 
Wyoming "49 724) 2] om | 54] | 24] 25 | 2) 1| | 26] 1} 30) | 320/'49 Wyoming 
48 | 79} | 12| | 57 110 13 55) 2) | | 2 | i 2 73 418|'48 
All States "49 131; 113) 32882) (101) 451] 378) 10766; 148! 16446 29| 7570|  7487| +22) +«+529) +486) 346) 17| 5209) 655) 2742! 267) 86375\'49 All States 
for May '48' 243) 235) 28276; 295) 1028! 435! 11110! 468) 26034 39| 5916! 12106; 55! 963) } 1135) 36) 3120; Fttt! 7625! 184) 100614!'48 ‘ for May 
Year ‘49° «3B! 6 7Bl141951| 504) 2548) 1566| 47784; 653/ 69129| 179) 31708 38116; 164| 2561/ 164) 1918! 89! 23279) 3546! 17533) 1449| 386357 ''49 Year 
to Date 48! 1272] 1480/128318) 1188] 4715} 2716) 51330] 2282! 97157) 378) 28914) 58630) 178| 4712) } 5331{ 220) 20547' 5371! 31259! 1402) 447400! '48 to Date 








The following advertised delivered prices 
are based on factory retail prices at the 
factories. They include dealer delivery 
and handling charges and federal taxes. 
They do NOT inelude transportation 
charges, state sales taxes, or optional 
equipment. 

BUICK—Super Series 50—4-dr. sed., $2,- 
157; 2-dr. sed., $2,059; conv., $2,583; stat. 
wag., $3,178; Roadmaster Series 70—(Dy- 
nafiow standard)—-4-dr. sed., $2,735; 2-dr. 
sed., $2,618; conv., $3,150; stat. wag., 
$3,734; Riviera, $3,203. 

CADILLAC—Series 61-——4-dr. sed., §$2,- 
893; sed. cpe., $2,788; Series 62—4-dr. sed., 
$3,050; sed. cpe., $2,966; conv., $3,497; 
Coupe de Ville, $3,497; Series 60 Special— 
4-dr. sed., $3,828; Series 75—5-pass. sed., 
$4,750; 7-pass. sed., $4,970; 7-pass. Im- 
perial, $5,170; 9-pass. sed., $4,650; 9-pass. 
Imperial, $4,839. 

CHEVROLET —— Fieetline Special — 4-dr. 
sed., $1,460; sed. cpe., $1,413; Fleetline 
Deluxe—4-dr. sed., $1,539; sed. cpe., $1,- 
492; Styleline Special-—4-dr. sed., $1,460; 
2-dr. sed., $1,413; club cpe., $1,418; bus. 
cpe., $1,339; Styleline Deluxe—4-dr. sed., 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; 
conyv., $1,857; stat. wag., $2,267. 

CHRYSLER — Royal (six) — 4-dr. sed., 
$2,158.75; club cpe., $2,138.75; Windsor 
(six)—(Prestomatic standard)—4-dr. sed., 
$2,353.50; club cpe., $2,332.50; conv., §2,- 
766; Saratoga (eight)—(Prestomatic stand- 








ard—4-dr. sed., $2,640; club cpe., §$2,- 
613.75; New Yorker (elight)—(Prestomatic 
standard)-—4-dr. sed., $2,760.75; club cpe., 
$2.734.50; conv., $3,240.75. 

CROSLEY—2-dr. sed., $959; conv. sed., 
$959; stat. wag., $991; roadster, $908. 

DeSOTO—-Deluxe—4-dr. sed., $2,006.25; 
club cpe., $1,995.75; Carry-All sed., §$2,- 
210.50; stat. wag., $2,979.25; Custom— 
4-dr. sed., $2,193.75; club cpe., $2,175.75; 
conv.. $2,598. 

DODGE—Wayfarer—2-dr. sed., $1,757.50; 
roadster conv., $1,747; bus, cpe., $1,631.25; 
Meadowbrook—4-dr, sed., $1,868.25; Coro- 
net-—-4-dr. sed., $1,947.25; town sed., $2,- 
031.50; club cpe., $1,933.50; conv., §$2,- 
348.50. 

FORD -—- Six — 4-dr. sed., $1,472; 2-dr. 
sed., $1,425; bus. cpe., $1,333; Custom Six 
—4-dr. sed., $1,558.50; 2-dr. sed., $1,511; 
club cpe., $1,511; Elght—4-dr. sed., $1,546; 
2-dr. sed., $1,498.50; bus, cpe., $1,419.50; 
Custom Eight—4-dr. sed., $1,637.50; 2-dr. 
sed., $1,590; club cpe., $1,595.50; conv., 
$1,948.50; stat. wag., $2,263.50. 

FRAZER—4-dr. sed., $2,395; Manhattan 
—4-dr. sed., $2,595; conv., $3,295. 

—4-dr. sed., $2,000; Ambassador Super— 


Current Prices on New Automobiles 


Special Deluxe P18 — 4-dr. sed., $1,644; 
club cpe., $1,617.50; conv., $1,997; stat. 
wag., $2,387. 
PONTIAC—-Streamliner Six—4-dr. sed., 
ze (deluxe, $1,835); sed. cpe., $1,689 
HUDSON — Super Six — 4-dr. sed., $2,-|sed., $2,363; 2-dr. sed., $2,338; club cpe., ong Ry lh Rs = 
206.50; 2-dr. sed., $2,156; club cpe., | $2,359. $1,808 (deluxe, $1,903); sed, cpe., $1,758 
$2,203.25; bus. cpe., $2,053.25; conv., $2,-| OLDSMOBILE — Series 76 — 4-dr. sed., | (deluxe, $1,853): stat. wag., $2,611 (de- 
798.75; Super Eight—4-dr. sed., $2,295.50; | $1,832 (deluxe, $1,974); 4-dr, town sed.,|juxe, $2,690); Chieftain Six—4-dr. sed 
2-dr. sed., $2,245; club cpe., $2,292.25; | $1,821 (deluxe, $1,963); 2-dr, sed., $1,758] $1,761 (deluxe, $1,856): 2-dr. sed " $1,710 
Commodore Six-—4-dr, sed., $2,382.75; club | (deluxe, $1,900); club cpe., $1,732 (deluxe, | (deluxe, $1,805); club cpe.. $1,710 ¢ Pid 
cpe., $2,358.50; conv., $2,951.50; Commo- | $1,873); conv., $2,148; stat. wag. deluxe, | $1,305): bus epe $1,587; conv deluxe. 
dore Eight—4-dr. sed., $2,472; club cpe., | $2,895; Series 88—(Hydra-Matic standard) | $2'138;' Chieftain Eight—4-dr. sed., $1 829 
$2,447.75; conv., $3,040.75. 4-dr, sed., $2,244 (deluxe, $2,375); 4-dr. | (deluxe, $1,924); 2-dr. sed., $1,779 (deluxe 
KAISER — Special — 4-dr. sed., $1,995; | town sed., $2,233 (deluxe, $2,364); 2-dr. | $1,874): club cpe., $1,779 (deluxe. $1,874). 
Traveler, $2,088; Deluxe—4-dr, sed., $2,-|sed., $2,170 (deluxe, $2,301); club cpe.,| pus. cpe., $1,656; conv. deluxe $2,206 ‘ 
195; Vagabond, $2,288; conv., $3,195; Vir- | $2,143 (deluxe, $2,274); conv., $2,559; stat. STUDEBAKER — Champion Deluxe — 
ginian, $2,995. wag. deluxe, $3,296; Series 98 — (Hydra-| 4-dr, sed., $1,688.50; 2-dr. sed., $1,656.75: 
LINCOLN — 4-dr. sed., $2,574.50; club | Matic standard)—4-dr. sed., $2,500 (deluxe, | club cpe., $1,683; bus, cpe..’ $1'588.25. 
cpe., $2,527; Cosmopolitan—4-dr. town sed., | $2,594); 2-dr. sed., $2,426 (deluxe, $2,-| Champion Regal Deluxe—4-dr sed $1,- 
$3,238; sport sed., $3,238; club cpe., $3,- | 520); conv. deluxe, $2,973; Holiday, $2,973. | 762; 2-dr, sed., $1,730.50; club epe’ $1.. 
185.50: conv., $3,948, PACKARD — Eight — 4-dr. sed., $2,249; | 756.75; bus. cpe., $1,662; conv, $2,086.25: 
MERCURY—4-dr. sed., $2,031; club cpe., | 2-dr. sed., $2,224; stat. wag., $3,449; De-| Commander Deluxe—4-dr. sed.’ §2.019 25. 
$1,978.50; conv., $2,409.50; stat, wag., $2,- | luxe Eight—4-dr. sed., $2,383; 2-dr, sed.,|2-dr, sed., $1,987.75; ciub cpe.. $2,014. 
715.50. $2,358; Super — 4-dr. sed., $2,633; 2-dr.| bus. cpe., $1,919.25: Commander Regal 
NASH — 600 Super — 4-dr. sed., $1,811; | sed., $2,608; Super Deluxe — 4-dr. sed., | Deluxe—4-dr. sed., $2,140.50: 2-dr ~ 
2-dr. sed., $1,786; club cpe., $1,808; 600 | $2,919; 2-dr. sed., $2,894; conv., $3,350; | $2,108.75; club cpe., $2,135: bus. epe.. $2. 
Super Special —4-dr. sed., $1,849; 2-dr. | 7-pass. sed., $3,950; lim., $4,100; Custom | 040.50; Land Cruiser 4-dr. sed., §2,337-75 
sed., $1,824; club cpe., $1,846; 600 Custom | —(Ultramatic standard)—4-dr. sed., $3,-|conv., $2,467.50. a ae 7 — 
4-dr, sed., $2,195; 2-dr. sed., $2,170; club | 975; conv., $4,520. WILLYS-OVERLAND Jeepster conv 
cpe., $2,191; Ambassador Super Special— PLYMOUTH—Deluxe P17—bus. cpe., $1,- | $1,602.22; 4-cyl. stat wag $1,708 89: 
4-dr, sed., $2,243; 2-dr. sed., $2,218; club | 385.75; Suburban, $1,855; Deluxe P18—|6-cyl, stat. wag., $1,814.14; 6-cyi. stat’ 
cpe., $2,239; Ambassador Custom — 4-dr. |4-dr. sed., $1,566; club cpe., $1,534.25; | sed., $1,866.92... ” ; 
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every other car 
goes to a PATHFINDER town 
. - - « Are Your Sales Messages There? 


Are your selling messages distributed where your goods are for sale, in the same proportion? 
Not if you’re depending on conventional city-centered magazines and newspapers. 
Awareness of today’s distribution picture—with 70% of the automotive dealers, 
more than half the gas, oil, accessory sales as well as half the new car sales in 
Main Street (under 25,000) Towns—is sending more new advertisers into PATHFINDER 
all the time. It is the most economical way to balance your selling strength by 
being sure you're calling on one million, one hundred thousand of the 
best customers in those towns. 
hes , ? Yes! N hecaus a 0. O hecaus “: "... Dhave checked over the Pathfinder 
. .. best customers? Yes! Not because we say so. Or even because we can seo Ses atiare. Vin deeted ae aint: 
show that PATHFINDER families are driving 95 cars per hundred families I know most of them personally. | have 
j anc ‘ . £ . - ‘ I been a subscriber for some time." 
right now. But because your Gealers, like those quoted here, wit tell you so. No OLDSMOBILE DEALER, Indiana 
wonder they approve PATHFINDER’S local selection of their town’s most influential 
customers and prospects. Would you like to see a file of what they’re saying ,, 





...@ fine cross-section of our better 


all over the country? They'll tell you PATHFINDER sells where today’s best people—many my good customers. "0 0 May Sales = ond mr ine 
sales are. Shouldn’t you? Call Madison 7893, Pathfinder, Detroit Your subscription list would make an ate eno ncaa oubt a 
S are. < y : son 3, Fa nder, etroit, think | can say without a doubt very 


excellent prospect list in itself, so we 


are glad to see our advertising in nearly every good home in our town 


receives Pathfinder." 


Pathfinder."’ 
FORD DEALER, Illinois CHEVROLET DEALER, lowe 
". .. | have just looked over the 
Pathfinder list of subscribers here in 
our city and I can sincerely assert that 


it is a representative cross-section of 
our citizens." 


family news magazine of home-town America PLYMOUTH DEALER, Ohio 
1,100,000 Leading Families Your Main Street Dealers Know 





A SHORT STORY 
By ED ZERN* 


E were up Stump Mountain way and 

stopped in to see Old Man Whipple. 

Hadn’t seen him since last deer season. 
He was in good form, as usual. 


“Bub,” he bellered, ““what’s the name of that 
automobile you fellers make?” 


“Nash Airflyte,” we said. 


“That’s it!” the old man said. “Knowed it 
was Air-something. My memory ain’t what it 
used to be. Well, by thunder, I’m opposed to it!” 


“Name something invented since 1900 that 
you aren’t opposed to, you old cuss,” we said. 


“Don’t try to sidetrack me, Buster,” Whipple 
shouted. “‘You listen to me. I seen a whole slew 
of them new Nashes last time I went to town, 
and I looked ’em over. Fact is, that dealer in 
town, he comes up here huntin’ every fall, he 
gimme a ride in one of em!” 


“Beats that stem-winder you drive, doesn’t 
it?”’ we said. 

“It ain’t no jokin’ matter!” the old man said. 
“I tell you, them Airflytes will be the ruination 





— 
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of the country. You fellers over at Kenosha are 
helpin’ to breed a nation of pantywaists!” 


“How do you figure?” we said. 


“It’s as plain as the nose on your face!” 
Whipple yelled. “Why, goldurn you, it’s got 
BEDS! Jee-hosaphat! And twin beds at that! 
Why, I seen a couple of city fisherman over by 
the crick on opening day, they was campin’ in 
their Nash Airflytes! Sleepin’ in it! So help me, 
they even had screens on the windows!” 

“Sure,” we said. “Why not?” 


“It’s agin Nature,” Whipple snorted. “It’s 
plumb un-American! Let ’em sleep on the 
ground, or pitch a tent, or something. Let ’°em 
suffer—that’s what keeps folks from gettin’ soft! 
And dadblame it, mosquito bites is good for a 
man—toughens up his hide! 


“AND that ain’t all! Take them coil springs 
and stuff—it makes ridin’ in a New Nash 


_ like settin’ around on a sofa pillow! What’s the 


use of havin’ bumps in a road if you can’t even 
feel °em? Bumps is good for people—makes ’em 
rugged! Sharpens up their eyesight, too, lookin’ 
out for ’em. Makes ’em alert, trying to dodge 
‘em. Millions of bumps and frost holes is goin’ 
to waste, on account of them Airflytes! 


“And another thing!” Whipple hollered. “A 
body can ride around the livelong day in one of 
them Airflytes, and not git all tired and wore 
out. Wind up fresh as a daisy! Now, what’s the 
percentage in that, I ask you. Might as well stay 
home in the first place. By golly, when you ride 
somewheres in my car, you durn well know you 
been somewheres. Feel it in every muscle! Keeps 
you toned up! But them Nashes—pfui!” 

“Keep going,” we said. ““You’re just getting 
warmed up.” 


“Ha! That’s another thing!” the old man said. 
“Warmed up! Musta been 10 below the day that 
dealer give me a ride, and so help me, he was 
ridin’ around in his shirt sleeves! Told me that 
heatin’ contraption changes the air inside the 
car every seventy seconds, too. It’s disgraceful!” 


“That’s the Weather Eye Conditioned Air 
System,” we said. “It’s thermostatically control- 
led to keep the temperature even and comfort- 
able in any weather.” 


“There you go with them big words,”’ Whipple 
snorted. “All I know is, in the wintertime a man 
is supposed to get cold! It’s a law of Nature! 
And it does a body good to shiver—keeps the 
blood circulatin’ proper.” 


“I notice you still have that pot-bellied stove 
in here,” we said. 


“Certainly!” the old man said. “That’s be- 
cause I got a lot of citified sissies like you drop- 
pin’ in on me during huntin’ season, that would 
cry their eyes out if I didn’t keep the temperature 
above freezin’. Also, I got to have something 
to rest my feet on when I set down. But that air 
changin’ business, that beats all!” 


““What’s wrong with that?” we said. 


i HAT’S wrong with it?” Whipple screech- 

ed. “I’ll tell you what’s wrong with it! 
It’s wasteful! A man don’t have hardly time to 
draw a breath, and you go and change the air on 
him! It’s sheer, plumb extravagance! Besides, 
it’s filtered—all the dust and bugs and vitamins 
and stuff is took out of it! And don’t tell me dust 
ain’t good for the lungs—I been breathin’ it 
every summer up here for eighty-seven years, 
and I can still out-walk and out-fight and out- 
spit any two of you young squirts that think 


| Pantywaists a 


you're rugged because you go deer huntin’ once 
a year, and don’t hardly never get a deer any- 
ways. Got any eatin’ tobacco on ya?” 


*‘Never touch the stuff,” we said. ““What else 
is wrong with the Airflyte?” 


“Plenty!” the old man huffed. “It’s too roomy! 
Put six people in there, they rattle around. It 
ain’t sociable. Luggage compartment’s too durn 
big, too. And the windshield ain’t got a dividin’ 
post in the middle. Dunno why you fellers are 
too cheap to put a dividin’ post in a windshield. 
Another thing, that car goes too durn far on a 
gallon of gas.” 


“Is that bad?’’ we said. 


= OU’RE durn tootin’ it’s bad!” Whipple 

said. “Folks are doin’ too much gaddin’ 
about these days, and you’re making it so it 
don’t even cost nothin’ to go traipsin’ all over 
tarnation. We already got city people swarmin’ 
around these hills like bees every summer on 
their vacations, and Lord knows what'll happen 
when they all find out about that Airflyte. It’s 
bad enough just makin’ ’em into sissies and 
pantywaists with all them Airflyte beds and no 
bumps and air-conditioned air and all that—by 
golly, I got a good notion to cancel my order!” 


“Your what?” we said. ““You mean you’ve 
ordered an Airflyte?” 


“Gettin’ delivery tomorrow,” the old man 
said. “Sold them two lots down by the crick to 
some summer people, to pay for it.” 


“Why, you ornery old hypocrite!’ we said. 
“Thought you said they made folks soft?” 


“Shucks, Buster,” the old man said, “I got so 
much hair on my chest, I can spare a handful.” 


> Ed Zern, writer of humorous books and articles on outdoor sports, is the author of a series 
of Nash Airflyte advertisements appearing in leading outdoor magazines. This is part of 
the complete Nash sportsman’s program, sponsored for Nash dealers, which includes the 
sensational color films ‘‘Fishing in Alaska’’ and ‘‘Hunting in Alaska,’’ available for group 
showings through Nash Dealers. Nash Motors, Division Nash-Kelvinator, Detroit, Michigan. 
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Auto Personnel 


AP Parts Names Spellman |mile trip with stops in France, 


. | Switzerland, Italy, Belgium, the 
As Sales Representative |Netherlands, Denmark, Finland, 
The appointment of Patrick J.|Sweden, Norway, England and Ire- 
Speliman to the position of special | land. 
representative for 
AP Parts Corp. General Tire Ups Notley 
has been an- Cyril W. Notley has been pro- 
nounced by H. - Ol 1 
Gail Kreis, sales moted to passenger tires sales 
manager : manager of the Richmond branch, 
, General Tire & Rubber Co., E. A. 


B. oyey el sv ece Bellows, eastern division sales 


manager Frank 
Acton in selling 





* + * 


the firm in 1947. 





and servicing P Bs” cate 
southern Cali- Seiler Wins Utah Post 
3 o fornia whole-| Arnold Seiler, actively supported 
P. J. Spellman Salers. by the Utah Automobile Dealers 


_ Assn., has been appointed motor 
Takes European Trip vehicle administrator for Utah. He 
Export manager F. E. Halloran, | has had 27 years’ experience as a| 
Federal-Mogul Service, division of | dealer and factory representative. 
Federal - Mogul Corp., Coldwater, Es 
Mich., has flown to Paris to be-| Roth Joins Willys-Overland 
gin a 10-week period of calls on As Assistant Treasurer 


the corporation’s European sales 
representatives. Election of Gordon A. Roth as| 


manager, announces. Notley joined | 
| Kinney as factory sales representa- 


|tants and at present is president 
|of the Toledo chapter. He is also 
a member of the American Insti- 
tute of Accountants and the Na- 
| tional Assn. of Cost Accountants. 


Federal Names McKinney 
To Kansas City Sales 





land Motors is announced. Since 
1941, Roth has been affiliated with 
Konopak & Dalton, certified public 
accountants, and since 1944 has 
been in charge of the complete 
audit of Willys-Overland. 


He is a member of the Ohio 
Society of Certified Public Accoun- 


* * # 


Appointment of William R. Mc- 


tive for the Kan- 
sas City region 
has been an- 
nounced by Carl 
Loud, general} 
sales manager of 
Federal Motor! 








THIRTY-FIFTH ANNIVERSARY CAKE FOR FORD OFFICIAL—Charles J. Seyffer, Northeast 
regional sales manager, makes ready to slice a pastry treat on his anniversary with Ford. 
Dealers and company officials looking on during an anniversary luncheon given Seyffer in 
the Waldorf-Astoria, New York, are (left to right) George Patterson, Annis Patterson, Inc., 
Paterson, N. J.; Robert J. Copp and Ralph G. Dillingham, assistant managers, New York 
district; Nelson F. Bowe, manager, New York district: Ralph Horgan, Ralph Horgan, Inc., 
New York City; Otto F. Ploetner, Irvington Motors, Inc., irvington, N. J., and Charles E. 





Truck Co. | 

McKinney will 
make his head-| 
quarters at Kan-| 
sas City, and will 


Pierson, assistant manager, Northeast region. 


Assistant to Lee Chief |the corporation, 22nd & Race Sts., 


Warren Ingersoll has been ap- Philadelphia. . +. 
pointed assistant to the president 


direct factory |of Lee Rubber & Tire Corp, Inger-| Federal Truck Appoints 


W.R. McKinney sales and dealer |soll’s headquarters will be at the | McGinn to Sales Post 





Present plans include a 13,000- 





You just can’t go wrong 


Hyatt has grown up with the automobile industry and earned the 
preference it enjoys by supplying bearings that are designed to be 
the best for each application. 

Fully proven by performance and offering a wide range of sizes 
and bearing types, plus engineering service second to none, Hyatt 
can do a lot for you. 

Hyatt Roller Bearing parts are fully interchangeable. They are 
available with separable inner or outer races—or as complete units 
—and can facilitate your assembly by eliminating selective fitting. 

When you specify bearings for new cars, trucks or buses, insure 
long trouble free life for your customers and simplify your own 
assembly problems by designing in Hyatt Bearings. You just can’t 
go wrong with Hyatts. Hyatt Bearings Division, General Motors 
Corporation, Harrison, New Jersey; Detroit, Michigan. 


HYATT ROLLER BEARINGS 


assistant treasurer of Willys-Over-' programs in Kansas and Missouri. Republic Rubber division office of 





| Appointment of James E. Mc- 

|Ginn as factory sales representa- 

| tive for the Den- 
ver region has 

jbeen announced 
by Carl Loud, 

general sales 

manager of Fed- 

| eral Motor Truck 

| Co. 4 

McGinn will as- 

| sume direction of 

| dealer relations 

and sales activi- 

ties in Colorado 

and New Mexico J. E. MeGinn 

and parts of Wyoming and Texas. 

* * * 


| Jack & Heintz Elects 


| Kohnstamm President 


The board of directors of Jack 
& Heintz Precision Industries, Inc., 
Cleveland, has elected Frank R. 
|Kohnstamm president and chief 
|}executive officer, and Kenneth G. 
|Donald, formerly president, has 
|become chairman of the _ board. 
|O. T. Hess, secretary is now vice- 
president. 








New Sales Assignments 
Listed by Seiberling 


| New assignments for several Sei- 
|berling Rubber Co. sales depart- 
|ment managers, and the creation 
of a new passen- 
sp ger-tire depart- 
ment, are an- 
nounced by L. M. 
Seiberling, the 
company’s sales 
vice-president. 

J. R, Lotze, who 
has been mer- 
chandizing mana- 
ger, was named 
manager of the 
newly - created 

J. R. Lotze automobile tire 
and sealed-air tube department, 
and will be in charge of sales of 
| passenger tires and premium punc- 
ture-sealing tubes. 

C. J. Marx, vice-president and 
central division manager for 
| Frankfort Distillers Corp., and a 
former Seiberling district manager, 
returns to the company as a special 
representative for the sales depart- 
ment. 

O. K. Feikert, manager of ac- 
cessories and repair materials sales, 
| will also be assigned to supervise 
|the company’s service department. 
|C, H. Etter, service manager, will 
become a special field representa- 
|tive for the company on service 
and adjustment problems. 

J. F. Seiberling, who was in the 
company’s government sales de- 
|partment during the war, returns 
}as special government sales repre- 
| sentative. He has been in charge of 
| dealer relations. 
| Paul C. McPherson, in charge of 
market research and sales person- 
|nel training, will take over Seiber- 
|ling’s dealer relations activities in 
|addition to his present work. 

J. A. Fouche, manager of the 
diversified products sales depart- 
ment, transfers to the advertising 
|and merchandising department as 
| assistant director. P. R. Kemp, who 
|has been Fouche’s assistant, be- 
|comes department manager. 
| Ray G, Eckroad, who has been a 
| salesman and budget supervisor for 
the company, was named manager 
of the budget sales department. 
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DOUBLE YOUR BID FOR 
BUSINESS YORK 














The J ournal-American is “Aces High’ with 
: 200,000 families . . virtually twice 
; the audience of the second evening paper 


bid for New York business ... doubles your 
yield with each unit of advertising. 


1d N bridge or business, the important thing 
a is to play your cards right ... to make 


Antes ae cnaneae at —  eer Ree itt 


NATIONALLY REPRESENTED 8Y 


the most of your opportunities. 

No other market in the world offers 
the opportunities of New York... and no 
other evening newspaper even closely 
approaches Journal-American coverage of 
the New York market. 

The Journal-American with 700,000 
family circulation, virtually twice that of 
the second evening paper, doubles your 


Family circulation is always a long 
suit for advertisers, but when a newspaper 
can deliver—as the Journal-American does 
—hundreds of thousands more families 
than its competition, you really have a 
powerhouse of sales ability. 

For top sales honors in New York. 
remember ... your story strikes home 
700,000 times a day in the 


ey tigetel bee ri American 


HEARST ADVERTISING SERVICE 


\\\ 


A HEARST NEWSPAPER 
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On the Financial Front. . 
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puto OpP' TIES 


Stocks Gain Slowly 
From Low Point 


By George Deery 


Associate Editor 


DEALER asks, “What has the 


- stock market been doing?” His | 


question was prompted by Presi- 
dent Truman’s advice to news- 
papermen to read the papers and 
see for themselves what it had 
been doing, particularly in the days 
immediately preceding his advice. 

It is now a matter of record 
that after the White House pro- 
nouncement, stocks slipped on 
that day—not at all badly, but 
the fact remains that the stock 
buyers did not go along with the 
Chief Executive in his enthus- 
iasm. 

After a drop of fracticns to over 
a point, the market wound up the 
day (July 7) with a moderate gain 
in the industrial average of 33 
cents. Its increases for the five pre- 
ceding days had been substantially 
better. 

During these sessions, General 












Long clutches, used by leading passenger 
car, truck, bus and tractor manufacturers since 1922, 


have given billions of miles of dependable, 


| Motors and Chrysler made impor- 
|tant moves. At the week’s end, 
| however, the net gains were 2 
points to 58% on a turnover of 
27,000 shares for GM and % for 
Chrysler to 48% on a volume of 
18,500 shares. Both issues were 
among the 20 most actively traded 
stocks for the week. 

Several other motor issues whose 


Auto. Stocks 
July 11 July 1 





fo eer ee 48 47% 
ST: aua weaves 3% 3% 
General Motors .. 58% 56% 
PP il il 
Kaiser-Frazer ... 4% 4% 
Nash-Kelvinator 12 12% 
POE evecesens 3% 3% 
Studebaker ..... 18% 18% 
: sidederuve 8/16 % 
Willys-Overland 4% 4% 
Average for — a 
10 Stocks ...... 16.50 16.25 








of the new 


Waite 3000 series TRUCK 


The Long semi-centrifugal clutch on the White 
3000 Series provides positive, easy response 


under all driving conditions. 


trouble-free operation. Our range of sizes and 


torque capacities covers 


LONG MANUFACTURING DIVISION 


BORG-WARNER CORPORATION 


DETROIT 12, and WINDSOR, ONTARIO 


almost every automotive requirement. 


volume of trading did not place 
them in the compilation of those 


with the heaviest total of trans-| 


actions closed the week with minus 
signs. 


* * * 


UDSON remained 


Kelvinator lost % (7,100 shares), 
with a final quotation of 12. 


Packard, which appears in the | 
highly traded compilation more | 
frequently than any of the other 


independents, but didn’t make 
the grade this week, showed a 
gain of % to 3% (8,900 shares). 

At 18% Studebaker was up a 
quarter (12,500 shares). Willys- 
Overland lost % to close at 4% on 
a total of 5,500 shares. 

When the final gong rang Fri- 
day, June 8, at the New York 
Stock Exchange, the Dow-Jones in- 
dustrial average stood at 170.92. 
Since June 13 when the market 
slid to lows for four and one-half 
years, it had regained $9.32. The 
rail index was up $2.16 and the 
utility yardstick’s 15 issues provid- 
ed a gain of $1.03 in that measure. 

The low in the industrials pre- 
| vious to June 13 was established 
| Oct. 9, 1946, when the closing fig- 





unchanged | 
4} for the week at 11, with a trad- | 
ing volume of 6,200 shares. Nash- 





This traveling hotel, rebuilt by 
three boys from an old truck pro- 
vided a home while on tour of the 
U. 8S. A bed on top made sleeping 
quarters for two. 


ure was 163.12. Now some of the 
technicians are saying that if the 


| industrial average can get up into 
|the neighborhood of 173 and the 


rails pass the 46-47 area that the 
bearish supporters will be more on 








The power-lift cab of the new White 
3000 Series tilts forward and clear 


of engine assembly for service. 



























CLUTCHES + RADIATORS + OIL COOLERS - 











the defensive side than they have 
been during the past month. 


Expert Stresses 
Action of Quality 
Securities 


“We continue to be impressed 
with the lack of hysteria that usu- 
ally develops during most bear 
markets,” says Harold B. Dorsey, 
president of Argus Research Corp., 
New York, a leading commentator 
on economic and stock trends. 


“It has been that emotion which, 
at about this stage in the earlier 
cycles, caused indiscriminate liqui- 
dation of good quality stocks as 
well as those of a more speculative 
character. Indeed, the former fre- 
quently behaved more poorly in the 
market than the latter,” he points 
out. 


Looking ahead, Dorsey “suspects” 
that the pattern this time “may be 
unorthodox, with the good quality 
equities holding their own in the 
market rather well, but with many 
of the secondary and cyclical issues 
continuing to reflect the adverse 
effects on earnings of lower volume 
colliding with a high breakeven 
point and dictating the tone of the 
market.” 

* + 


Dana Earnings 


Move Upward 


Dana Corp. and is subsidiaries, 
reported a net profit of $6,116,321 
after all charges, including $4,430,- 
000 taxes, for the nine months 
ended on May 31, 


The profit, which was realized on 
sales of $80,819,934, is equivalent to 
$2.33 a share of common stock. It 
compares with $7,378,783, or $2.84 a 
share earned in the nine months 
ended with May, 1948, when $5,600,- 
000 was provided for taxes and 
$450,000 for inventory reserves. 
Sales for that period aggregated 
$93,002,345. 


* * * 


Fractions 


It is reported that the savings on 
the fuel oil bill of a leading rail- 
road since the drop in the Diesel 
grade are equal to its dividend re- 
quirements for a year. In another 
case, 80 percent of a road’s divi- 
dends will be footed by the oil price 
drop. 

Scoville Mfg. Co., known to deal- 
ers for its A. Schrader’s Son divi- 
sion, makers of tire valves, gauges 
and accessories, produces 15,000 
items from pins to motors, it is 
reported. ... The purchase of Mack 
Trucks stock is recommended by 
Alexander Hamilton Institute. 


French auto output reached a 
high point for the year in May 
with 26,455, up from 24,395 in 
April and 16,257 in May last year. 
Renault topped the list with 10,- 
149. The output of other firms 
was reported as follows: Citroen 
5,692; Peugeot 3,752; Simca 2,420; 
Ford 2,144; Packard 601; Hotch- 
kiss 301, and Delahaye 111. Ford 
of France is listed on the New 
York Curb Exchange. 


Has the end come to the fact that 
most of the issues in the week’s 
most active stocks were weak? ... 
Not enough emphasis has been 
placed on the conclusion that the 
buying power of the nations is 
large, and is enhanced by every 
drop in prices, 

. * * 





Car Loans Brighten 


Finance Outlook 

The total volume of finance 
paper held by installment fi- 
nance companies continued into 
new high ground during the 
early months of 1949, Standard 
& Poor’s reports. With retail 
automotive business leading the 
way, deferred income has been 
built up to a point assuring 1949 
earnings in excess of 1948 re- 
turns for the average company, 
it adds. 

The rapid deepening of the 
business recession, however, sug- 
gests that the turning point in 
the volume of financing may be 
reached perhaps in the fourth 
quarter of 1949 and certainly by 
mid-1950. Thereafter, the extent 
of the decline will depend large- 
ly upon general business condi- 
tions, the firm states. 
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COMMERCIAL CREDIT CORPORATION 


A Subsidiary of 
Commercial Credit Company, Baltimore « Capital and Surplus $100,000,000 


MORE THAN 300 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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MOBILE, ALA. 


«Mobile Auto Auction, Sale every Wed- 
nesday. Prices are for sale of July 6.) 
(Sold 19 units out of 42 offerings.) 
BUICK—'49 Super conv., $2,250, 4-dr., 
$2,325. '42 Century 4-dr., $650. '41 Spe- 

cial 4-dr., $320. 

CHEVROLET—'49 FL 4-dr., $1,825, $1,825, 
$1,800. ‘48 FL 4-dr., $1,375, $1,325, '47 
FM 4-dr., $1,287, $1,100, "41 SD 2-dr., 


$85. 
FORD—’'47 Deluxe 2-dr., $1,050. ‘41 De- 
luxe 2-dr., $390, 
MERCURY—'46 4-dr., $975. 
OLDSMOBILE—’47 (8) 4-dr., $1,225. 
PONTIAC—'49 Chieftain 4-dr., $2,370. '48 
Streamliner 2-dr., $1,800, 
STUDEBAKER — ‘41 Commander 4-dr., 
$550. 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale 
of July 5.) 

(Prices equalled those attained a 

month ago, Light run of cars due to 

holiday. Sold 46 units out of 58 


offerings.) 

BUICK—’'49 super 4-dr., $2,200, $2,450. '47 
super 2-dr., $1,320; RM conv., $1,560. 
*46 super 4-dr., $1,130, $1,300. 

CADILLAC—'47 (62) 4-dr., $1,820. 

CHEVROLET—'49 SL deluxe 2-dr., $1,820; 
special 2-dr., $1,850; FL special 2-dr., 
$1,675. ‘48 SM 2-dr., $1,280; FM 4-dr., 
$1,480; station wagon, $1,170; FL aero- 
sedan, $1,200. '47 SM 2-dr., $1,025; FM 
4-dr., $1,180; FL aerosedan, $1,280. '46 


Used Car Auction Prices 
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4-dr., $500. '40 (8) club coupe, $370. '38 

(8) 2-dr., $135. 

MERCURY—'49 conv., $2,000. 

OLDSMOBILE—’'47 (68) 2-dr., $1,365. 

PLYMOUTH—'47 SD club coupe, $1,220. 
"40 Deluxe 2-dr., $345. 

PONTIAC—'41 (8) 4-dr., $560; (6) 4-dr., 






SM 4-dr., $1,020; FM 2-dr., $1,060. ‘41 
SD 2-dr., $470. 
DODGE—'47 Deluxe 4-dr., 
custom 4-dr., $1,170, $1,020. 
FORD—'49 custom (8) 2-dr., $1,700, §$1,- 
590. '48 SD (8) station wagon, $1,080. 
‘47 Deluxe (8) 2-dr., $1,000; sedan de- 
livery, $710. '46 SD (8) 2-dr., $940. 
LINCOLN—’49 custom conv., $2,200; 4-dr., 
$2,110. 
MERCURY—'49 4-dr., $1,870. 
OLDSMOBILE—'49 (98) 2-dr., $2,490. ‘48 
(98) conv., $1,810. '47 (68) conv. $1,240. 
PLYMOUTH—'49 Deluxe 2-dr., $1,730. ‘47 
Deluxe 4-dr., $1,000; SD 4-dr., $980. 
PONTIAC—'49 (8) 2-dr., $2,210; '48 Tor- 
pedo (6) 4-dr., $1,485, $1,490; Stream- 
liner (8) 2-dr., $1,610, $1,770. °46 Tor- 


$290. 
STUDEBAKER — ‘49 Champion conv., 
850. 


$1,280. ‘46 , 850, 
WILLYS—'49 1-ton pickup, $1,575. 
MISCELLANEOUS — ‘48 GMC half-ton 


pickup, $1,020. 


LOS ANGELES 


(W. R. Stone Co, Sale every Tuesday 
and Thursday. Prices are partial listing of 
sales from June 7 through June 23.) 
BUICK—’'49 Super conv., $2,905, '48 Super 

conv., $1,985; 4-dr., $1,810. ‘47 Super 
4-dr., $1,580, $1,530. '46 Super sedanette, 
$1,250; RM club coupe, $1,205. °42 Spe- 
cial 4-dr., $630, $660. ‘41 Special 4-dr., 
$640, $530, $445. 


pedo (6) 4-dr., $1,200; 2-dr., $1,100; | CADILLAC—’49 (62) 4-dr., $3,750. °48 
Streamliner (8) 4-dr., $1,125. (62) 4-dr., $3,315, $3,000; sedanette, 
$2,900. °47 (62) conv., $2,420, $2,400; 

DENVER sedanette, $2,300. '46 (62) 4-dr., $1,655. 
CHEVROLET—'49 FL Deluxe aerosedan, 

(Denver Auto Auction, Inc. Sale every $2,000; SL Deluxe 4-dr., $2,075. "48 FL 


Tuesday at Englewood, Colo, Prices are for 
sale of July 5.) 
(Market fair with prices continuing 


aerosedan, $1,580, $1,450; FM club 
coupe, $1,430, $1,425, $1,375. ‘47 FL 
aerosedan, $1,375; 4-dr., $1,355. ‘46 


to decline.) FL aerosedan, $1,275, $1,270; SM club 
BUICK—'47 RM 4-dr., $1,475. ‘41 Super coupe, $1,060. '41 SD 2-dr., $695, $645; 
conv., $655, conv., $800. 
CADILLAOC—’49 (62) 4-dr., $3,490. '42| CHRYSLER—'42 Royal 4-dr., $650. ’41 
(61) 4-dr., $1,095. Royal 4-dr., $610. °40 Windsor 4-dr., 


CHEVROLET—’'49 half-ton pickup, $1,305. 
‘48 FL aerosedan, $1,445. '46 FM 2-dr., 
$1,040. '41 MD 4-dr., $470. 

DODGE—’49 Wayfarer roadster, $1,700. 
one club coupe, $315. '35 business coupe, 

100. 

FORD—'48 Deluxe (8) 2-dr., $1,035. °47 

SD (8) club coupe, $1,095 ‘41 SD (8) 


$365; New Yorker 4-dr., $350. 
DESOTO—'46 Custom club coupe, $1,330. 
‘42 4-dr., $700, $510; club coupe, $765. 
DODGE—'47 4-dr., $1,265. '46 4-dr., $1,- 
250, $1,060, $960. ‘42 2-dr., $680. ‘41 
4-dr., $550, $500; club coupe, $640. 
FORD—'49 Custom (8) 4-dr., $1,780, $1,- 
540; 2-dr., $1,620; conv., $1,955. '48 SD 





June 





July (to date) 


volume of trading in late-model cars. 





club coupe, $1,285, $1,225; 4-dr., $1,265, 
$1,185. °47 SD station wagon, $1,025, 
$875; Deluxe 4-dr., $1,000. "46 SD sta- 
tion wagon, $1,050; conv., $1,095; club 
coupe, $870. '42 (6) 4-dr., $795; 2-dr., 
$660. 

HUDSON—’49 Commodore (8) 2-dr., $1,- 
985, °48 Commodore 4-dr., $1,740. '42 
Commodore 4-dr., $665, °41 Commodore 
4-dr., $405. 

LINCOLN—'49 Cosmopolitan 2-dr., $1,980, 
$1,960; 4-dr., $2,190. '46 4-dr., $1,060. 

MERCURY—'47 club coupe, $1,290. ‘46 
4-dr., $1,075, $1,050; club coupe, $1,015. 
'41 4-dr., $770, $740; 2-dr., $615. 

NASH—'47 (600) 2-dr., $975. "46 Ambas- 
sador (6) 4-dr., $900, $890; (8) $1,005. 
"41 (600) 2-dr., $400; club coupe, $335. 











New B.E Goodrich 


GIVES YOU GREATER COMFORT, SAFETY, MILEAGE 








m \ 
CEB ie é. a steed 


OUT OF RYTHM: Most Cords 
are like a racing crew that's off the beat. Loosely 
held together by cross threads, each cord goes 
its own way. Some work too hard, others 
are ‘‘slackers’’. Result: Tire doesn't run as 
smoothly. Weak spots invite trouble. Over- 
strained cords wear out too soon. 


IN RYTHM: B. F. Goodrich Cords 
work in rythm like a precision crew. Sealed in 
_ live rubber, evenly spaced, under uniform ten- 

sion. No cross threads to shackle their action. 
Result: Greater cushioning for a smoother 
ride. Greater strength for more safety. Greater 
uniformity for more miles. 
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Heart of any tire is its cords that flex as you 
ride. And the new B. F. Goodrich Silver- 
town tire has a cord construction that’s 
utterly different—with every cord flexing in 
rythm to give you a ‘‘Rythm Ride” with 
more comfort, safety, miles! 


In most tires, cords are “hobbled” by 
cross-threads. Some cords are too tight, 
overstrained, wear out too soon. Others 
are too loose, “‘slackers’’, do no work at all. 
With this out-of-step action, the tire 
doesn’t run as smoothly. And where cord 
meets thread, there’s a strain point that 


could cause trouble. 


GREATER In new B. F. Goodrich tires, 
cords flex in rythm because 
each one flexes freely. No 
shackling cross threads! Each cord is per- 
fectly spaced, under just the right tension, 


COMFORT 


Only B. F. Goodrich gives you “rythmic-flexing cords” in every tire for every purpose | 


sealed in place in live rubber. Each cord in 
step works with its neighbors in perfect 
unison. 


The BFG tire body is a “‘live’’ 

EXTRA : ; 

SAFETY flexible cushion between you and 
the road, gives more comfort. 

Because it takes the road shocks, it’s 

stronger, resists blowouts better, gives 

more safety and mileage. 


MORE Ask your B. F. Goodrich sales- 
MILEAGE ™22°° show you how handling 

B. F. Goodrich Silvertowns 
with new “‘Rythm Ride” can build extra 
profits for you. The B. F. Goodrich 
Company, Akron, Ohio. 


COLD RUBBER ADDED! Pioneered by B. F. 
Goodrich in 1941—the new longer-mileage 
cold rubber is now being added to all BFG \ 
passenger tire treads. f 

& 


Average Used Car Prices 


(Compiled by Automotive News) 





(The above figures are averages of used car auction prices, all 
makes and models, carried reqularly in Automotive News.) 
*Note yearly models declining while overall average increases as & result of greater 




















July 1949 June May 
(to date) 1949 1949 
$1,982 $1,989 $1,920 
1,464 1,507 1,498 
1,190 1,238 1,244 
1,025 1,062 1,098 
581 655 649 
533 585 602 
439 471 483 
Overall 
Average $1,254* $1,192 $1,160 


OLDSMOBILE—'48 (98) 4-dr., $1,955. °47 
(8) 4-dr., $1,340. °46 (8) 4-dr., $1,325; 
(6) 4-dr., $1,265, $1,210, '42 (8) 4-dr., 
$685; sedanette, $750. '41 (8) 4-dr., $545, 


$460. 

PACKARD—'47 Clipper 4-dr., $1,325. ‘40 
(110) 4-dr., $525. 

PLYMOUTH—’48 Deluxe 4-dr., $1,150, '47 
Deluxe 4-dr., $1,230; SD 4-dr., $1,325, 
$1,280. '46 Deluxe club coupe, $1,085; 
SD 4-dr., $1,050. '42 Deluxe 4-dr., $655, 
$580; conv., $675. 

PONTIAC—'47 Streamliner sedanette, $1,- 
345, $1,260. '46 Streamliner 4-dr., $1,100; 
sedanette, $1,345. "42 conv., $750; 4-dr., 
$700. ’41 club coupe, $600; conv., $650; 
4-dr., $630, $525, '40 4-dr., $475; 2-dr., 
$475, $450. 

STUDEBAKER — '49 Commander conv., 
$2,340; 2-dr., $2,000. °'48 Commander 
conv., $1,890; Champion 2-dr., $1,495. 
'47 Champion 4-dr., $1,295, $1,280; 2-dr., 
$1,360. 

WILLYS—'41 2-dr., $280. 

CQ — ‘40 LaSalle 2-dr., 

00. 


DETROIT 


(Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of July 6.) 
(Market very stable, Sold 34 units out 

of 58 offerings.) 

BUICK—’'48 4-dr., $1,705. '47 4-dr., 2 at 
$1,375. '40 4-dr., $475. 

CADILLAC—’48 conv., $3,000; (62) club 
coupe, $2,695. 

CHEVROLET—’48 FL aerosedan, $1,440, 
$1,410. °47 4-dr., $1,065, 41 club coupe, 
$430; 2-dr., $410, $385. ’37 2-dr., $100. 

DeSOTO—'47 4-dr., $1,295. 

DODGE—'46 club coupe, $1,010. ’36 2-dr., 


$290. 

FORD—'48 SD club coupe, $1,175, °47 SD 
club coupe, $910. ‘46 2-dr., $885, ‘41, 
2-dr., $440. 

HUDSON—'41 2-dr., $190. 

MERCURY—’'49 station wagon, $1,815. '48 
conv., $1,310. °46 station wagon, $910. 
"40 2-dr., $455. 

NASH—’'47 4-dr., $960. 

OLDSMOBILE—’48 4-dr., $1,700. 


PLYMOUTH—'49 club coupe, $1,635, °48 
4-dr., $1,165. 

PONTIAC—'47 club coupe, $1,110. ‘46 
4-dr., $960. ‘41 4-dr., $325. °40 4-dr., 


$220, $330. 
WILLYS—’48 Jeepster, $1,125. 


CONCORD, MASS. 


(Concord Auto Auction, Inc, Sales every 
Monday and Friday. Prices are for sale 
of June 24.) 

(Sold 59 units out of 121 offerings.) 
BUICK—’48 RM conv., $1,850. ‘46 Super 

sedanette, $1,370. '42 Special sedan, $660. 

— $250, $135. ‘37 RM sedan, 

10. 

CHEVROLET—’'49 SL Deluxe club coupe, 
$1,930; FL Deluxe sedan, $1,880. ‘47 
FM club coupe, $1,212, $1,275; sedan, 
$1,175, $1,250; SM sedan, $1,010. °46 
SM sedan, $800. ‘42 FL aerosedan, $1,- 
000, ‘41 sedan ,$725, -$600. °40 sedan, 
Ey $510. ‘39 sedan, $485. °'34 sedan, 


CHRYSLER—’41 Saratoga sedan $455. 

CROSLEY—'47 conv., $325. 

DeSOTO—’39 sedan, $365. 

DODGE—'48 Dodge sedan, $1,300. 

FORD—'47 Ford SD sedan, $1,075. °46 
station wagon, $1,200, $1,100. '45 jeep, 
$300. '42 conv., $725. ‘40 sedan, $470. 
"37 sedan, $125. 

HUDSON—’'47 sedan, $535. '46 sedan, $435. 

MERCURY—’'49 conv., $1,835; sedan, $1,- 
825, $1,700. '46 club coupe, $1,025. 

—_— (600) sedan, $1,755. '41 sedan, 

5 


OLDSMOBILE—'48 (66) station wagon, 
$2,100. °47 (78) sedanette, $1,235, $1,290. 


on (90) sedan, $350. °39 club coupe, 

395. 

PACKARD—'40 (160) sedan, $500; ‘37 
sedan $150. 

PLYMOUTH—'46 sedan, $985, ‘42 sedan, 


$690. °40 sedan, $350. '37 sedan, $210. 
PONTIAC—'41 (6) sedan, $450. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of July 1.) 
(Sold 156 units out of 235 offerings.) 
BUICK—'49 RM sedanette, $2,325; Super 
sedanette, $2,400, $2,380; 4-dr., $2,325; 
conv., $2,400, °48 RM 4-dr., $1,875. '47 
Super 4-dr., $1,450. ‘46 Super 4-dr., 

$1,300; $1,000. 

CADILLAC—’48 (62) conv., $3,075. 

CHEVROLET—'49 FL Deluxe 4-dr., $1,- 
885, $1,875; 2-dr., $1,825; half-ton pick- 
up. $1,270; SL Deluxe 4-dr., $1,900, $1,- 
825, $1,805. °48 half-ton pickup, $875; 
FL aerosedan, $1,525; 4-dr., $1,450, 
$1,330; FM 2-dr., $1,425, $1,400. '47 
half-ton pickup, $900; FL aerosedan, $1,- 
340, '42 FL aerosedan, $810, '35 Stand- 
ard 2-dr., $350. 

CHRYSLER—’49 Royal 4-dr., $2,350. '47 
New Yorker 4-dr., $1,375; Windsor 4-dr., 
$1,400. '46 Windsor 4-dr., $1,250. 

DeSOTO—'48 Deluxe 2-dr., $1,450. °47 
Custom club coupe, $1,000. 

DODGE—’49 half-ton pickup, $1,175; Mea- 
dowbrook 4-dr., $2,005. ’48 %-ton pick- 
up, $850. ’47 Deluxe 4-dr., $1,200. 

FORD—'49 Custom (8) conv. $1,850, $1,- 
740; Standard (8) 2-dr., $1,650; Custom 
(8) 4-dr., $1,700, $1,1675, $1,475, $1,400. 
'48 SD 2-dr., $1,250, $1,210, $1,200, $1,- 
075; (6) half-ton pickup, $835; SD club 
coupe, $1,310. ‘47 Deluxe 4-dr., $1,075, 


$1,030; SD club coupe, $1,200; conv., 
$1,265. °41 SD 2-dr., $800, °35 2-dr., 
$350. 


HUDSON—’49 Commodore (6) 4-dr., $1,- 
900; Super (6) 4-dr., $1,800. 
MERCURY—'49 club coupe, $1,875. ‘47 
(Continued on Page 29, Col, 1) 
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$400. $2,380. '48 Streamlirer 2-dr., 
DeSOTO—’46 Deluxe 4-dr., $1,190. | WILLYS—'49 Jeepster, $1,280. 


DODGE—'41 half-ton pickup, $480. ‘36 | MISCELLANEOUS — ‘48 Hillman conv., 
4-dr., $100. | $710. 


$850, $805. 
$2,540. °47 
2-dr., 


NASH—’'46 Ambassador, 4-dr., 

OLDSMOBILE—'49 (9S) 4-dr., 
(78) 4-dr., $1,410, $1,370, °41 
$570, 

PLYMOUTH—'49 Deluxe 4-dr., 
SD conv., $1,105. '41 SD 4-dr., $490. 
PONTIAC—'49 Streamliner (8) 2-dr., $2,- 
475; Chieftan (6) 4-dr., $2,375. ‘'46 
Streamliner (8) 4-dr., $1,160, $1,060. 


CROSLEY—’'47 pickup, $1,510, 


(66) 


Champion Regal De- $1,800. °47 
luxe conv., $1,895, $1,810; Commander 
Regal Deluxe 4-dr., $1,970. '48 Champion 
Deluxe club coupe, $1,765, $1,715. °47 
Champion Regal Deluxe 4-dr., $1,305, 
$1,290, $1,140, $1,105; Commander Regal | STUDEBAKER — ‘47 Commander 4-dr., 
Deluxe 4-dr., $1,295, $1,210. $1,360. 


sedanette, | i 


i MASON CITY, IA. TOLEDO 


| (Lapiner’s Used Car Auction, Sale every (Doe Greiner Auction, Sale every Thurs- 
| Wednesday. Prices are for sale of July 6.) | day. 7 


| Prices are for sale of July 7.) 

| (Market steady. No slump after July 4 BUICK—’'47 Super conv., $1,500. 

| #8 expected. Sold 68 units out of 120 CADILLAC—'47 (62) 2-dr., $1,925. é 
offerings.) CHEVROLET—'49 SL Deluxe 4-dr., $1,- 

Wednesday. Prices are for sale of July 6.) | BUICK—'49 RM 4-dr., $2,465; Super conv., 805; FL Deluxe aerosedan, $1,805. °47 
(Prewars still declining in price, other 340. '48 Super 4-dr., $1,695 FL aerosedan, $1,200; FM 4-dr., $1,130; 
models steady, Sold 37 units out of 69 Cc 9 (61) 4-dr., $3,325. SM 2-dr., $1,115. '41 SD 2-dr., $455, ‘37 
offerings.) CHEVROLE '49 SL Deluxe 4-dr., $1,975, 2-dr., $75. i. 

BUICK—'49 Super 2-dr., $1,960, $1,900; Special sedan, $1,800, | CHRYSLER—’'47 Windsor 2-dr., $1,405. 

"47 Super 4-dr., $1,390. $1,785; FL special aerosedan, $1,860, | DeSOTO—'46 Custom 4-dr., $1,110. 
CADILLAC—'46 (6) 4-dr., $1,580. $1,830; 1%-ton truck, $1,085. '48 FL | DODGE—’49 Coronet 4-dr., $2,075. ‘47 . 
CHEVROLET—'49 SL club coupe, $1,790. aerosedan, $1,425, $1,410, $1,375. °47 1-ton truck, $675. 
'48 FM 2-dr., $1,295, $1,210. °38 2-dr., FL aerosedan, $1,325, $1,280, $1,205, ’41 | FORD—’48 club coupe, $1,060. '47 Sports- 
37 2-dr., $105. SD 2-dr., $620. ‘40 SD 2-dr., $695 man, $1,125. '41 2-dr., $260. ‘37 (85) 
SLER—'40 Windsor conv., $650. CHRYSLER—'49 Windsor 4-dr., $2,385. 2-dr., $41 . 

DeSOTO—’48 Custom club coupe, $1,510. DeSOTO—’'49 Custom club coupe, $2,380 | HUDSON—'48 Commodore (6) 4-dr., $1,- 

FORD—'49 Custom (8) conv., $1,910, $1,- | DODGE—’49 Meadowbrook, 4-dr., $2,060, 
800; club coupe, $1,610. "48 SD (8) $2,000; Coronet 4-dr., $2,100, $2,050. 
conv., $1,275. FORD—'49 Custom (8) conv., $1,700; 

HUDSON—’48 Commodore (8) 4-dr., $1,- 2-dr., $1,525, $1,410, $1,225. ‘48 SD 
510, $1,485. | 4-dr., $1,245; club coupe, $1,195; 2-dr., 

MERCURY—'49 4-dr., $1,835. $1,150. '47 SD club coupe, $990. 

OLDSMOBILE—’'47 (66) club coupe, $1,195. | HUDSON—’'49 Super (6) club coupe, $1,- 

PLYMOUTH—'49 SD 4-dr., $1,825, $1,800. 855. '46 Super (6) 4-dr., 55. 

MERCURY—’'49 4-dr., $2,160. ‘47 station 
4-dr., wagon, $1,010. 


FORD—’'49 Custom (8) club coupe, $1,575; | STUDEBAKER—’'49 
38 | 
| 


conv., $1,750. "48 SD conv., $1,320. 
2-dr., $170. °32 (8) 2-dr., $130. 
OLDSMOBILE—’46 (76) sedanette, $1,045. | 
(66) club coupe, $390; 2-dr., $460. 
PLYMOUTH—'41 SD 2-dr., $3 40 SD 
2-dr., $500. ‘37 4-dr., $300, 
PONTIAC—'46 Streamliner (6) 
$1,160; Torpedo (6) 4-dr., $1,115. 
STUDEBAKER—'48 Champion 4-dr., 
150. ‘47 Commander 4-dr., $1,135 


SOUTH BEND 


(South Bend Auto Auction Co. Sale every 


(Continued from Page 28) 


ton pickup, $280, 4-dr., $150. 
FORD—’49 Custom (8) club coupe, $1,715; 
2-dr., $1,495; half-ton pickup, $1,300. '48 
"46 (600) 4-dr., $825. 2-dr., $1,185. '47 conv., $1,170, '46 2-dr., 
'49 (76) 4-dr., $2,000; (98) $865; club coupe, $1,005, 
conv, $2,700. '47 (76) club sedan, $1,200. | LINCOLN—'40 club coupe, 
46 (78) 4-dr., $1,150. club coupe, 
PACKARD—’'48 (8) conv. $1,410. 
PLYMOUTH—’'48 SD 4-dr., $1,250. ‘47 SD | OLDSMOBILE—’41 4-dr., 
4-dr., $1,050, $1,000; Deluxe 4-dr., $900. PLYMOUTH—'48 SD 4-dr., 
PONTIAC—'49 Silverstreak (8) 2-dr., $2,- 4-dr., $1,005. 42 4-dr., $140; 4-dr., $135. 
200. ‘47 Streamliner (6) sedanette, | PONTIAC—'47 (6) 2-dr., $1,245. '46 2-dr., 
$1,110. '46 (8) 4-dr., $1,075, | sedan, $1,155. '42 4-dr., $115. '41 4-dr., 


anges sae 6) : . 2 | $300. 
0 ee 48 Land Cruiser 4-dr., | STUDEBAKER— 40 4-dr., $75. 


WILLYS—'48 1-ton truck, $950. ’47 1-ton | EBENSBURG. PA. 


truck, $825; Jeep, $600, $580; Station | 
Wagon $1,025, $950. | (Ebensburg Auto Auction. Sale every 
| Thursday. Prices are for sale of June 30.) 


LUBBOCK, TEX. | (Buying very brisk at lowest price 


level since the war. Big cars definitely 
(Lubbock Auto Auction, Sale every 


off in price.) 
Thursday. Prices are for sale of June 30.) | RUICK—'’42 Century sedanette, 
(Sold 75 units out of 147 offerings.) Super sedanette, $750,$450. 
BUICK—'41 4-dr., $315, 2-dr., $340. 


4-dr., $350. 
CADILLAC—'47 4-dr., $1,585 CHEVROLET—'49 SL Deluxe 4-dr., $1,820. 
CHEVROLET—’'49 4-dr., $1,935, FL 2-dr., 


‘48 FL aerosedan, $1,410. '47 FM club 
$1,790, $1,755, half-ton pickup, $1,380. 


coupe, $1,010. °46 FM conv., 
48 2-d $1,420. ’'47 2-dr., $1,164, 


4-dr., $925; 2-dr., $800. 
$1,145. 2-dr., $815, '42 2-dr., $360. | $655. ’40 MD 4-dr., $600, $530. 
’41 2-dr., $320. 


4-dr., '41 4-dr., $675. °39 conv. 


$525. 
NASH—'49 
4-dr., $1,030. 


$650. 


(600) 4-dr., $1,500. "47 (600) | 


$225. 
$1,760. °'40 


$140. 
$1,190. °48 | 


$2,325, $2,280 


425. 
MERCURY—’'48 conv 
NASH—’39 (600) 2 
OLDSMOBILE — ‘46 

sedanette, $1,065. 
PLYMOUTH—'49 Deluxe 4-dr., $1,700. '47 

SD 4-dr., $1,165. 
PONTIAC—'48 (8) conv., $1,650, '41 (8) 

sedanette, $370. 

WILLYS—'48 Jeepster, $1,065. ; 


$1,275. 
, $275. 
(78) 4-dr., 


$425. °41 


‘39 Special 
$1,070; 


"48 SD 2-dr., $1,380. 
| PONTIAC—'49 = Streamliner (8) 


CHRYSLER—’41 club coupe, $405. 
CHRYSLER—’47 Windsor 4-dr., $1,285. ~* 


CROSLEY—' 47, $265. 
DODGE—'47 club coupe, 


Used Car Notes | 


Memphis UCDA Elects 


Moore to Presidency 
MEMPHIS.—The Memphis Used 
Car Dealers Assn., at a_ special | 
meeting last week, elected R. C.| 
Moore, president of Memphis Sup- | 
ply, Inc., as president. 
Other officers chosen were Wood- 
row Wilson, Wilson Motor Co., first 






$1,155. "42 %-| 





(re ... Sensational New Coil Spring Cushions — 


with Auxiliary Adjusting Springs Teaver Cher Ce 


Wallace Co., second vice-president; | 
Don Corum, Service Motor Sales, 4 is 


" 2 | 
secretary, and Claude Shute, Auto re a , f nil 
Bee ev J 





Jobbing Co., treasurer. 
* * * 


Buffalo Buyers Offered 


No Money Down Deals 

BUFFALO.—End of government 
controls on installment buying is | 
being reflected in the used-car} 
market here, but 


indications are| ct 
that new-car dealers will continue : £A 
to adhere to more rigid credit 
aN —_ 





terms. 

Smiling Jack Chesbro, Inc., one 
of the city’s largest used-car deal- 
ers, announced a new credit policy 4 5 


of no money down and 28 months —a 





to pay. 
Simm "a ff 


Said the firm: “We are prepared | 


to put through any deal, the way 
you want it. If you do not have 
"Select-O-Seat,"’ as installed, provides supe- 


credit now, let us establish it for 
you. If you want a good car now, 
you can get it. All you need is the | 
desire.” 





* +* * 


Florida Commissioner 








Explains High Costs 


ST. PETERSBURG, Fla. — Ans- 
wering charges that the Florida ve- | 
hicle commission spends more} 
money than other state’s commis- | 
sions, Arch Livingston, head of the | 
department, last week said that the | 
state has an outstanding title lien 
law which runs up the expense. | 
Most southern states do not have} 
such laws. 

Livingston said that he has al- 
ready cut 75 employes from the | 
pa ll because of reduced appro- | 
priations, 











* * + 


Payment for Check 


Terminates Search 


DANVILLE, Va.—Danville Auc- 
tion reports that a search institut- 
ed here for E. Lloyd Robbins of 
Chester, S. C., has been abandoned 
following payment of $775 by Rob- 
bins to W. T. Wilson jr. of this city. | 

The amount covered a check al- 
legedly issued by Robbins in pay- 
ment for a 1948 Jeep panel truck. 









Woodall Breaks Ground 
For Chicago Area Plant | 
CHICAGO. — Woodall Industries, 
Inc., fabricator of fiberboard ma- 
terials, has broken ground for a} 
million-dollar plant in Skokie, IIl., 
Chicago suburb, as part of a big 
expansion program by the com- 
pany. | 
A duplicate million-dollar plant | 
is soon to be. built at Mineola, N.| 
Y., and another similar plant was} 
recently completed at Laurel,| 
Miss. Other Woodall plants are in| 
Detroit, Cleveland «and Monroe, | 
Mich. Main offices are in Detroit. | 









New cars, factory-equipped with ‘Select-O- 
Seat"’ can be adjusted to prevent “‘sinking,”’ 
“hitting bottom,”’ and obstructed vision, as 


rior comfort and, in addition, can be easily 
and quickly adjusted to your own individual 


above. ‘‘Select-O-Seat”’ is a totally new type 
of coil spring seat cushion recognized as the 
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world’s greatest development in comfort. 
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needs, without disturbing upholstery, to 
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“Select-0-Seat a a ee TT Lad 
Many New Cars... Ask Your Dealer! 


To adjust ‘Select-O-Seat”’ to your desires, the dealer 
merely inserts pocketed, auxiliary adjusting coil springs 
into spaces provided in each coil spring cushion, as 
shown at left. Ask your dealer about ‘Select-O-Seat,”’ 
rom Ael lot: 1) "Choose Your Own Comfort” for greatest 
riding enjoyment. 





L. A. YOUNG SPRING & WIRE CORPORATION 


IN CANADA: L. A. YOUNG INDUSTRIES, LTD., WINDSOR, ONTARIO 



















Precision Springs of all kinds; Refrigerator Shelves and Baskets; Automotive Garnish Mouldings; Wire Garment Hangers; Inner-spring Units for Mattresses: Flex-o-lator Padding Supports 


Plants in Detroit, Mich, 





Chicago and Joliet, Ill 


Trenton, N. 


J; 


Memphis leeds, Ala.; Los Angeles and Oakland Calif. Windsor and 


Tenn.; 





y 
alah 


anes 








sam kK. y YOUN 


om ; ____— AUTOMOTIVE NEWS, JULY 18, 1949 _ 


30 
Dealer Doings. 


|service manager for the Bill Wood 
Ford dealership at Oakland, and 
one year in a _ sales executive 
capacity with Ogaard Motor Co., 
Buick dealer at Hayward. For the 
past two years he has been service 
manager for Howard Automobile | 
| Co., San Francisco, 


| happy in serving our many cus- | 
tomers that we've hardly noticed | 
the years go by. We do thank you | 
for the opportunity we've had to| 
serve you. We've enjoyed your 
friendship.” 


Carbone—Utica 


Carbone Motor Sales (Studebak- | 
er), 1216 Bleecker St., Utica, N. Y., | 
marked its 20th anniversary and 
opening of a used-car center with 
a large newspaper ad which car- ‘ 
ried a photo of the main building 
and Joseph A. Carone, owner. Standard Branches Out 

Said ad copy: “Time sure flies Standard Motors of Hector, 
. . . Seems like yesterday that we | Minn., has opened a branch used- 
started out. But that’s probably be-| car and truck outlet at Fairfax, 
cause we've been so busy, and so| Minn. 


Becker Motors, Inc., of Indian- 
|apolis, has been signed as distribu- 
'tor for Willys-Overland vehicles in 
central Indiana, it is announced by 
Howard O. Lund, general sales 
manager. 
| Headed by W. H. Becker, the | 
Becker company was established in 
Indianapolis six years ago. The 
|company’s principal building, con- 
|taining 30,000 square feet of floor | 
|space, is being renovated to house | Capital stock of the Stratton 
|modern parts and service depart-|Olds-Cadillac Co., Denison, Tex., 
|ments. Lot space of the establish-|has been increased to $100,000, the 
|} ment totals more than 60,000 square lsecretary of state’s office has been 


+ * 


* 


Stratton Ups Stock 


...and you se// the 
ea uae ELL 
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crty zorte 
coverage 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER, Editor and Publisher 
“Western New York’s Great Newspaper” 
KELLY-SMITH CO., National Representatives 


SIMPLE TO INSTALL 


COMPLETELY CONCEALED 
al 
QUICK—EASY TO USE 


ele 
- FLEXIBLE TUBE 


CAR-MON EXHAUST SYSTEMS 
FOR CAR DEALERS, GARAGES AND REPAIR SHOPS 


The newest and most effective way to remove dan- 
gerous carbon monoxide gas fumes from your garage 
or repair shop, for any number of cars. System com- 
pletely concealed, easily and economically installed 
in present building or new constructions. Permits 
exhaust testing while in operation. Improves work- 
ing conditions, safeguards employee’s health. Widely 
used a Cadillac, Buick, Oldsmobile, Ford, Chevrolet 
and Chrysler dealers. 


Investigate Car-Mon today— write for details. 


CAR-MON PRODUCTS CO. 


4552 N. BROADWAY CHICAGO 40, ILL. 





| feet. 
* * * 


Manning-Marino Quits 

Manning-Marino Motor Co., 
Youngstown, O., distributor for 
Hudson for 18 years and a Hud- 
son dealer for one year, an- 
nounces it is liquidating its busi- 
ness as of Aug. 1, 1949. 

Future plans for A. R. Marino 
and Charles Marino, partners, are 
not definite as yet, it was said. 
The buildings and used-car lots 
will be taken over on lease by 
J. D. Roller Cadillac Co. 


Not a Cure-All 
Botnick Cartoon Ad Shows 


Doc Mechanic 


Botnick Motor Corp., 215 Water 
St., Binghamton, N.Y., went after 
service business with a special pro- 
|motion on a “bumper to bumper” 
overhaul job. 

The promotion was launched with 
an eye-catching newspaper ad built 
|around a cartoon of a tired-looking 
automobile being checked by a 
mechanic with a stethoscope. Said 
the ad caption: “Bumper to 
Bumper—We’'ll Cure Your Car!” 


Copy continued: “No ‘quack’ 
promise, this! Not a single pre- 
scription that ‘cures everything’— 
but a careful and complete examin- 
ation and diagnosis by our factory- 
graduated specialists, who know 
your car from A to Z. 

“They will give it individual 
treatment from a massage (polish) 
to a major operation (motor over- 
haul) and take out every 
wheeze and whine, all jerks and 
jitters, every motor-murmur ,.. 
even give it an expert beauty treat- 
ment (complete paint job) —in 
record time and at a record low 


price.” 
* * * 


Three Dealers Appointed 


To Handle Austins 


Joseph Dudley, vice-president 
of Austin Motor Co., Ltd., an- 
nounces the appointment of Brit- 
ish Motors, Ltd., 5023 S. Main St., 
Kansas City; Small Car Motors 
Sales-Service, 3008 Summer Ave., 
Memphis, and Ray Motor Co., 
1005 Wilson Rd., Norfolk, Va., as 
dealers for British Austin auto- 
mobiles. 





* * * 


N. C. Local Elections 

Two local sections of the North | 
Carolina Automobile Dealers Assn. | 
have held elections of officers. The | 
Asheville ADA picked Edwin L. | 
Sams, president; Percy Yarbor- 
ough, vice-president and Charles C. | 

Ricker, secretary-treasurer, 
Fayetteville dealers have elected 
Jerome Clark, president; W. W. 
Wallace, vice-president and A. W. 
Wheatley, secretary-treasurer. Di- 
rectors are A. B. Carr, Frank 

Bailey and W. A. Dickinson. 
* ag * 


Peacock Sells Nash 


Bert M. Peacock is the new 
Nash dealer in Richmond, Calif. 
His firm will be known as Pea- 
cock Nash Co, He purchased the 
dealership from Nash Richmond 
Motors, of which Walter S. Rice 
was president and George A. 
Heusted, vice-president. 

* a * 


Feldman Joins Stenstrom 


Henry F. Feldman, who has been 
identified with the automobile busi- | 
ness in the San Francisco Bay area 
for the past 25 years, has been) 
appointed manager for Stenstrom | 
Buick Co. (Buick), San Rafael, | 
Calif. 

Feldman’s automotive experience | 
includes 16 years successively as | 
mechanic, shop foreman and serv- | 
ice manager for the Howard Auto- 
mobile Co., Oakland; three years as 


| advised. 


* * * 


Otto to Pollard 
Oscar Pollard has announced 
purchase of Otto Motor Co, 
(Chrysler), Freewater, Ore., from 


| Carlton Otto. The business will be 


known as Pollard Motor Co., Ore- 
gon, Ltd. 


* * * 


LaQuey—Odessa 

LaQuey Motor Co., Odessa, Tex., 
has been incorporated, according to 
the secretary of state’s office, The 
corporation’s capital stock is $50,- 
000, and incorporators are J. D. 
LaQuey, Louis R. LaQuey and Q. B. 
McMahon, 


* * * 


Combs Chevrolet 


Lake Wales Motors, Inc., (Chev- 
rolet), Lake Wales, Fla., has been 
sold by by Casey Laird to H. R. 
and R. W. Combs. The firm will be 
known as Combs Chevrolet, 

The new owners, a father-son 
partnership, have retained the en- 
tire personnel for their organiza- 
tion. J. L. Smith, manager under 
the former ownership, will be sales 
manger for Combs Chevrolet. 

* * * 


Harringan Joins Rick 


Edward Harringan, former per- 
sonnel director of the Packard 
turbo-jet experimental plant in 
Toledo, has been appointed gen- 
eral manager of J. R. Rick Co. 
(Dodge), New Castle, Pa. 


* * * 


O’Rouke Names Johnson 


J. L. (Larry) Johnson has been 
appointed new-car sales manager 
of O’Rourke Motor Sales (Buick), 
Toledo. 


* * * 


Dixon for Hudson 


G. F. (Gig) Dixon, a former 
DeSoto dealer, has taken over the 
Hudson deal in Toledo recently 
relinquished by Jamieson Bros. 
Motor Co, Burton Jamieson said 
the organization was closing be- 
cause it was set up primarily for a 








NAILED IN, NAILS OFF—Don Haynes, 


| America's most mobile man, paused at Ypsi- 
| lanti, Mich., during his nationwide marathon 


drive for a professional manicure by Mar- 
garet Barrie. To win $25,000 on a wager, 
Haynes must remain sealed in his Kaiser 
sedan for 14 months while driving at least 
140,000 miles, and visiting every state capi- 
tal. In the process, Haynes is making numer- 
ous personal appearances at Kaliser-Frazer 
dealerships. With doors welded shut, the car 
is equipped with hot and cold running water, 
chemical lavatory, collapsible bath tub, elec- 
tric fan and public address system. 


distributor operation instead of 
retailing. The Jamieson firm had 
been a Hudson distributor for 16 
years. 
. > * 
Frazier Chevrolet Co. 


Frazier Chevrolet Co., Inc., Bar- 
bourville, Ky., capital $25,000, has 
been incorporated by W. B. and 
Sudie J. Frazier and Xlotis Orange. 


> * . 


Snider Joins Ofgant 


Richard H. Snider, Wellesley 
Hills, Mass., for 20 years with Gen- 
eral Motors, has joined Edwin I. 
Ofgant, president of Ofgant Chev- 
rolet Co., as vice-president and 
general manager. 
+ 


. * 

J @,@ 
Special Edition 
Thompson Runs 8 Pages 

On Opening 

Del Thompson, owner of Contra 
Costa Motors (Buick) Richmond, 
Calif.. went all out to invite the 
public to attend an open house at 
his headquarters. 

Thompson issued the invitation in 
a special eight-page section of the 
Richmond Independent. Hundreds 
of persons responded to inspect the 
dealership’s $25,000 improvement 
program, inspect the new Buick 
and receive demonstrations. 

The renovation program served 
as the purpose for the open house. 
The front page of the section was 
in two colors, and included pictures 
of Thompson and of his head- 
quarters. 


a ALL EQUIPMENT MAKERS 
*®& & & THE THIRD ANNUAL 


National Automobile Dealers 
EQUIPMENT EXHIBITION 


will be held 


February 5-6-7-8, 1950 


CONVENTION HALL 
ATLANTIC CITY, N. J. 


at the same time as the Annual 
Convention of N.A.D.A. 


Address All Inquiries To: 
RAY CHAMBERLAIN, EXHIBITION MANAGER 
ROOM 807, 1026 I7TH ST. N.W., 
WASHINGTON, D. C. 





Road Law Uniformity 


NHUC Survey Finds That 25 States Have Adopted 
Some Type of Legislation 


| Carolina, North Dakota, South Da- 


WASHINGTON. — Progress to- 


wards uniform motor vehicle laws | kota, Vermont, 
| Wisconsin. 


Statutory amendments to con-| 


through the adoption of same part 
or substantially all of the uniform 
motor vehicle acts has been made 
by at least 25 states this year, 
according to the National Highway 
Users Conference. 

The Uniform Traffic Act (Act 
V), has received the greatest at- 
tention with conforming legisla- 
tion enacted in 20 states. In at 
least three states, Florida, South 
Carolina and Utah, virtually the 
entire Uniform Act was adopted 
by the legislatures. Oklahoma 
adopted major portions of Act V. 
Four states (Idaho, Indiana, Kan- 
sas and Wyoming) amended their 
laws to conform more closely to 
the size and weight provisions 
of Act V. 

Other states enacting one or 
more sections of Act V were Colo- 
rado, Maine, Michigan, Montana, 
New Hampshire, New York, North 


Waller Reveals 
Changes in Buick 


Field Personnel 


FLINT.—A series of changes in 
Buick’s field organization was an- 
nounced here last week by O. L. 
Waller, general sales manager, at 
the opening session of Buick’s first 
full-fledged sales convention. 

Waller announced that H. K. Pof- 





J. L. Bradshaw R. F. Blair 
fenberger, central regional zone 
manager, had resigned to accept a 
dealership at Fresno, Calif. Poffen- 
berger will be succeeded by J. L. 
Bradshaw, manager of the Detroit 
zone. At the same time the re- 
gional office will be transferred 
from Flint to Detroit. 

R. F. Blair, Pittsburgh zone man- 
ager, will be moved to Detroit—a 
larger zone—to succeed Bradshaw. 
W. M. McCrocklin, assistant zone 
manager in Detroit, was named 


Pittsburgh zone manager to suc- | 


ceed Blair. 

The duties of J. B. Nash, assist- 
ant general sales manager with 
headquarters in Chicago, will be 

expanded. Here- 
after the midwest 
regional manager 
and the Pacific 
regional manager 
will be directly 
responsible to 
Nash. 

Frank Bridge, 
Chicago zone 
manager, be- 
comes the new 
midwest regional 

Frank Bridge manager. George 
Ruhe, assistant parts and accessory 


manager in Flint, goes to Chicago | 
|been Minneapolis district manager | 


as zone manager. 


R. J. Waller, parts and accessory | 


manager in the St. Louis zone, has 
been named assistant zone manager 
in St. Louis. W. C. Curry, of the 
merchandising department in Flint, 
is transferred to Kansas City as 
district manager. 


| for Crosley in Seattle and Portland. 
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Washington and 


form more closely to Act II (the 
Uniform Drivers’ License Law) 
were enacted in seven states— 
Colorado, Kansas, Nebraska, Ne- 
vada, Ohio, Oklahoma and Wis- 
consin. 


Steps towards closer uniformity 
with the Uniform Certificate of 
Title Law (Act I) were taken in 
Arkansas, Colorado, Florida, Idaho 
and Tennessee. The latter state 
enacted substantially all of the law 
except dealers’ license provisions. 

Provisions of Act III, the Uni- 

form Motor Vehicle Civil Liability 

Act relating to service of process, 





were adopted in Nebraska and 
South Carolina. 

The Michigan law adopted the 
principle of the Uniform Code 
through acceptance of the number- 
ing system as well as some sub- 
stantive details. 

In 19 of these states, the com- 
parison workbooks provided by 
NHUC have been used and com- 
pleted or are being used. State 
highway users conferences along 
with public officials and other 
groups have been cooperating in 
this activity. 


Crosley Appoints 
3 More K-F Men 
To Sales Posts 


CINCINNATI.—The appointment 
of Clifford F. Steib, Kenneth G. 
Lewis and David F. Todd, all for- 
mer Kaiser-Frazer sales executives, 
to regional manager posts for Cros- 
ley Motors, Inc., was announced 
last week by Powel Crosley jr., 
company president. 

Steib was named regional head 


Steib joined Kaiser-Frazer after 
seven years’ service as an automo- | 
tive merchandise manager for 





C. F. Steib K. G. Lewis 
Montgomery Ward. He was first 
a K-F dealer, and 
later a_ district 
manager for K-F 
at Minneapolis. 

Lewis was 
named Crosley 
sales head in New 
England, his ter- 
ritory comprising 
Maine, New 
Hampshire, Ver- 
mont and Rhode 
Island. Before 
joining Crosley, D. F. Todd 
Lewis was New England manager 
for K-F. 

Todd heads Crosley sales in Mis- 
souri, Kansas and Oklahoma. Pre- 
vious to joining Crosley he had | 


and later regional manager at Des | 
Moines for K-F. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive | 
method of reaching the men who want | 
what you have or have what you want! 
See the back pages of this issue, 


FREEPOR' 


fess 3 


éA7 


IN THE AMVET PARADE IN ILLINOIS—When the convention was held last month in 
Freeport, Lincoln-Mercury dealer Gene Marchesi made sure his products were well repre- 
sented. In addition to the float above, which was pulled by a Lincoln Cosmopolitan, a 
Mercury convertible led the parade with Amvet officials. fhe Anglia was borrowed for the 


occasion. 


Dealers Advised to Require 


Separate Reports 


(Continued from Page 3) 


new car or truck, be charged 
against the used-car and truck de- 
partment rather than being charged 
against the new section? When a 
dealer allows a price on a used car 
traded in on a new-car sale, over 
and above the market value of the 
used car, he is definitely spending 
this money in order to sell the new 
car. This specific amount of over- 
allowance, in my estimation, should 
be classified as an additional cost 
of the new car, or as a commis- 
sion or bonus expense paid to sell 
the new car, and it should be de- 
ducted directly from the prime 
gross profit or the selling profit 
that is derived from the sale of 
the new car. 
* . ea 

JFOWEVER, any over-allowance 

made on a used car traded in 
on a used car, or what we com- 
monly term a used-car trade down, 
should be charged against the 
used-car department and not the 
new-car section. Of course, when 
you analyze your own financial and 
operating statement you can make 
this adjustment on your copy for 
analytical purposes. 

It is my opinion that a much 
better job will be accomplished 
by each department manager if 
he is required to stand on his 
own, When you start combining 
the operations of the new and 
used-car departments, this makes 
it almost impossible for the used 
and the new-car managers to 
make any kind of a showing in 
their respective departments. 

The latter should expect his de- 
partment to absorb any and all 
expenses required to obtain his 
new-car volume, and the used-car 
manager should only be held ac- 
countable and responsible for those 
expenses incurred by his depart- 
ment in the movement of used cars. 
Therefore, the used-car manager, in 
order to protect the interest of his 
department, should insist that the 
used car traded in on the new car 
be charged to his department on 
the basis of a fair resale value. 
Then if his department holds the 


11 Ford Dealers 


Face Fines on 


Political Count 


DETROIT.—AIll 11 of the Wayne 
county Ford dealers indicted for 
making illegal contributions to the 
Republican party campaign funds 
have pleaded “no defense” in fed- 
eral court here. 

The plea subjects the dealers to 
punishment by the court. The max- 
imum penalty for the offending 
corporations is a $5,000 fine. Fed- 
eral Judge Arthur F. Lederle said 
that he would set a sentencing 





| date later. 


Similar charges of illegal contri- 


| butions against one official of each 


indicted firm were dropped at the 


* |request of James Saltez, assistant 


PACKARD FACTORY RETAIL OUTLET IN CHICAGO—Construction work has begun on 
this two-story showroom and administrative office building. At N. LaSalle and Eugenie Sts., 
the structure will culminate the firm's $2,000,000 development program in Chicago. The 


ground floor will house a 3,500-square-foot "showcase" display room and a 7,500-square-foot | 





executive garage while the 8,200-square-foot second floor will be devoted to administrative 


offices for the Midwestern region and the Chicago zone. Wayne R. Bellows, Midwestern 
regional manager, said completion is expected by midwinter. 


| 


district attorney. 

The 11 firms awaiting sentence 
and the amounts they are accused 
of contributing are: Alfred F. 
Steiner Co., $500; Park Motor Sales 
Co., $500; Northlawn Motor Sales, 
Inc., $500; Bryant Motor Sales, 
$150; J. B. Cote, Inc., $984; W. B. 
Deyo Co., $750; Frost-Avis, Inc., 
$500; Gilbert Motor Sales, Inc., 


|River Rouge, $480; Allan & Locke 


Motors, Inc., Northville, $100; Tom 
Boyd, Inc., Grosse Pointe Park, 
$200, and C. Creed, Inc. (now 
known as The Harrisons, Inc.), 
Wayne, $250. 


used car too long and a deprecia- 

tion loss is incurred, the loss should 

then be charged to his department. 
* + * 

LSO when the used-car man- 

ager takes the car traded in on 
a new-car deal, he should check 
the estimated cost for recondition- 
ing as included in the original deal, 
to make sure that additional re- 
conditioning costs will not be in- 
curred in order to sell the used car. 
Again where additional recondition- 
ing charges are made necessary by 
the holding of used cars in the 
used-car department, then this de- 
partment should be expected to ab- 
sorb these charges. 

In addition to holding the new 
and used-car managers respon- 
sible for the final net profit or 
loss results in their respective 
departments, it is my suggestion 
that the general manager or the 
dealer require his accounting de- 
partment to keep an individual 
record card on each deal which 
would show the final net profit 
or loss on the combined trans- 
action. 

Most dealers are probably being 
furnished with this information at 
the present time by their account- 
ing department. However, if you 
are not receiving this type of in- 
formation from your accounting de- 
partment, it would be my sugges- 
tion that you start obtaining it 
right now. 

Next Week: Another article in 
the series. 


Carr Heads Up 
Packard Parts 


DETROIT.—J. A. Carr has been 
| promoted to manager of the parts 
and service de- 
partment of 
Packard Motor 
Car Co., announ- 
ced by Karl M. 
Greiner, sales 

vice-president. 
Carr returns to 
the factory after 
serving in an ex- 
ecutive capacity 
in the company’s 
midwestern re- 
J. A. Carr gion since early 
this year. Prior to taking the field 
| position, he had been service pro- 
|motion manager since November, 
| 1947, 








Olds Presses 
Expansion Work 
At Main Plant 


LANSING. — Two major expan- 
sion projects, designed to substan- 
tially increase production capacity, 
are now being pushed to completion 
at the Oldsmobile main plant’ in 
Lansing, according to S. E. Skinner, 
general manager. 

By Aug. 1, enlargement and re- 
arrangement of Oldsmobile’s new 
engine plant is to be finished and 
the original capacity of 30 eight- 
cylinder Rocket engines per hour 
will have been raised to 60 per hour. 

The second project, which is 
scheduled for completion before the 
start of the new year, calls for the 
conversion of two existing buildings 
into a new final assembly plant. 
Capacity of the new assembly plant 
will be 80 cars per hour, Area will 
comprise more than half a million 
square feet of working space. 

Companion projects in connection 
with the new assembly plant are 
a large marshalling area to facili- 
tate drive-aways, and a new-car 
conditioning plant to provide ex- 
panded retail customer delivery 
service. 

Skinner stated that a total of 
approximately 80,000 square feet of 
work space has been added to the 
Rocket engine plant, bringing the 
area up to more than 246,000 square 
feet. He noted also that the engine 
plant conveyor system now extend- 
ed to approximately four miles in 
length, that the engine assembly 
line was now 476 feet long, and the 
redesigned conveyor system was 
now able to remove 4%tons of cast 
iron chips per hour. 

Plans for the construction of the 
new final assembly plant also call 
for the use of model layouts to 
accomplish the preliminary work. 


To keep pace with the new as- 
sembly plant capacity, facilities for 
the receiving of materials will be 
improved by the addition of new 
truck docks designed to handle an 
average of 150 trucks daily. 


Woolsey Gets Post 
In Dodge Truck — 


DETROIT.—Appointment of Wil- 

liam S. Woolsey as truck sales 
supervisor was announced last 
week by E. C. Quinn general 
sales manager of 
Dodge division, 
Chrysler Corp. 
Woolsey will 
serve on the staff 
of L. F. VanNort- 
wick, director of 
truck sales, and 
will coordinate 
the truck sales 
activities of the 
20 national Dodge 
regions. 

Woolsey was W. S. Woolsey 
serving as Minneapolis regional 
manager for Dodge at the time of 
his new appointment. He has had 
30 years of truck and automotive 
experience. He joined Dodge in 1939 
as district truck manager in the 
Pittsburgh region and a year later 
was promoted to regional truck 
manager of that region. Before 
taking the Minneapolis post, he 
served as San Francisco city man- 
ager and later as assistant regional 
manager of the San Francisco re- 
gion. 


SALES STIMULATOR—Using the idea of a world series, tagged with the Champion name 
of a Studebaker model, Studebaker Pacific Corp. is getting results from dealers and their 
salesmen of the Los Angeles Metropolitan Studebaker Dealers Assn. Cups and money awards 
are being passed out, and the various cities and towns are split into three leagues—Ameri- 
can, National and Pacific Coast. Toward the end of June, El Monte was leading all three 
leagues. At a breakfast of the association, sponsored by the West Coast assembly plant 
organization (left to right): E. L. Strop of El Monte, temporary holder of Champion sweep- 
stakes cup; Phil Rauch of Burbank, top man in Pacific Coast league; Clyde Riley, regional 


manager of Studebaker Pacific; 


Phil Morgan, 


leading the National League, end Bruce 


Allington, top man in the American League. The contest ends July 20 and that's when, 
among other prizes and trophies, a grand prize of $1,000 will be copped by some go-getting 


dealer or salesman. 
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Highways & Safety... 


President Advocates 
$11 Billion Program 
A a ey Sas nies < fe Some of the report’s recommen- 


dations: 
$11 billion in terms of 1948 costs,| 1. While work could be spread 
was recommended to “streamline” |over 20 years, with a “minimum” 
the interstate highway system. 


annual state-federal expenditure = 
$500 million, national defense needs 

TE os ote griagy Saree gr wang Bar require “a substantially more rap- 

dent Truman iene te pummuention Sieg Wilkes pessiy i bene pee 
1 on yearly is being spen 

by the Public Roads Administra- 

tion in consultation with other na- on the system. 

tional and state officials, Truman 2. Congress is urged to con- 

called the report a “useful docu-| sider authorizing additional fed- 

ment” and recommended that Con-| eral appropriations (additional to 

gress consider it as part of the 


other federal aid funds) ear- 
general program of highway aid. marked for expenditure only on 





| 





Quantity 
PRODUCTION 


i 
GREY IRON CASTINGS 
ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


eel RING PLANT 


CHATTANOOGA 2, TENNESSEE 





UNUSUAL OPPORTUNITY 


FOR AUTOMOBILE 
SALES EXECUTIVE 
On Sales Manager’s Staff, Hudson Motor Car Co. 


Here is an attractive opening for the highest-type automotive 
sales executive with a company whose future is bright, and 
whose product—the New Hudson—is riding a rising tide of 


popularity. 


The man selected must have recent experience as an auto- 
mobile zone manager or manager of a factory branch, and he 
must be familiar with all phases of zone or branch office 
operation. 


This is an important and responsible position in our organ- 
ization and it is compensated accordingly. 


If you meet the specific experience requirements outlined 
above, we would like to hear from you by mail, with an out- 
line of your business activity for the last five or ten years, and 
information as to your age and marital status. Enclose a 
recent snapshot of yourself, if possible. 


But do not wire or phone! No interviews will be arranged in 
advance of the above written information. Your reply will be 
held in the strictest confidence. Address your letter to N. K. 
VanDerzee, Sales Manager, Hudson Motor Car Company, De- 
troit 14, Michigan. 





| urban and rural sections of the 


system. 


| 


| 


3. Because of the extraordinary | 


national interest attaching to the 
system, the ratio of federal cash 
to state cash should be raised from 
the present 50-50 matching require- 
ment. 

4. These additional grants would 
be “proportionate” so that a com- 
parable rate of improvement could 
be made by the several states. 


5. States would be permitted to 
borrow for these improvements, 
and use future allotments of fed- 
eral funds to pay off the indebted- 
ness, thus allowing a speedup on 
highway reconstruction on _ inter- 
state system links. 


6. Continued authorization of 
other federal aid funds “at rates 
not less than those established by 
the federal aid highway act of 
1948.” (Some $75 million in federal 
funds are currently going into the 
interstate system, while $450 mil- 
lion annually is authorized for to- 
tal federal aid in fiscal 1950 and 
1951.) 

* + +. 


REPORT says that all but 
1,900 miles of the 31,831 miles of 
the interstate system in rural areas 
require improvement to bring these 
routes up to standards recommend- 
ed for existing traffic volume, and 
the same is true of all but 398 
miles of the 5,969 miles in urban 
(cities of more than 5,000 popula- 
tion) areas. 


One section of the report states 
that if the contemplated improve- 
ments had been in existence in 
1948, an estimated 1,400 lives lost 
in traffic would have been saved, 
and “the saving in travel time, 
valued at a cent a minute, would 
have amounted approximately to | 
four-fifths of an annual installment 
of the estimated costs of the im- 
provement, amortized over a period 
of 20 years.” 


Another section reports that 
“the present inadequacy of sur- 
face width is a much more seri- 
ous deficiency of the system than 
the inadequacy of surface type. 
More than two-thirds of the rural 
mileage has surfaces that are 
too narrow.” 
The interstate system, as pres- 

ently constituted, connects almost | 
all U. S. cities of more than 50,000 
population. It is a “system within 
a system,” as the primary federal | 
aid system’s mileage is 231,977. 


The total estimated cost of the 
interstate system improvements 
was put at $11,266,000,000, based on 
1948 costs. However, news dis- 
patches recently have reported a 
decline in these costs. Of the $11 
billion figure, $5,293,000,000 would 
be used in urban areas and $5,973,- 
000,000 on rural sections. 

* * 


PRA Changes Name; 


Under New Agency 

Transfer of the Public Roads Ad- 
ministration to the newly-created 
General Services Administration 
has been effected as part of reor- 
ganization of the executive branch 
of the federal government. The 
Federal Property and Administra- 
tive Services Act of 1949 provides 
that the PRA will be known here- 
after as the Bureau of Public 
Roads. 


This law, in abolishing the Fed- 
eral Works Agency, of which the 
Public Roads Administration was a 
part, transfers to the administrator 
of the General Services Adminis- 
tration all functions of the Federal 
Works Agency, including the Pub- 
lic Roads Administration. 


Meanwhile, President Truman, 
under authority of the Reorganiza- 
tion Act of 1949, ordered the trans- 
fer of the Public Roads Adminis- 
tration to the Department of Com- | 
merce. This will become effective | 
Aug. 19 if neither house of Con-| 
ag passes an opposing resolu- | 
ion. 





* + * 
Hands Appointed 


Appointment of O. F. (Onie) | 


Hands of Hands Motor Co., Louis- || 
ville, as state chairman of the Ken- |; 


tucky Inter-Industry Highway 
Safety Committee has been an- 
nounced by Orville Harrod, presi- 
dent of the Kentucky Automobile 
Dealers Assn. 

* * * 


Road Construction Bids 


Show Decline in Utah 


The Utah road commission re- 
ports that low bids on five road 
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FORDS GO TO MICHIGAN STATE POLICE—Hi Dawson, Detroit Ford dealer, center, is 
shown with a portion of the fleet of 40 cars he delivered recently to headquarters at East 
Lansing. The cars were stock model two-door sedans except for the addition of heavy output 


enerators. Standing with Dawson are C. B. Ewers, Dearborn district manager, and Tom 
Eitzgibbon, right, general sales manager for Hi Dawson, Inc. 


Ilderton Opens Home 

A two-day grand opening was 
held by Horace G, Ilderton, Inc. 
(Dodge), High Point, N.C., to let 
‘the public view its new salesroom 
and service section. 

Prizes, including a $250 credit 
memorandum for a new Dodge, 
were given away. Clyde H. Hoppe 
is general manager of the dealer- 
ship. 


construction projects totaled 9 per- 
cent below the commission's esti- 
mates. 

The National Highway Users 
Conference termed this a sharp 
reversal of the trend of recent 
years, which has seen road con- 
struction costs almost invariably 
exceeding estimates. The same 
thing has happened in other states 
recently, the NHUC said. 


San Diego 
SPECIALTY 
l, SHOP 


advertising 
*gives The UNION 
and TRIBUNE-SUN 


ts 

* 83.9% 
LEADERSHIP 

SMART buyers, these 


San Diego women! Media Records figures prove that 
they know where to look for style and value! . 
YOU can make a smart advertising buy in SAN 
DIEGO. Concentrate in the ONE San Diego advertis- 
ing medium that delivers overwhelming coverage, 
plus selling impact. Spend YOUR money the way 
San Diego’s 
smart Specialty 
Shop owners 
spend theirs. 

















The UNION and TRIBUNE-SUN 


carried 637,890 lines, or 83.9% 
of all Specialty Shop advertising 
in San Diego during 1948. 


Ask the West-Holliday Man! 
All the News with Partiality to None’”’ 


é 


UNION and TRIBUNE-SUN 


Union Tribune Publishing Co., San Diego 12, California 
REPRESENTED NATIONALLY BY WEST-HOLLIDAY CO., Inc. 


New York « Chicago « Denver « Seattle + Portland + San Francisco + Los Angeles 
















Our New Prices Are the Lowest Yet 


LICENSE PLATE CLIP 


Hasse 


e BRIGHT CADMIUM RUSTPROOF FINISH 
@ STRONG TENSION SPRING, DOUBLE LOOP 


45¢ Each | 


35c Ea. in 








GUARANTEED BY MANUFACTURER 
LIMITED SUPPLY. ORDER NOW, 


Postpaid on 1-Doz, Orders or More. 
Enclose 10¢ Postage on small orders, 
Attractive Offer for Jobbers. 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. Y. Devt. AN 4 


One Doz. Lots 
Immed. Delivery 
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Calif. Boosts Sales Tax 


To Wartime 3 Percent 


California’s sales tax rate has in- 
creased from 2% to 3 percent, 
marking a return to the regular 
rate of six years ago. 

The state personal income and 
corporation income tax rates will 
also go up after Jan. 1. The cor- 
poration tax will increase 15 per- 
cent and exemptions under the 
present personal income tax will 
be lowered. Now, Californians do 
not have to pay any state income 
tax if they are married and earn 
less than $4,500 a year or $3,000 a 
year if single. After Jan. 1 the 
new levels will be $2,000 single and 
$3,500 married. 


N. D. Retailers Must Pay 


Tax on Gross Sales 


A ruling handed down July 2 by 
the North Dakota attorney gen- 
eral’s office held that retailers must 
continue to pay a state tax of 2 
percent upon the gross receipts of 
their sales despite the fact that, 
under a new law, they cannot col- 
lect the state sales tax on items 
selling under 25 cents. 

State tax commissioner John 
Gray sought the attorney general’s 
opinion after a group of retailers 
had indicated they would seek a 
court test of the statute unless 
they were granted exemption from 
remitting on their sales under 25 
cents. 

oa + * 


Del. Governor Vetoes Bill 


To Regulate Time Sales 

A bill to regulate retail install- 
ment sales in Delaware, of mer- 
chandise costing up to $3,000, was 
pocket vetoed July 3 by Gov. Elbert 
N. Carvel. 

The measure called for licensing 
of all persons and companies en- 
gaged in the sales finance busi- 
ness, provided for full disclosure 
of contract terms and contained 
other provisions aimed at eliminat- 
ing abuses. 

+ * + 
Missouri’s Gas Tax , 


Pumped to 4 Cents 
A bill increasing Missouri's gaso- 
line tax rate from 2 to 4 cents a 
gallon was given final passage by 
the Missouri Legislature and sent 
for signature to Gov. Forrest 
Smith, who had advocated the tax 
boost as a means of raising revenue 
for an expanded road construction 
program. 
* + * 


Calif. Measure Requires 
2 Wipers on All Cars 


Gov. Earl Warren of California, 


has signed into law a bill which, | 
require | 
every automobile registered in the | 


starting next year, will 
state to be equipped with two wind- 
shield wipers capable of operation 
at all times and under all condi- 
tions. The measure will exempt 


motorcycles and motor scooters. 
+ * * 





Legislative Fight 
On Big Trucks 
Feared in West 


A major fight for its existence | 
will be faced by the heavy-truck | 


industry in the West during 1951 
state legislative sessions, warned 
John Springer, president of the 
Western Highway Institute, San 
Francisco, 
final session of the 17th annual 





in an address at the| 


convention of the Utah Motor 
Transport Assn. 

“People are after the heavy 
truck,” Springer declared. “The| 


public is holding the organized 
trucking industry responsible for 
every infraction of rules committed 
by all trucks.” 

Citing a “latent hostility” toward 
trucks that he said is fanned by 
other long-haul freight interests, 


Springer declared that to overcome | 


such hostility, truckers must con- 
tinue a vigilant program of self- 
policing and eliminate overloads, 
unnecessary noise and excessive 
speeds. 

Another resolution of the group 


calls for repeal of the federal trans- | 


portation excise tax which, truckers | 
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i | and endorsement of Senate amend- 
h d : ™ '|}ments is expected. 
In the Hopper | 


contend, works a hardship on the 
for-hire segment of the motor car- 
rier industry. 

Economic importance of the 
trucking industry was stressed by 
Herman DeWitt Horton, president 
of the American Trucking Assns., 
in an address at a joint meeting 
of the Utah trucking group, the 
Salt Lake Exchange Club and the 
Salt Lake City chamber of com- 
merce. He pointed out that the 
trucking industry provides jobs for 
4,000,000 persons and pays special 
taxes amounting to $1,032,000,000 


each year. 
” + * 


Enactment of Sales Tax 
Advocated in Virginia 
Promotion and support of a pro- 
posal for enactment of a state sales 
tax in Virginia was urged upon 
county officials in a letter from the 
League of Virginia Counties. 
Signed by Channing H. Moon, 
league president, the letter de- 
clared that Virginia counties and 
cities now “face a serious threat to 











WILLIAMS MEETS CHICAGO NEWSPAPERMEN—Newly-appointed Lincoln-Mercury Mi 


west region sales manager 


R. F. Williams (seated left) was introduced recently to the press 


at a reception in Chicago. Shown with Williams are (seated) Joseph E. Bayne, L-M general 


sales manager; Joe Hall, Chicago district manager, and R. 
District pantaere standing are (left to right) R. F. 
. A. Gilmore, Memphis: J. 


manager. 
Thompson, Des Moines; 
Minneapolis-St. Paul. 


their ability to function and that 
real estate taxes will be increased 
unless the state makes available 
to the localities additional sources 
of revenue, 

The sales tax proposal is expected 
to be one of the major issues dur- 
ing the 1950 session of the Virginia 
Legislature. 


H. Neely, St. Louis district 
Lynn, Verses City; R ‘ 
F. Giles, Dallas, and R. H. Cotherrnan, 


Tex. Vehicle Sales Tax 
Senate approval has been given 
to a bill that permits Texas coun- 
ties to collect a one-half percent 
motor vehicle sales tax. To become 


33 


The state already collects a 1 
percent excise tax on the transfer 
of motor vehicles, and the new bill 
will bring the amount collected in 
all to 1% percent if all counties 
take advantage of the new law. 

Revenue to counties from the 
levy is expected to be around $5,- 
000,000 a year. 

* + Bo 


Mo. House Refuses Change 


In Driver Exam Bill 

Missouri’s house on July 1 re- 
fused to accept a state senate sub- 
stitute for a house bill requiring 


g.|examination of motor vehicle 


drivers. 

The senate version of the pro- 
posed legislation was opposed 
mainly on the ground that it had 
left provision for only limited ap- 
peal after a driver's license had 


been revoked. 
+ * * 


Vt. Ups Gas Tax 


Vermont’s gasoline tax has been 
increased a half-cent per gallon, 


law the bill must be approved by/as a 10 percent state tax increase 
the house and signed by the gover- 
nor. The House previously had ap- 
proved the bill in another form 





was placed in effect. Vermont now 
taxes gasoline a total of 6% cents 
a gallon. 
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Eight Lower Employer Fees .. . 





Idle Worker Benefits 
Expanded by 19 States 


NEW YORK.—Unemployment this year by the legislatures of at 


compensation laws were liberalized | !east 19 states, while bills provid- 





HIT HARDER 


at Buffalo’s New Car 
Buyers . . . Use the 
Courier-Express 


@ In 1948 the Courier-Express 
carried over half of all national 
automotive linage in Buffalo. 
It has led in this classification 
for six years... proof that it sells 
new cars, tires and accessories. 
You, too, reach Buffalo buying 
power more economically in 
this favorite morning and Sun- 
day newspaper. 

Remember, your dollar in the 
Courier-Express buys greater 
impact on the families with 
more money to spend, 












BUYING 
Burrrlap? 


Weel, it's wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...foiks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 












“Each year Bemis de- 
termines the grading 
of burlap from Indian 
jute mills. Bemis- grad- 
ing is accepted by 
producers and users 
alike as the standard Cleveland « 
for brntay» quality. 











BEMIS 


Detroit « Chicago « St. Louis 
Indianapolis 
and other principal _ cities. 


ing for lower unemployment com- 
| pensation tax contributions by em- 
|ployers were enacted in eight 
| states, a survey discloses. 


As both types of new laws con- | 


|tinue the trend of recent years, 
current-year developments show a 
| slowing down in the rate of enact- 
ments benefiting employers. In 
| 1947, the last heavy year of state 
| legislative activity, bills providing 
|for lower unemployment tax con- 
| tributions by employers were en- 
acted in some 15 states and bene- 
fits to workers were liberalized in 
} at least nine. 


Last year, when comparatively 
| few legislatures convened, four 
states enacted measures provid- 
ing for both lower tax contribu- 
tions by employers and more 
liberal benefits to recipients. 
Bills liberalizing unemployment 
compensation laws through higher 
benefit payments, extended dura- 
tion of payments, shorter waiting 
periods before payments start, or 
in other respects, were enacted 
this year in Connecticut, Delaware, 
Kansas, Illinois, Maine, Michigan, 
Minnesota, Montana, Nebraska, 
New Hampshire, North Carolina, 
Ohio, Oklahoma, Pennsylvania, 
Texas, Tennessee, Vermont, Wash- 
ington and Wisconsin. 
_ Measures providing for lower to- 
tal unemployment compensation 
tax contributions by employers 
were enacted in Kansas, Minne- 
sota, North Carolina, North Da- 





kota, Oklahoma, Oregon, Pennsyl- | 


vania and Texas. Bills beneficial 
to employers from the tax view- 
point, although not providing low- 
er rates, were enacted in Rhode Is- 
land and Utah. 

Kansas employers will save ap- 
proximately $2,500,000 a year in un- 
employment compensation taxes as 
a result of new legislation freez- 
ing the state unemployment re- 
serve fund at $50,000,000 instead 
of $62,000,000. The new law also 
boosted maximum weekly benefits 
from $18 to $25 for a maximum of 
20 weeks. 

A bill reducing the unemploy- 
ment insurance contribution rate 
for employers from five-tenths of 

1 percent to one-tenth of 1 per- 
cent, for an estimated savings of 
$6,500,000 a year, was enacted in 
Minnesota. It also boosted week- 
ly benefits from $20 to $25, and 
cut the waiting period from two 
weeks to one. 

Legislation both increasing bene- 
fits and reducing unemployment 
compensation taxes was enacted in 
North Carolina. The scale of bene- 
fit payments was increased to a 
maximum of $25 per week, and the 
duration period boosted from 12 to 
20 weeks a year. 

Oklahoma’s legislature enacted a 
bill providing an adjustment in 
payroll taxes to give a minimum 
3 mills reduction, estimated to re- 
sult in total tax savings of $1,400,- 
000 annually to employers. The 
measure also increased maximum 
benefits from $18 to $22 a week 
and the maximum duration of ben- 
efits from 20 to 22 wecks. 

Approved by the Pennsylvania 
legislature was a bill expected to 
Save employers between $6,000,000 
to $8,000,000 annually. It establishes 
an employer-reserve system of con- 
tributions which had been eagerly 


|turing interests. Another new 
| Pennsylvania law boosts maximum 
| weekly benefits from $20 to $25. 

Texas employers are expected 
to save $10,000,000 a year as the 
result of a new law lowering the 
minimum rate employers pay for 
unemployment compensation. The 
measure also increased weekly 
benefit payments from $18 to $20 
and extended the maximum dura- 
tion of such benefits from 18 to 
24 weeks. 
| Contributions from Oregon em- 
ployers are expected to be reduced 
| by some $4,243,000 when new ex- 
| perience rates, approved by the 1949 
legislature, take effect on 1950 
| payrolls. A bill reducing employ- 
|ers’ contributions to the state un- 
employment commission fund also 
was enacted in North Dakota. 

A modified merit rating plan for 


Chrysler Names 
Three Regional 
Heads in South 


DETROIT.—Appointment of two 
new regional managers and the 
transfer of another to a new sta- 
tion is announced by Joseph A. 
O'Malley, general sales manager of 
the Chrysler division, Chrysler 
Corp. 

Claude B. Nichols, for the last 
two years regional manager in At- 








C. B, Nichols Cc, R. Curtan 


lanta, was transferred to the Dal- 
las region, replacing Arthur J. 
Wilson, who resigned. Nichols is 
a veteran of 30 years in the auto- 
|mobile business, 14 years of his 
| service being with Chrysler. After 
spending some time as a district 
manager in the Kansas City re- 
gion, he was made head of the El 
Paso region late in 1944. He was 
transferred to Atlanta in April, 
1947. He spent two years in the 
Evansville Ordnance plant operat- 
ed by Chrysler during the war. 


Succeeding Nichols as Atlanta 
regional manager is Cornelius R. 
Curtan, promoted from district 
manager in the New Orleans re- 
gion. Curtan has been in the auto- 
mobile business since 1938. He 
joined the Chrysler division in Jan- 
uary, 1946, and 
was assigned to 
the Omaha region 
as district man- 
ager, being trans- 
ferred to the New 
Orleans region in 
the same capacity 
in October, 1947. 

Don W. McKay 
has been named 
regional manager 
in the New Or- 

Don W. McKay leans region, suc- 
| ceeding Fred J. O’Meara, resigned. 
| McKay was promoted from district 
|}manager in the Atlanta region, 
| where he has been serving Chrys- 
|ler since March, 1947. He has been 
in the automobile business since 
| 1932, and has had a variety of ex- 
|perience both in manufacturing 
;and in sales. During the war he 
| was in charge of the trailer manu- 

facturing program in thee office of 
the Chief of Ordnance, Detroit. 














department and office area to make room for additional parts department space. 
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| sought by business and manufac- 





TODAY'S LESSON: HOW TO SELL MORE TRUCKS—Proper use of the various sales aids 
and merchandising tools offered by Chevrolet featured the truck training school at Jefferson 
City, Mo., attended by these retail salesmen of the St. Louis zone. More than 135 salesmen 

| have recently attended sessions of the school held throughout the zone under the direction 
of H. J. Glynn, zone truck manager, and Frank C. Heidel, district manager. 





employer contributions was enact- | have earned ‘from a covered em- 
ed in Rhode Island under which| ployer in the base period of four 


employers, effective July 1, 1949, | 


will pay rates ranging between 2.1 
and 2.7 percent of their total pay- 
rolls. They had been contributing 
between 1.3 and 2.7 percent of pay- 
rolls, but without the new legisla- 
tion, merit rating would have been 
suspended entirely on July 1 be- 
cause the state reserve fund had 
fallen below 8 percent of the state’s 
total taxable payroll. 

Utah’s legislature enacted a bill 
to continue a payroll variation for- 
mula for computing unemployment 
compensation tax rates. Employers 
favored continuance of the law, 
which was originally enacted in 
1947. 

A bill extending the maximum 
duration of unemployment com- 
pensation benefits from 22 to 26 
weeks was enacted in Connecti- 
cut. Approved in Delaware was 
@ measure increasing maximum 
weekly benefits from $18 to $25, 
and extending the duration pe- 
riod maximum from 22 to 26 
weeks. Illinois boosted maximum 
benefits from $20 to $25 a week. 

Enacted in Maine was a bill in- 
creasing maximum weekly unem- 
ployment benefits from $20 to $25, 
and maximum amounts payable in 
a year from $400 to $500. Michi- 
gan’s legislature boosted benefits 
by some 20 percent, allowing a 
maximum of $24 per week for un- 
employed workers having no chil- 
dren and $2 per child for up to four 
children—a total of $32 per week 
for a worker with four children 
for 20 weeks. 

Montana increased unemploy- 
ment benefits from $18 for 16 weeks 
to $20 for 18 weeks. Nebraska 
raised benefits from $18 a week 
for a maximum of 18 weeks to $20 
a week for 20 weeks; cut the wait- 
ing period from two weeks to one, 
and increased from $200 to $300 
the amount an applicant must 


Wisconsin Faces 
Further Battle 
On Checkup Bill 


MADISON, Wis.—Sponsors of the 
compulsory motor vehicle inspec- 
tion bill will seek to persuade the 
legislature when it returns to the 
capitol in September to override 
Gov. Rennebohm’s veto of the 
measure, it was learned here. 

The record of support of the bill, 
sponsored by the Wisconsin Auto- 
motive Trades Assn. and endorsed 
by a highway safety sub-committee 
of the legislative council, gives the 
sponsors some reason to hope that 
they can pass it in spite of the 
governor’s objection, 

It had been approved earlier in 
the senate by a vote of 18 to 7, and 
in the assembly 68 to 18, more than 
a sufficient margin for the two- 
thirds vote required to defy a 


| gubernatorial veto. 


HANDLES BUICK IN MOORESTOWN, N. J.—This is the new showroom cf Moorestown | 
Motor Co. in addition to the new showroom, the company completely renovated its parts | 


‘ 


In his message to the legislature 
objecting to the bill, Gov. Renne- 
bohm raised the points debated in 
the legislature during the several 
sessions that a compulsory inspec- 
tion system was considered. 

“A relatively small percentage of 
the total reported accidents in this 
State can be traced to defective 
brakes, headlights, exhausts, win- 
dows or windshields. While it is 
true that this type of inspection 
might conceivably reduce this small 
percentage, it is my belief that the 
harassment of the motorists, the 
time and the energy required to ad- 
minister it, and the costs involved 
are out of proportion to the results 
that could be obtained,” he said. 

He also observed that policemen 
can now order defective vehicles 
off the roads. 


quarters. 
A bill increasing veekly unem- 
ployment compensation benefits 


from $22 to $25 was enacted in 
New Hampshire. Both ranches of 
the Ohio legislature approved a bill 
cutting the waiting period for 
benefits from two weeks to one, 
while a measure increasing bene- 
fits was still pending there at this 
writing. 

Tennessee’s legislature boosted 
benefits from a maximum of $18 
a week for 20 weeks to $20 a week 
for 20 weeks, while Vermont raised 
benefits from a maximum of $20 
a week to $25. A bill increasing 
benefits also was enacted by the 
Washington state legislature. The 
Wisconsin benefit schedule was in- 
creased from a maximum of $24 
weekly to $26. 





NO*MAR 
GASOLINE DOOR GUARD 








@ This chrome-plated NO*MAR Guard for 
fender gasoline doors protects the finish 

and adds to the beauty of the automobile. 

Eliminates damage to fender by gasoline 

hose nozzles. 

Manufactured for all cars that have gaso- 

line door on rear fender. 

Alert dealers will want to offer this year- 

‘round money-maker. 

© Retails at $1.50. 

If your jobber cannot supply you, write the 

factory and we will ship through our 
authorized jobber nearest you. 


ALLEN PRODUCTS CORP. 


2243 East State Fair Ave. Detroit 34, Mich. 





DIRECT yg ADDRESSING SERVICE 





AUTOMOTIVE 
SERVICE 
SHOPS 


“The Master Mailing List’’ 






Most complete, most accurate, most 
effective Automotive Service Shop 


rates. Used regularly by large direct 
mail advertisers. Over 143,000 verified names 
incl. 47,000 Car Dealers; 75,000 Repair Shops; 
12,000 Fleets; 8,000 Automotive Jobbers. Ad- 
dressing to any shop classification by states. 
Write for detailed state counts, rates—complete 
folder FREE on request, 


MOTOR SERVICE 242,17; (WASHINGTON st. 


CHICAGO 6, ILLINOIS 














Mailing Lists available — at lowest 
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analysis by the Omaha Worid-Her- 
ald shows that 65.3 percent of the 
90,900 families of Nebraska and 
southwest Iowa own an automobile. 


Of this number, 26.9 percent 
own a Chevrolet, while 19.2 drive 
a Ford. Last year’s figures had 
25.1 percent with Chevrolets and 
20.3 having Fords. 

Other makes and their owner- 
percentages are Plymouth, 13.3; 
Pontiac, 82; Dodge, 5.1; Buick, 
5.0; Oldsmobile, 4.8, and Nash, 3.1. 

These are followed by Hudson, 
2.7; Studebaker, 2.7; Chrysler, 2.4; 
DeSoto, 1.6; Packard, 1.4; Mercury, 
1.1, and miscellaneous products to- 
tal 2.5 percent. 


The survey also reveals that 4 
percent of the families own more 
than one auto and in this category 
Chevrolet again is high with 33.8 
percent of the total and Ford next 
with 22.5. 


It is noted that in the classi- 
fication of more than one car per 
family, the Jeep, Renault and 
Willys are listed, whereas their 
percentage of ownership in the 
one-car group was so small it 
Was encompassed in miscella- 
neous, 

The World-Herald check on gas- 
oline consumer preference shows 
that Standard leads with 25.5 per- 
cent, closely followed by Phillips 
with 23.1. Texaco and Mobilgas are 
next with 15.7 and 10.1 respectively. 


Tire buyers prefer Goodyear by 
24.1 percent; Firestone, 20.9, and 
Goodrich, 11.6. 

In reply to the question, “What 
brand of motor oil do you usually 
buy?” 15.3 percent specified Phil- 
lips 66; Quaker State, 12.7; Stand- 
ard, 12.5; Texaco, 11.7, and Socony 
Vac., 11.6. 

Buying of antifreeze, according 
to the survey, shows that Prestone 
leads with 33.3 percent with Zerone 
at 20.4. 

On the sale of gasoline, tires, 
oil and antifreeze, the World- 


AVAILABLE 
NOW 





Aggressive 
. Automobile 
 Salesmen — 


73 





Proven before the war—| 


needed NOW more 


than ever! 


12 BOOKS 


one year’s work 


$1.95 


plus postage 
MODERN 


SELLING METHODS, Inc. 
P.O. BOX 666—LOUISVILLE, KY. 


Omaha’s Consumer Analysis 


World-Herald Shows that 65.3% of Families 
In Iowa-Neb. . 


OMAHA.—The 1949 consumer 





Area Own Cars 


Herald shows that filling stations 
get the greater part of the busi- 
ness. 

Gasoline is bought 96.9 percent 


stations, and 89.3 percent of the 
oil is from stations. Percentage of 
antifreeze bought at gas stations 
is 76.8. 

The Omaha World-Herald con- 
ducted this consumer analysis by 
covering 2,700 of the 90,000 families 
in Nebraska and southwest Iowa. 


Mechanic School 
In Massachusetts 


Fails to Draw 


| SPRINGFIELD, Mass.—An ap- 
prentice training program for su- 
|tomobile mechanics, inaugurated 
shortly after the end of the war, 
has failed to produce the expected 
number of trainees, it has been 
disclosed by Sidney J. Harris, 
manager of the Veterans’ Admin- 
istration, who said that less than 
10 students are now enrolled. 


About the time the veterans’ vo- 
|}cational training programs were 
|started with the enactment of the 
G. I. Bill of Rights, a plan to pro- 
vide apprentice training for 50 
young men as automobile mechan- 
ics was set up through the co- 
operation of the Veterans’ Admin- 
istration, the Automobile Dealers 
Assn. of Western Massachusetts 
and the state department of labor. 

However, the sponsors were 
never able to secure the antici- 
pated number of students and a 
good many of those who did start 
the training course dropped out 
before they finished. 

Various reasons were cited for 
the failure of the program to meet 
its goal. In some cases, the train- 
ees were said to be dissatisfied 
with the amount of pay they would 
receive when they became jour- 
neymen mechanics. Others, after a 
few years of training, figured they 
had learned enough to secure a 
job and went to work for small 
non-union repair shops. 





| 


at these stations; 49.7 percent of | 
the tires are purchased at filling | 





Olds Chiefs Visit | 
Eastern Dealers | 


With Sales Plans 


LANSING.— Top _ executives of | 
|the Oldsmobile division are mak- 
ing a two-weeks’ swing through 
the eastern half of the U. S. to 
acquaint dealers with sales and| 
production plans for the balance | 
of 1949. | 
G. R. Jones, recently-appointed | 
general sales manager, will meet | 
members of the Oldsmobile dealer | 
and zone organizations in that ca- | 
| pacity for the first time since his | 
|} appointment last month. This trip | 
is expected to give him an oppor- | 
tunity to become better acquainted | 
with dealer personnel and business | 
| practices in the eastern states. 
| Heading the group of visiting | 
executives is S. E. Skinner, gen-| 
|eral manager of Oldsmobile. L. F. | 
Carlson, general merchandising 
manager, and D. E. Ralston, exec- 
utive assistant to the general man- 
ager, are also making the trip. 
With the exception of Ralston, 


| who will join the party later, the | 


executives opened their series of | 
meetings July 11 with zone and | 
dealer personnel in Boston. Other | 
cities to be visited by all four| 
members of the group were New| 
York, Philadelphia, Washington, 
Pittsburgh, Atlanta, Charlotte, Cin- 
cinnati, Cleveland and _ Buffalo. | 
They are to return to the home 


office in Lansing on July 29. 


At Boston, S. E. Skinner, Olds- 


|mobile general manager, said the 


division still had unfilled orders for 
240,000 cars. Advance orders for 
1950 models make up part of this | 
backlog, he said. 

Skinner said 40 percent of the| 
orders were for Series 88 models, | 
35 percent for Series 76 cars and 
25 percent for Series 98 models. 


William Ullman, Washington correspon- | 





dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends | 
in the nation’s capital every week. , 
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Neale Is Sales Manager 


Boyd H. Gibbons (Ford), Los An- : 
|geles, has announced the appoint-| Other of Neale’s duties will in-|Greer heads the truck sales divi- 
|ment of William O. Neale as sales!clude heading a 





NOW— 
NATIONALLY 
ADVERTISED 


in the 





PROFIT WITH 


PECKAT... 


AMERICA’S FAVORITE 
AUTO SHADE! 


* 


Order now through 
your jobber or write 
for name of nearest 
distributor. 
Charles Peckat 
Manufacturing Co., 
Maywood, Ill. 


A Shade Better 
Than The Rest! 


_% 


| manager of the passenger-car divi- | course instructing men and women 


|sion of the Gibbons dealership. in the sales features and selling 
techniques of the new Ford. Carl 


sales training ' sion. 


NEW 











JUST DRIVE ON! 


Newly designed continuous wheel-platform 


you can drive right on . . . Now you can 
change cars easily, as often as you want. 


Can be financed if desired. 





LOW-PRICED 


PORTABLE 
AUTO-TURNTABLE 


Turns Cars Indoors or Out 





Write to 


BRUNNER, INC. 


358 EAST CENTER STREET 
MANCHESTER, CONN. 
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High, sloping windshields of modern day cars make the Peckat 


Auto Shade more important than ever. educes eye-strain 


.eliminates dangerous glare. Its beautiful chrome en 


and stylish lines add glamour, too. Ask your ne 


Primed aluminum for color-matching 
Chrome end caps optional. Installed in 


10 minutes—no holes to drill! 


CHARLES PECKAT MANUFACTURING CO., MAYWOOD, ILL 










36 


Reports From Various Areas .. . 





AUTOMOTIVE NEWS, 


Auto Market Page 


San Antonio 


Motor vehicle sales 
county (San Antonio), Tex., total- 
led 971 in June as compared with 
845 in June, 1948, Of this number, 
835 were new cars, 72 commercial 
vehicles and 64 trucks. 

Milam Chevrolet Co. led in new- 
car sales with a total of 73. San 
Antonio Buick Co. was in second 
place with 68 sales and Davison 
Pontiac Co. in third place with 65 
cars sold. 

Ormsby Chevrolet Co, led com- 
mercial car sales with a total of 
14 while O. R. Mitchell Motors 
(Dodge) led the truck sales for the 
month with 14. ar 6 


St. Louis 


Sales of both new and used cars 
in the St. Louis area have remained 
steady for the past 30 days, dealers 
report. 

In the light-car field, there is still 
a waiting list due, at least, in part 
to the Ford shutdown. In lines 
above the Ford, Chevrolet and 
Plymouth class, the waiting list has 
just about disappeared and delivery 
within two to four weeks can be 
had on even the popular makes in 
the medium-price class, 

Some stocks are accumulating, 
but as yet they have not become 
burdensome. 

Used-car stocks are about steady 
with sales and prices holding firm 
through June. Most dealers express 
the belief that the best months of 
the year are behind them. 

They feel that there will be less 
demand for both new and used cars 


in Bexar 


in the late summer and fall. It also | general decline in prices, especially | 


is felt that if used-car movement 
is to be maintained, prices will 
have to be further reduced with 
dealers absorbing at least a part of 
the reduction. 

* + * 


Canada 


Sales of new cars showed the best 
record during May in Saskatche- 
wan, pacing all Canada with sales 
of 1,440 new cars, compared with 
only 667 in May last year, an in- 
crease of 115.9 percent, the Ca- 
nadian government announces. 

Such sales of new cars in the rest 
of Canada, in order, showed the 
following in May, with figures for 
May last year in brackets: Mari- 
time Provinces, 1,444 (728), up 98.4 
percent; Alberta, 1,504 (772), up 94.8 
percent; Manitoba, 1,205 (656), up 
83.7 percent; Quebec, 3,166 (1,879), 
up 68.5 percent; Ontario, 8,172 
(5,162) up 58.3 percent, and British 
Columbia, 1, 695 (1,099), up 54.2 per- 
cent. 

* * * 


Richmond, Va. 


The largest gain in retail sales in 
Richmond, Va., during May was 
recorded by the city’s motor vehicle 
dealers as their volume of business 
rose 29 percent over the totals of 
the same month last year, accord- 
ing to the census bureau of the 
department of commerce. 

o* * ea 


Buffalo 


Used-car sales in Buffalo tapered 
considerably during the last two 
weeks of June and there was a 
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of Brake Shoe AUTO-BAKE 
help reduce your over-all finish- 






ing cost per car... help you 
& handle more refinish and touch- 
i j day... help you 

@ Compare the drying speedof up jobs per day ~ 


fe AUTO-BAKE with your present 
ee paint drying method. Solves 
your problems of slow drying 
synthetic enamels... and hu- 
midity. Overnight drying is 
eliminated . . . painted cars de- 
livered same day. Drying begins 
before dust can settle, too. You 
give your customers more dur- 
ae able, beautiful, factory-quality 

finishes . . . with a real “new 


car” look. 
These and other advantages 








attract new business. . 
add up to more profit for you. 





WRITE, wire or phone for 


complete informa- 

tion and a survey 

et : of your require- 

AMERICAN BRAKE SHOE CO. 
KELLOGG DIVISION 


ments. There is no 
95 Humboldt St., Rochester 9, N. ¥. 





cost or obligation. 





on better cars. 

The first few selling days of July | 
brought fairly good business but 
dealers said it was too early to tell 
how the trend would run, Cars in 
poor condition were selling slowly. 
Customers want clean cars that 


JULY 18, 1949 — 


don’t require extensive repairs. 
* + + 


Berne, Ind. 


New-car sales during June in 
additional new cars being sold in 
the nearby villages of Geneva, Ind., 
and Chattanooga, O. 
The same three towns had a total 
of nine used cars sold during June. 
* +: * 


Columbus, O. 


June was the best month of the 
year for Columbus, new-car dealers 
as sales numbered 1,789 units, This 
drove the total for the first half of 
1949 to 8,852 new cars, compared 
to 6,716 in the same period of 1948. 


New-truck sales during June 
slipped somewhat, falling to 216 
units, against 231 in May. The total 
for the year to date was 1,247 new 
trucks, against 1,794 for the same 
1948 period. 

Used-car sales also reflected 
the lush market with a total of 
8,928 being recorded, compared to 
8,547 in May. In the first six 
months of this year, 44,458 used 
cars had been sold in contrast to 
the 37,597 sold in the same period 
last year. 

Although used-truck sales dipped 
to 498 in June, against 522 in May, 
the total for the year remained 
ahead of 1948, 3,750 to 3,408. 

Chevrolet led both the new-car 
and new-truck sales races in the 
first half of the year, with totals of 
1,745 and 424, respectively. 

Ford was second in both depart- 
ments while Plymouth was third in 
the new-car race and Dodge third 
in the new-truck sales contest. 

. - * 


Richmond, Va. 


New-car sales in Virginia during 
May totalled 10,301 units, according 
to the Automotive Trade Assn, of 
Virginia. New-truck sales during 
the month amounted to 1,452 units. 

New-car sales by makes were: 
Buick, 650; Cadillac, 114; Chevrolet, 
2,656; Chrysler, 193; Crosley, 38; 
DeSoto, 154; Dodge, 383; Ford, 1,- 
720; Frazer, 63; Hudson, 340; 
Kaiser, 189; Lincoln, 75; Mercury, 
391; Nash, 251; Oldsmobile, 501; 
Packard, 200; Plymouth, 1,103; Pon- 
tiac, 575; Studebaker, 414; Willys, 
101, and miscellaneous, 205. 

New-trucks sales by makes were: 
Autocar, 1; Chevrolet, 583; Dia- 
mond T, 6; Divco, 1; Dodge, 139; 
Federal, 3; Ford, 240; GMC, 96; In- 
ternational, 97; Mack, 2; Reo, 5; 
Studebaker, 67; White, 5; Willys, 


30, and miscellaneous, 177. 
o 7. 7 


New Orleans 


A total of 968 new cars was reg- 
istered in Orleans parish in June, 
according to Joseph A. Paretti, 
president of the New Orleans Auto- 
mobile Dealers Assn. This is an in- 
crease of 327 units over the corres- 
ponding month of last year. 

For the first six months of this | 
year a total of 5,261 new cars was 
registered, as compared to 3,801 for 
the same period of last year. | 

June registrations were: Chevro- 
let, 203; Ford, 112; Plymouth, 111; 
Buick, 91; Studebaker, 71; Pontiac, | 
62; Dodge, 53; Oldsmobile, 40; Hud- 
son, 38; Nash, 36; Cadillac, 25; Mer- 
cury, 25; Chrysler, 24; Kaiser, 23; 
DeSoto, 21; Packard, 15; Willys, 6; 
Lincoln, 6; Austin, 4; and Cros- | 
ley, 2. 





| 
| 


* * * 


Des Moines 


Iowa motor vehicle registrations 
for 1949 are running considerably 
ahead of 1948 and probably will hit 
a new alltime peak, it was re- 
ported in Des Moines. | 

The state registered 1,015,667 ve- | 
hicles in the first six months of the 
1949 license year (December, 1948, 
through May, 1949). This is 75,218 
more than were registered in the 
corresponding period of the 1948 | 
license year and only 17,393 less 
than were registered in all of 1948. 

Of the 1,015,667 registered up to | 
June 1,724,642 were passenger cars, 





Berne, Ind., totalled 15, with five 


Kaiser utility sedan, the Traveler. 


young couple. 






CARNEGIE, Pa.—“When I give 
my fresh salesmen a quota of cars 
to sell,” says Vincent R. Lyons, 
general sales manager, Pascoe Mo- 
tor Co. (Ford), “none of them can 
tell me the quota can’t be 
reached!” 

For Pascoe Motors has hired 
a whole new sales force. “It’s 
a wonderful thing for the whole 
company,” says Lyons. “These 
fellows have their own ideas. 
They are fresh. They’re brand- 
new in the game. They even 
make me enthusiastic! 

“The whole deal,” he continues, 
“revolves around training our per- 
sonnel. If their training takes a 
year, OK; if it takes six months, 
OK; if one month, OK. Whatever 
time it takes, with our sales talks 





an increase of 50,985 over the num- 
ber licensed up to June 1, 1948. 

The upturn in the number of ve- 
hicles registered brought with it a 
[sharp increase in license fee col- 
lections. 

Fees collected on registrations to 
June 1, 1949, totalled $17,061,174.86, 
compared with $14,577,608.35 in the 
corresponding period of 1948. 


* * of 
Montreal 


David Amory, vice-president of 
Chevrolet Motor Sales Co. of Mon- 
treal, Ltd., said in an interview that 
he did not expect any change in 
the present new-car situation until 
September or October. 

Amory intimated that he thought 
production would be more stabilized 
by that time and deliveries better. 
On the subject of used cars, he 
gave as his opinion that the market 
this summer tended to the soft side. 

The vice-president of Chevrolet’s 
Montreal organization said that de- 
mand for new cars was still great 
and that supply was only gradually 
catching up to this demand, 


Toronto Registry 


At All-Time Peak 


TORONTO. — The number of 
automobiles in the Toronto area 
averages 227 to each 1,000 persons 
—and issuing of licenses continues 
to increase. 

The total of 223,427 motor vehicle | 
registrations in Greater Toronto in | 
1948 has surpassed the previous 
high recorded in 1941, when there | 
were 186,287. 





Georgia Cracks Down 


On Truck Overloads 

ATLANTA. — Georgia’s state 
highway department last week 
ordered a crackdown on overloaded 
trucks, which the department esti- 
mates cause between three and five 
million dollars damage to Georgia 
roads yearly. 

The highway patrol will begin a 
spot check of trucks, both by 
permanent highway truck scales 
and by portable scales which will 
be carried in patrol cars. 





Owatonna’s Sales Head 
Owatonna Motor Sales, Owa- 
tonna, Minn., has named Arthur 
Tonjun as general sales manager, 
according to Ray Towland, presi- 


For this aoe s' 


featured a huge array of sports and family outing paraphernalia which may be transported 


in the rear compartment. A pair of department store dummies depict the outdoor-minded 


Forceful Selling Plan 


Pascoe Motors Pins Hopes on New Salesmen 
With Enthusiasm and Persistence 





dent. 








ALL THIS AND AN OUTBOARD MOTOR, TOO—Frank Hines, Salt Lake City Kaiser-Frazer 
distributor, makes liberal use of props to demonstrate the cargo capacity of the new 


wroom display, 


and films we're going to train 
them! 

“Instead of hiring 14 salesmen, 
we're limiting our force to five 
who are ambitious to learn, clean 
cut, full of enthusiasm, nice ap- 
pearing. Said one old-timer: ‘Your 
boys are so good-looking, that if 
they don’t sell the hubby they’ll 
sell the wife!’” 

Unusual progress can come at 
any time. Twice-a-week Lyons 
holds training meetings that are 
like meetings of a board of di- 
rectors. His salesmen are read- 
ing books. They won’t say any- 
thing is impossible. 

In addition to sending salesmen 
out to sell executives, Lyons and 
his superior, T. C. Pascoe, bring 
in executives from Chartiers coun- 
try club and Pascoe introduces the 
executives to the new salesmen. 

“Today,” says Lyons, “if men 
are young and specialized, if they 
call enough people enough times, 
they will get results. And if you 
train your men to do their job, 
selling won’t be a dog fight.” 
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For Their New Car Advertising 
© Critical Craftsmanship from 
Designer to Finished Product 
© Triple-plate Chrome Finish 
© Life-of-Car Durability 
© Customer Eye Appeal 
@ New Low Prices... 


Write TODAY for beautiful full-size 
FREE SAMPLE ... Yours to keep and 
compare! 


@ NO OBLIGATION @ 


Stemac.. 2409 15TH Sr. 


DENVER 11, COLORADO 
DISTRIBUTORS WANTED 


















SPRAY UPHOLSTERY CLEANER 
© Fast, Economical, Safe. © Cleans ceilings 
without streaks. © Moves used cars. 
© Shipped OPEN account. © Worth a Trial. 


Zippreme Chemical Co. 


GREENSBURG, PA. 





A_ COMPLETE CERTIFIED ACCOUNTING 
SERVICE for the AUTOMOTIVE INDUSTRY 


Specializing in all branches of the 
Automotive Industry, we will be 
happy to accept accounts, large or 
small, within 100 miles of New York 
City. Firms without a Bookkeeping 
Department will tind us of particu- 
lar help. 


OUR FEES ARE MODERATE 
M. JOSEPH BAER & CO. 
60 East 42nd St. New York I7, N. Y. 
VAnderbilt 6-4185 
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the “Lucky 7” while St. Paul deal- 
ers used the “Lucky 5” slogan. In 
> ° addition to the group program, 
Merchandisin dealers used their own classified 
£ advertising for new and used cars. 
* + * 
ENMORE Motors, Buffalo, told 
Memos to Dealers K the motoring public of its con- 
ception of the meaning of the word 
= a “Goodwill” in a newspaper ad de- 
= - signed to boost both new and used 
. _— is cates a = car business. 
gr By Bob Finlay Se ee a “Who Is Goodwill and What Does 
, ig He Do?” asked the ad caption. 
= eet : Said copy: “Goodwill rides 
around in every car bought at 
“If it’s old enough to smoke, it’s|ice department insertions, another | READY FOR USED-CAR SALES JOB—Twentieth Century Motors (Oldsmobile) is in St.| Memmore Motors. 
time for new rings.” | series was run highlighting “The ques, es. a tot fe on one . 2 busiest Grette ~ cy, adjecent to the dealership. “Ilst—He knows he bought at a 
” . us signs ention eli 0 
Orange Motors, Albany, used Lucky 7,” a symbol which combines | vided with a contortable closing ‘office. “Neon ‘Sens odvertos tho lot a ae en a — k 
this theme to promote a —_—s. the seven metropolitan dealers, | ———— Sa ae — insta — cua ioe.” he got a fair 
special with a newspaper ad that (their seven Lucky specials and | used-car special listing model i ion i ; : 
: . : 1 , year |type insertion in the classified sec-| “3rd—He knows K 
a a ae a seven convenient locations. A map | and price. tion of the newspaper pulled much veqmuiiiteaion anuman soho 
jaar e exhaust of an au pone je of their locations is included in the| In experimenting with positioning | greater results than similar display “4th—He’s the fellow who tells 
ines inne a 7 ad copy areaket = ee as well as name and | the display advertising, it was dis- | copy placed run of press. his friends about Kenmore Motor 
rted a e firm's ring spe address of each dealer and one hot | covered that a dominating display-| C i i " 
‘ded installed 45,517 rings during his 21 | ———_—— . Sete eS ee eas | eee” ih ate 
years at OMC. “This experience is 
your assurance of a job that is done 
right,” the ad said. 
* * od 
Points on People 
Slim Barnard reports this idea of a . 
an auto dealer in Pasadena: The 
dealer picked out 20 names on his 
» 1 So CAQL BUILDERS OF THE BASICS OF 
wire of one word—‘“Congratula- 
en, tions.” 
five While he knew of nothing these 
pan people had done to be congratu- 
ap- lated upon, 19 sent replies of BETTER MOTOR VEHICLES 
our appreciation. 
if “Everyone of the 19,” says Slim, 
y'll “Evidently had done something 
that he himself regarded as clever | 
at and worthy of a telegram.” 
ns * + * 
. Fundamentals 
d- ICK CESARE, head of the| 
y- Rhode Island Used Car Dealers 
Assn., points out that a car well) B-K* Power 
sen bought is well on the way to being Braking System 
ind sold. for Cargo 
ing Today, he says, he is hunting Trailers 
in- harder and farther to buy cars 
the right. In thinking of used cars 
7 Cesare considers only those that 


a have honest transportation still 


en 
“ left in them, 
1es, Reconditioning is done in this 


order: All necessary mechanical 
iob, | work first, then metal, paint, tires, 
trim. The car is then thoroughly 


— p cleaned and tested before placing it 

on the line for sale with a price tag 
‘ on the windshield. 
, 


Bendix 
Hydraulic Power 


Steering 


“When we sell a car,” Cesare 
says, “we honestly try to tell the 
purchaser all that we know about | 
it and guarantee it for 30 days. We 
actually service them after they | 


are sold.” | : 
This may sound elementary, | a Bendix* Brakes 
| for Buses, 


but Cesare points out that by | Trucks, and 


; Bendin-Wel q 
honestly following the simple e Seen rn aca aee 


fundamentals he is doing a good Universal Jolat 


business in an area where many 
dealers are finding the going 
tough. 
Cesare adds that no matter what 
the cost of the car may be, it is 
sold at current prices. In the past | 
months that has included taking 
a loss on some jobs. 
«kK * od 


Dealer Combination 
dozen Twin City Chevrolet a 

£ dealers have combined forces | 4 Patien & k 

to beat the slump in used-car sales | ite a oo — 
and service and repair business. | a 7 a 
They use advertising in Twin City | 

a newspapers that is said to be pay- | 


Te 





ing big dividends. 

Instigated through the Chevrolet 
dealer association under Advertis- | 
ing Chairman Harold Grossman 
(Grossman Chevrolet Co.), the co- | 
operating dealers included seven in 
Minneapolis and five in St. Paul. | 


A series of 83 column by 15-inch | 
| 





dominating display gar “ar A z S 
ts y heduled 

we cman wianed ~ promoting oon Np T At oF 

Ch l t ‘ é 

conan freer seek cammont | RUCK OPER 

and brake specials. Three ads in 


_| RS HYDROVAC IS FIRST CHOICE! 


— | Chevrolet Ups 





ee 


5 ) Everything truck operators look for in power braking, about the upkeep . . . and you'll see why Hydrovac is 
Y Mosher, Wood they find in greater degree and for less cost in the first choice! This preference indicates the value of in- 
DETROIT.—Hugh Dean, siaaaad Bendix Hydrovac*. It ives them easier, smoother, cluding Bendix Hydrovac power braking in your orig- 
manufacturing manager of Chev- | quicker stops with less physical effort. A record number inal equipment specifications. ®nae. U. 5. PAT. OFF. 
rolet, announced last week that | of Hydrovac installations—over 2,000,000 at present— 
William L. Mosher jr. had been| bears out this claim. Ask the man who uses Hydrovac BENDIX PRODUCTS DIVISION of 
appointed plant manager of the| about its performance . . . ask the man who services it SOUTH BEND 20, INDIANA 
Chevrolet-Kansas City division, and aveation eonvenation 
that Carl C. Wood has been named Export Sales: Bendix International Division, 72 Fifth Avenve, New York Il, N. Y. 


plant manager for the Saginaw 
Grey Iron division. 
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MEMA Raps MEWA Plan... 


Aftermarket Groups 
Row Over Show 


(Continued from Page 1) 


connection with every ASIS where- ; 


by persons get into the show under 
one or another false pretense .. .” 

MEMA proposed that on the 
first two show days only member 
jobbers be admitted, On the last 
three show days, MEMA wants 
to admit all jobbers, member or 
non-member, regardless of their 
credit rating. 

“We say regardless of their 
credit rating,” said MEMA, “be- 
cause every year there has been 
an ASIS too many exhibitors com- 
plain because non-member jobbers 
are kept out of the show on ac- 
count of their poor credit ratings. 
These exhibitors say they don’t 
care how low those credit ratings 
are. Those jobbers are customers of 
theirs—they pay their bills—and 
they want them invited to the 
show ...” 


¢ 


EMA 
MEMA and NSPA ratified an 
agreement providing: 

1. That there be no Automotive 
Service Industries Show in 1949. 

2. That the Automotive Service 
Industries Show be resumed in 
1950, sponsored by the MEMA, 
NSPA and MEWA, and thereafter 
be held on alternate years. 

3. That invitations to the 1950 
Automotive Service Industries 
Show be on a more liberalized basis 
than heretofore. 

4.That the ASIS sponsoring as- 
sociations shall commit themselves 
not to hold any regional or na- 
tional booth conferences or other 
kind of show during 1949. 

MEMA’s report adds: 

“The MEWA president refused 


to sign the above agreement be- 


said that directors of | 


his recently- erected roof sign. 


cause he did not know minority 
or majority MEWA opinion re- 
garding the ASIS. 

“It then came out that the 
MEWA general manager had not 
polled MEWA members as he 
stated he would do at the Dec. 10, 
1948 conference of the presidents 
and managers. 

“Had he polled MEWA members, 
as did NSPA and MEMA, he would 
|have had the results of the ques- 





--. animal protein factor ... 


vitamin combination in animal proteins . . 


ling and 
|would not have had to refuse to 


NEW ROOF SIGN—Oldsmobile dealer Orrin B. Hayes of Kalamazoo, Mich., believes in 
plenty of illumination for his building during the present transition market. 


Here is shown 


tionnaire at the Jan. 15, 1949, meet- 
the MEWA president 


sign the show agreement on the 
ground that he did not know 
MEWA opinion on the show. 
* * ok 

‘. refusing to poll MEWA mem- 

bers, the MEWA general man- 
ager took it upon himself to do the 
show thinking of MEWA members 
without giving them any opportun- 


not a protein, but 


. has made 


meat and bone scraps, fish meals, and tankage an 


essential food supplement for livestock . . . 


Now 


APF, produced synthetically by bacteria or 


mold, promises revolutionary development in 


raising hogs, chickens, sheep . . . 


As little as one-half 


savings to growers in feed and labor... APF reinforced feeds should be on the market in quantity before 


the end of the year, and Successrut FARMING will keep the best farmers in the country 


informed of this new aid to better business. 


No industry is changing as much, or as fast, today as agriculture. No business holds 


more interest, excitement, or opportunities for progress and profit . 


. For an enlightening 


instance of the continuous contribution of scientific research to farm business and market 


. no enterprising advertiser should fail to read “APF,” 


MG PP pO et 


the best brains, methods and practice... 


Most missed market... 


States... 


with the largest investments in land, building and machinery. . 


page 31, the July issue of SuccessFuL Farminc! 


are the nation’s best farm families in the 15 Heart 


. With 


with top yields, production, and cash incomes. 


Of SuccessFUL FARMING’s 1,200,000 subscribers, a near million in the Heart States, averaged some $10,000 


in gross income during ’47 and ’48—almost $4,000 above the US farm average... 


car market in the world today. General media have a thin spread in this 


market—only SuccessFUL FARMING penetrates it deeply and efficiently. .. 


adds reader influence based on forty years of real service... 


To make 


national advertising really national, you need this selective audience 


and magazine. For all the facts get in touch with the nearest SF 


office... 


SuccessFUL FarmMinG, Des Moines, New York, Chicago, 


Cleveland, Detroit, Atlanta, San Francisco, Los Angeles. 


represents the best motor 











| ity to express themselves individu- 


ally. 

“The MEWA president then or- 
dered his general manager (at the 
Jan. 15, 1949 meeting of the NSPA- 
MEWA-MEMA presidents and 
managers) to poll MEWA mem- 
bers. 

“To this day the MEWA general 
manager has not done so. 

“Inasmuch as the NSPA and 
MEMA presidents had signed the 
agreement and their respective 
boards of directors had unani- 
mously ratified it, MEWA _ stood 
outvoted by NSPA and MEMA. 


“Belatedly the MEWA president 
notified NSPA and MEMA that 
MEWA agreed on no 1949 ASIS. 
That meant MEWA ducked any ex- 
pression respecting the second, 
third and fourth paragraphs of the 
show agreement. 

“Now comes the MEWA an- 
nouncement that it intends some- 
time late in 1949 to conduct a 
booth conference show’ which 
manufacturers, who pay the 
heavy end of show expenses and 
profits, certainly don’t want, and 
regarding which they are given 
no opportunity for individual 
expression, 

“In other words, MEWA delib- 
erately and completely disregards 
the overwhelming majority show 
opinion of both NSPA and MEMA 
members, goes counter to the re- 
sults of the NSPA and MEMA 
member polls, does the thinking for 
MEWA members, gives them no 
chance to express their own opin- 
ions, and once again, as it has done 
in the past, intends to jam another 
of its unwanted booth conference 
shows down the throats of manu- 
facturers. 

“The MEMA and the NSPA di- 
rectors and officers will stand by 
the show agreement which both 
boards unanimously ratified. 

* x * 


CCOMPANING the MEWA an- 

nouncement of its booth confer- 
ence show late this year is all the 
old eyewash about conducting a 
show in a manner to insure it being 
based on the manufacturer- 
through-wholesaler-to-retailer sys- 
tem of distribution. 

“The ASIS is the greatest show 
the industry ever had. By taking 
the place of the two annual com- 
peting and duplicative shows that 
preceded it manufacturers have 


|been saved countless hundreds of 


thousands of dollars. 

“The first three days of the 
ASIS were open only to member 
jobbers. Member jobbers also 
could attend the last days of the 
ASIS. 

“However, they customarily de- 
parted from the show before the 
first three days were over. Wednes- 
days were dead show days. After 
that, attendance picked up with the 
entrance of the non-member job- 
bers who, incidentally, outnumbered 
the member jobbers by four to one. 

“In 1948 a couple of hundred 
member jobbers went home after 
their conventions and before the 
ASIS opened .. .” 
* *” * 


Yearly Shows Draw 


Opposition of NSPA 

CHICAGO.—Following a meeting 
of its several boards and commit- 
tees at Hot Springs, Va., the Na- 
tional Standard Parts Assn. issued 
a report here last week stating 
that sentiment was against both an 
Automotive Service Industries 
show and an NSPA boothtype con- 
ference plan this year. 

It was also announced that a 
poll is being taken to determine 
whether the association will hold a 
membership meeting next Decem- 
ber. 

“Should the membership conclude 
that an annual meeting is un- 
necessary, in the light of there 
being no jointly-sponsored show 
this year, the directors recom- 
mended that three additional one- 
day regional conferences, such as 
the four staged earlier this year by 
NSPA in Los Angeles, Dallas, At- 
lanta and Philadelphia, be held to 
complete geographical coverage of 
the country,” the association state- 
ment added. 

Other actions taken at the Vir- 
ginia conference included accept- 
ance of a “representative group of 
both wholesaler and manufacturer 
applicants, which brings the associ- 


| ation’s roster to a new high point”; 
discussions and planning of educa- 


tion, management, accounting, sell- 
ing, advertising, promotion and 
catalogs by the marketing research 
committee, over which Henry 
Trauscht, chairman, presided. 





Reuther, Reelected, Spurs 
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Pay Fight... 


Ford Pension Showdown Nears 


Strike forecasts were circulating 
freely around Detroit as the Ford- 
UAW negotiators reached the 
formal July 15 expiration date of 
the company-union contract. The 
sessions were slated to continue be- 
yond the deadline on a day-to-day 
extension basis. 

. * . 
Lopes the UAW regards the Ford 
battle as the pace-setter for its 
1949 demands on the auto industry, 
no significant developments are ex- 
pected soon in negotiations with 


(Continued from Page 1) 


Talks between 
resume 


other makers. 
Chrysler and the union 
July 20, 

Reuther also announced that the 
union would recommend termina- 
tion of the escalator pay plan in 
negotiations with General Motors 
next spring. The last two adjust- 
ments under the GM plan have 
brought reductions in workers’ 
hourly pay rates, as the result of 
drops in the government’s cost-of- 
living index. 

Ford, meanwhile, voiced baffle- 
ment as to the meaning of the 


TT Ld] ee) 


me Complete Wheel 
| Sew Alignment Check-up 


KWIK-EZEE takes care of anything on 
wheels—passenger cars, trucks or buses. 
Direct alignment, working off the hub 
flange itself. (never touches tire or rim). 


KWIK-EZEE completely outmodes ordinary methods of checking wheel 


alignment! There's nothing like it on the market . . . 


nothing that even 


approaches it for fast, economical and accurate alignment service! 


...a@nd any mechanic 


You needn't be an engineering 
expert to do proper aligning 
work... with KWIK-EZEE 
equipment you're a specialist 
overnight! It’s simple . . . sure 
.. completely foolproof! An 
exclusive, patented magnetic 
principle gives almost instanta- 
neous camber, caster, toe-in and 
turn-radius readings. 


You'll welcome alignment jobs 
with KWIK-EZEE ... you can 
charge less and make more! 
KWIK-EZEE puts you ahead of 
all competition... paves the way 
for more wheel alignment jobs 
and profits! 


Write for FREE booklet 
and complete information 


can do it! 


1 MINUTE 


2 MINUTES 


Complete Range of Shims assure perfect alignment 


Kioik- 


Save Costly Repairs with 
GEEZ) DELUXE GUARDS ix, 


with or without KWIK-EZEE equipment. 


Gee INC. 17 W. 60th St., 


New York 23, N. Y. 
3 MINUTES 


rn 


Absolute protection for grille 


FRONT OR REAR 


and trunk. Beautifully cus- 
tom styled. 
chrome. 


Guaranteed 
5 to 8 minutes in- 


stallation. At leading dealers 


coast to coast. 


List prices: 


front $19.95; rear $22.50. 


INTERCHANGEABLE FORD 


Cello Ford Fender Guard has 
exclusive bracing which takes 
vibration and flutter out of 
ends of the bumper bar. 
Gives needed protection to 
exposed areas of front and 
rear fenders. List price: 
$12.50 pr. (front or rear) 


FENDER GUARDS 


FOR 
FRONT { 


OR 
REAR Beauty! 


Patented spring clips permit 


spee 
ing. 
vent 


frame without use of screws. 


List 


CELLO TRUCK GUARDS 


dy mounting and detach- 
Hold plate securely, pre- 
rattling. Holds the 
Guaranteed 

price: $2.25 pr. Chrome! 


America’s sturdiest protection for 
grilles, fenders and lights. Custom 
styled. Chrome. List prices: single 


uprights $8.75; dual rail $22.00. 


am 


ODUCTS COMPANY 


East Boston 28,Mass. 


two-to-one decision of the arbi- 
tration panel in the speedup dis- 
put which provoked the Rouge 
plant strike during May. The de- 
cision apparently upholds the 
UAW’s position that assembly 
lines cannot be accelerated after 
stoppages not caused by the 
workers. 

Last week’s powwow of 2,400 
UAW delegates was tame by com- 
parison with the political upheavals 
that have sparked previous con- 
ventions of the 900,000-member 
union. 

The Reuther machine was firmly 
in command. Reelected as _ inter- 
national officers, along with Reu- 
ther, were Emil Mazey, secretary- 
treasurer, and John Livingston and 
Richard T. Gosser, vice-presidents. 
The Reutherites captured all but 
one seat on the all-powerful Inter- 
national Executive Board of the 
union. 

* +. + 

S TO economic demands, 

ther asserted that the union 

would defy “no-wage-boost” stands 
taken by Ford and Chrysler. The 
auto workers will strike, if neces- 
sary, to win their 1949 demands, he 
warned. 

Reuther linked his renewed de- 
mand for pensions and _ social- 
security funds with the announce- 
ment that the union would seek to 
raise a $10,000,000 strike fund 
within any given 12-month period, 
whenever the need should arise. 
Before the convention was a pro- 
posal to raise monthly rank-and- 
file dues from $1.50 to $2. 

Explaining that the GM esca- 
lator pay scheme “has served its 
purpose,” Reuther said it was 
accepted by the union last year 
merely to break wage demand 
bottlenecks in the auto, steel and 
electrical industries. 

Recent cuts in GM hourly pay 
scales were offset this spring by a 
three-cent-an-hour raise called the 
“annual improvement factor” and 
designed to bolster employe stand- 
ards of living. 

+ + * 

OINING in the majority in the 

decision on the Ford-UAW pro- 
duction policy controversy were Dr, 
Harry Shulman, impartial umpire 
under the company-union contract, 
and William Gomberg, union repre- 
sentative, Carl T. Dunn, company 
representative, said he would file a 
dissenting opinion. 

“The decision states that time 
study standards must be followed,” 
Dr. Shulman said. “The company 
sets the time study, but the em- 
ploye is not responsible for unfor- 
seen stoppages of line production 
and cannot be expected to over- 
come this by working more than 
the study calls for.” 

Agreement to refer the dispute 
to an arbitration board followed 
a 25-day strike which halted Ford 
production through most of May. 

The panel’s verdict was contained 
in a 5,500-word document. 

Fourth-round wage demands 
were also being pushed along by 
the CIO United Rubber Workers, 
whose negotiations with B. F. 
Goodrich Co. have bogged down 
over demands for a 25-cent hourly 
raise and $100 monthly pensions for 
retired workers. The URW was so- 
liciting voluntary contributions 
from the rank-and-file last week 
for a strike fund. 

Reuther nominees for office garn- 
ered at least 80 percent of the 
delegate votes at the convention 
last week, demonstrating the strong 
grip which the red-headed UAW 
boss has fashioned over a union 


ECA Purchase Orders 


Rise to $53,397,364 

WASHINGTON.—The Economic 
Cooperation Administration reports 
that it has negotiated to date with 
Marshall plan countries for the 
purchase of critical materials 
amounting to a total equivalent to 
$53,397,364. 

These materials are said to be 
required by the U. S. as a result 
of deficiencies or potential defi- 
ciencies in its own resources, They 
include such commodities as rub- 
ber, sisal, industrial diamonds and 
bort, quinidine, graphite, kyanite, 
cobalt, lead concentrate, palm oil, 
sperm oil and platinum. 


Reu- | 


usually torn wide open by political 
strife. 

Reuther’s new term will last until 
the next auto workers’ convention 
early in 1951. 


Arrowhead Sold 


Arrowhead Motor Sales (Ford), 
Moose Lake, Minn., has been sold 
by Andrew Flom and Ray Koskey 
to Jack Mohelski. 
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Named by Gitlen Novick 

Frank Novick, treasurer of Gitlen 
Novick Motors, Inc., Hartford, 
Conn., has announced appointment 
of Louis Bouchard as parts man- 
ager and Harry Pervoy as assistant. 
Veteran of 16 years in the auto- 
mobile business, Bouchard was for- 
merly associated with dealerships 
in Jacksonville, Fla., and Spring- 
field, Mass. 


HERE’S 

LOW COST 
LOW-RANGE 
POWER! 


MicroMorTors 


OVER 140 STANDARD MODELS ...UP TO 1/10th H. P. 


If small motors can make a big dif- 


with over 
thoroughly 





& 
= 
& 
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ference in the life, performance, or 
efficiency of your product, best you 
get acquainted with reliable 
Redmond Micromotors. They’re 
sturdy little low-range power units... 
smooth, quiet, dependable in oper- 
ation... designed, engineered, and 
built to give you maximum long-life 
performance at minimum cost. And, 


140 standard models 
proved in use on count- 


less diversified applications, chances 
are at Redmond you'll find exactly 
the Micromotor you want for the 
job you want it to do. Variations 
from standard also available to meet 
special requirements. New Catalog 
covers both A.C. and D.C. lines plus 
blowers and speed controllers .. . 
want a copy? 


COMPANY, Inc. 
OWOSSO, MICHIGAN 
OFFICES IN NEW YORK, CHICAGO, LOS ANGELES, DALLAS 


EXPANDED FACILITIES © PROMPT DELIVERIES © SERVICE BEFORE AND BEYOND THE SALE 





JOB CLOCKS and CARD RACKS 


Simplex Garage Recorders print on job ticket 
or time cards exact time spent on each job. 


Eliminates guesswork and disputes. 


Reduces 


clerical work—Increases profits. 


Shop orders can now be filed for quick ref- 


erence 


in new card racks. 


Furnished in 9, 


10 and 25 pocket sizes. 


Garage Clock 


Card Rack 


Automotive dealers are now standardizing on SIMPLEX RECORDERS to furnish cer- 
tified job and payroll records to comply with Wage-Hour regulations. 


WRITE FOR FREE FOLDERS No. 136 AND No. 148 


SIMPLEX TIME RECORDER CO. 


3 LINCOLN DRIVE 


GARDNER, MASS. 
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BROCK'S $500,000 DEALERSHIP IN MINNEAPOLIS—Nearly 8,000: persons streamed into the 


Hudson Minneapolis showroom during a five-da 
firm's new 17,000-square-foot building. Harold 

reported 23 sales of Hudson cars directly attributed to the open house which 
hundreds of prospects from miles around through the means of a battery of ‘Holly- 


manager, 


searchlights as a traffic builder. The 


with a 100-foot frontage and depth of 157 feet. 
ceiling decorations and brilliantly lighted showroom space are other features. 


Crosley Unveils Roadster 


open house celebrating the opening of the 
rock, president, and William Hirsch, general 


s of concrete and steel construction 
Colorful 


} 


building 
The entire front is glassed in. 


With $908 Price Tag 


(Continued from Page 1) 


motoring,” said Powel Crosley jr.,| ability required of racing-type ve- 


president of the company. “With 
its dropped frame, low center of 
gravity, road clearance of seven 
inches and deep aircraft-type seats, 
this car provides the thrill of mov- 
ing swiftly and safely close to the 
ground.” 
. + + 

THE NEW model is equipped with 

Hydradisc airplane-type hydrau- 
lic “spot” brakes, which were re- 
eently introduced on all Crosley 
models. 

The new car incorporates com- 
bined leaf and coil-spring rear sus- 
pension, and strut-type hydraulic 
shock absorbers to achieve the 
smooth, shock-free road-hugging 


Truckstell Drops 
Overdrive Price 
For Chevrolets | 


CLEVELAND.—Price reductions | 
amounting to as much as 28 per- | 
cent on the Truckstell Tip-Toe- 
Matic overdrive for Chevrolet have | 
been announced by Truckstell Mfg. 
Co. 
The 42 Truckstell distributors, | 
located in all Chevrolet zones, 
now offer the model 103 overdrive | 
for the 1949 Chevrolet at a dealer | 
cost of $127.50 and the model 101 
for 1948 and earlier Chevrolets at 
a dealer cost of $108.80. Suggested | 
consumer prices have been re- 
duced to $159.50 for the model 103 
and to $136 for the model 101 over- 











drive. Installation, requiring four | 
to five hours, is extra. 
Saneifer Rejoins Firm 


Joe Saneifer has rejoined Alex- 
ander Motor Co., 2121 Pacific Ave., 





Dallas, in the capacity of assistant 
to president Ernest Alexander. 











the ornaments. 





A 40% Profit Item 
for Dealers 








Easily and quickly installed 


hicles. Other features of the Hot- 
shot include an all-weather tailored 
top, detachable doors and adequate 
luggage space. 

Although not more than one 
out of a hundred of the new cars 
will be used for racing, Crosley 
said, raceability was kept con- 
stantly in mind in the develop- 
ment of the car. 

The Hotshot, Crosley said, is con- 
vertible for racing either on roads, 
tracks or in hill-climbing events, 
by stripping off windshields, lights, 
bumpers and top, a process which 
takes only a few minutes. 

* * * 
“POR THOSE with engine know- 
how who want to participate 
in non-stock or other racing 
events,” Crosley added, “the engine 
may be ‘souped up’ to as high as 
12 or 14-to-1 compression ratio for 
use with special fuel.” 

Ordinary non-premium fuel, how- 
ever, is used in the stock roadster 
as in all other Crosley models, he 
said. 

The roadster engine is of the 
same type that powered three 48 
and 91-cubic-inch motor boats to 
victory and established two 
world’s speed records in the re- 
cent Wilson Point Regatta at 
Essex, Md. In its original form, 
Crosley said, this engine was 
built for wartime Navy use. 

Instead of the usual alligator | 
hood, this car features a remov- | 
able locked panel atop the bonnet, | 
which provides ready access to the | 
engine. The hood is ultra-stream- 
lined and, for the first time in mod- 


‘ern cars, the grille is eliminated. 


Air is taken to the radiator by 
means of a scoop recessed beneath | 
the front bumper, according to | 
Crosley. 

The Hotshot weighs about 1,000) 
pounds. 





M1949 FORD... . . 1949 PONTIAC 
FENDER ORNAMENTS 


Highest Quailty 
Triple 
Chrome-Plated 
Fender Ornaments 


Styled by ‘‘Stylecraft’’ 
List Price 
$12.95 


Per Set of 2 





DENTON HASSELL, Distributor 


195 W. 9-Mile Rd. 


Detroit 20, 



















by drilling only 4 holes and insert- 
ing self-tapping Phillips head-screws which are furnished with 


‘Wild’ New-Car Ads Draw 


Protest ... 





Chaos Hits California Market 


(Continued from Page 1) 
a serious state of confusion among 


the dealers, but will cause the new- | 


car business to sink to a new low, 
according to Honig. 

In order to obtain results, most 
dealers using this type of ad- 
vertising try to make the public 
believe they are getting some- 
thing for nothing and each dealer 
will compete with the other 
dealer on over-allowance, 

They offer ridiculous prices for 
any old car that will run, But 
Honig charges that when the cus- 
tomer goes to the dealer’s place of 
business, the dealer raises the de- 


livered price of the car above the | 


price established by the factory. 
- + . 


HoNtc has presented his findings 
to the board of directors of the 
Los Angeles Motor Car Dealers 
Assn. and requested immediate 
action by the association. He as- 
serts that when competitive condi- 
tions increase, all dealers, in order 
to protect themselves, will have to 
get into this dog fight, which means 
the entire idustry will suffer by a 
tremendous loss in public confi- 
dence. 

It was recommended at the 
meeting that Los Angeles news- | 


Excavation Work 
Started for GM’s 


Research Center 


DETROIT. — Excavation for the 
General Motors Technical Center 
began last week on the 320-acre 
site at Mound and Twelve-Mile 
roads north of Detroit. 


| papers should take steps to pro- 


automobile advertising in their 
classified sections. If the papers 
| do not, ultimately, this will affect 
| national new-car display adver- 
tising because the dealer will 
insist that his advertising dollar 
be spent in classified in order to 
protect himself against those 


Auto Maniacs Plan 
Detroit Convention 
For September 10 


DETROIT. — The first regular 
convention of the Auto Maniacs of 
America has been set for Detroit, 
at the Barlum hotel, for Sept, 10, 
according to Harold L, Mayer, ex- 
ecutive secretary of the group. 

The group of men and hobbies 
gathering for this event will be one 
of the most unusual and colorful 
ever assembled in the interest of 
the motor car, Mayer states. 

An intensified drive is now being 
made to round up new and unusual 
personalities and hobbies of auto- 
mobile fanatics everywhere. Per- 
sons with collections of any kind 
of auto parts; catalog, model or 
photographic collections, and par- 
ticularly persons with handmade, 


invited to make arrangements to 
exhibit their “manias” at the Sept. 
10 event. 

It is expected that a number 
of speedway enthusiasts will attend 
this convention. It is said that a 
revolutionary new “active” program 
is being discussed for all stock-car 
owners. 





The work was started on the 
engineering group buildings which 
are expected to be ready for occu- 
pancy by the late summer of 1950, 
according to William J. Davidson, 
administrative engineer of the 
Technical Center. 

Later this summer excavation for 
the research laboratories group of 
buildings will begin. 

The Technical Center will include 
the research, engineering staff, 
process and styling operations of 
General Motors. 





| 
Dealer’s Home Bombed _ | 
In Cleveland Strike 

CLEVELAND.—The suburban 
home of Ralph McClurg, Cleve- 
land Ford dealer, was bombed 
last week in what police said 
was an outgrowth of the 10-week 
strike of mechanics against local 
Ford dealerships. McClurg’s ga- 
rage was damaged, but no one 
was injured. 

Police said windows of three 
dealerships on Cleveland’s west 
side had been damaged in recent 
strike outbreaks. Company and 
mechanics’ union representatives 
met unsuccessfully again last 





week in another attempt to 
come to terms on economic 


issues. | 






















Handled by Jobbers | 
Everywhere 





Mich. 









extent 


Organized for the “guys and gals 
who make a hobby out of automo- 
biles,” and providing a get-together 
for motorist fans and motor mak- 
ers, Auto Maniacs of America, Inc., 
have a membership of nearly 500, 
representing 40 states, 


DeSoto Launches 
U.C. Program 


DETROIT.—DeSoto regional and | 


district managers will gather here 
today (July 18) to help inaugurate 
a nationwide used-car recondition- 
ing program by the division. The 


| managers will witness recondition- | 


ing demonstrations during their 
three-day meeting. 

Throughout August DeSoto plans 
to set up about 100 meetings across 
the country, at which DeSoto deal- 
ers will also be shown modern 
used-car renovating methods. 


Baker Heads Up 


Oregon Dealers 


PORTLAND, Ore.—S, W. Baker, 
who heads Stan Baker Motors 
(Dodge), is the new president of 
the Oregon Automobile Dealers 
Assn. He succeeds H. L. McKenzie. 

Other new Oregon officers in- 
clude: McKenzie, now first vice- 
president; C. E. Parkinson, second 
vice-president, Roy O. Burnett jr., 
secretary-treasurer, 


a 
Auto-Office 
Reads Mail While 
Driving Home 
ST. PAUL.—The governor of 
Minnesota has found an extra use 
for his Cadillac car which takes 


him to and from the state capitol 
to his home, an hour’s distance 


away. Gov. Luther Youngdahl has | 
| turned the rear seat into an auto-| 
adding two hours to his| 


office, 
work day. 

As his chauffeur drives, the gov- 
ernor ensconces himself in his back 
seat and reads his daily mail of 
100 letters. He takes notes to aid 
in writing personal replies. 





Fire at Davis Motor Co. 


Causes $12,500 Damage 
ALPINE, Tex.—An explosion and 

fire in the paint department of 

Davis Motor Co., (Kaiser-Frazer- 


Packard), last week damaged the 


building and its contents to the 
of $12,500, according to 
Wally Davis, owner. Three used 
cars Were destroyed. 


| hibit the publication of new | 


antique or jalopy cars, are being 


| others using the want-ad section 
at a low rate. 
| After Honig presented his find- 
|ings, the directors of the Los An- 
geles Motor Car Dealers Assn 
joined unanimously to present to all 
Los Angeles newspapers a resolu- 
tion requesting the publishers to 
refuse to accept new-car advertis- 
|ing in their want-ad sections. 
| They cited not only the harm it 
is doing to the regular national 
advertiser, but also said it is cut- 
ting the results of the used-car 
advertiser for the reason that the 
person who wants to buy a used car 
notices these fantastic claims for 
new cars and many times the 
used-car dealer loses a prospect. 

The resolution was signed by C. 
H. Elmendorf, secretary. 

There has been no announcement 
made as to how the papers will act 
upon this resolution. 


Willys Reports 
10-Yr. Output of 
Million Engines 
TOLEDO.—More than a million 
four-cylinder engines have been 
built by Willys-Overland Motors 
during the past decade, according 


to Delmar G. Roos, first vice-presi- 
dent, 

Prominence of the smaller engine 
was renewed in Willys-Overland’s 
prewar passenger car as a result of 
| its outstanding economy of opera- 
tion, according to Roos. 
Since 1945, motorists throughout 
the world have purchased more 
than a quarter of a million Willys- 
Overland passenger cars and trucks 
powered by Go-Devil engines, he 
said. 
In addition to using its four- 
|eylinder engine in the Universal 
Jeep, Willys-Overland is also using 
| the Go-Devil engine in the Jeepster, 
| Jeep station wagon, panel delivery 





and two and _ four-wheel-drive 
| trucks, 
| Factors favoring the Willys- 


| Overland four-cylinder engine ac- 
|cording to Roos, are its simplicity 
|of design, durability and economy 


| of operation and maintenance. 


Dealers 


(Continued from Page 3) 

tising even if different dealers 
| names are imprinted because it 
simply throws them into price 
| competition. They Want their own 
advertising in which they can ex- 
press their policies and attempt 
to convince the customer of the 
quality of the merchandise and 
the safety with which a car can 
be bought from them. 
| This column has always been 
| conducted as an open forum. No 
| attention is ever paid to anonym- 
ous letters nor communications 
| that obviously are habitual dissen- 
| ters. The telphone calls, letters and 
personal interviews indicate a lot 
of unrest. Every factor of the in- 
dustry is served by getting these 
irritations out into the open. 

Everyone wants conditions that 
work for the continuous, harmoni- 
}ous relations between factory and 
| dealer. We must work together 
unitedly with enthusiasm, initia- 
tive and loyalty. Only in this way 
can the industry rest on a solid 
|foundation necessary to meet the 
growing needs of automobile buy- 
ers and users. 





AT MODEL PLANE MEET—R. C. Somerville, 
general sales manager of Plymouth, seated in 
a Navy plane at the end of an observation 
flight at Dallas naval air station, where he 
watched Dallas county's model airplane meet. 
After the state finals the winners will come to 
Detroit for the international finals in August. 
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To Collect Sales 


LANSING.—One of the most im- 
portant new laws affecting dealers, 
which was passed by the Michigan 
legislature, became effective July 1. 

It strikes out that portion of the 
sales tax act which allowed the 
computation of sales tax on the 
difference between the selling price 


of the tradein taken in on the 
original sale, and the second 
tradein. 


After July 1, dealers compute 
sales tax on the sale of all used 
cars the same as on new cars, 
on the selling price, regardless of 
tradein, according to a legislative 
summary by Michigan Automo- 
bile Dealers Assn. 

The sales tax matter has been 
one of the most controversial in 
the recently-ended Michigan ses- 
sion. Frank Herrick, executive sec- 


British-Car Sales 
In U.S., Canada 
Top Last Year 


WASHINGTON.—Sales of British 
cars in both the U.S. and Canada 
have shown a substantial increase 
during the first five months of 1949, 
in comparison with the same period 
a year ago, Sir William Welsh, 
North American representative of 
the Society of Motor Manufacturers 
and Traders, stated last Friday. 


“Recent reports that British car 
sales are ‘falling off’ in the U.S. 
and Canada are not in accord with 
the facts,” Sir William said. “Actu- 
ally, a total of 3.881 British cars 
were sold in the U. S. from Janu- 
ary through May of this year—an 
increase of 510 over the 3,371 sold 
during the same period in 1948, 
while the demand in Canada far 
exceeds the supply of our cars 
available. 

“The figures for 1949 will in re- 
ality be somewhat better than indi- 
cated here, as the May reports for 
five states are still to come in; fur- 
thermore, sales of cars recorded 
under the ‘miscellaneous’ heading— 
most of which are British—totaled 
2,148, nearly 1,100 over the same 
period in 1948. 





“While these increases are not 4s | 


much as we would like them to be, 
they do prove that our cars are 
better than holding their own in 
this highly-competitive market. 

Sir William crushed rumors that 
British car manufacturers were 
considering withdrawing from the 
American market. 

“To the contrary,” he said, “dealer 
and service facilities for the leading 
British cars are being expanded 
every month, and I haven’t heard 
of any manufacturer who contem- 
plates dropping out of the U.S. 
market. 


“The British motor industry,” Sir 
William continued, “is producing 
more cars than ever before in its 
history, with exports to all parts 
of the world at a new high. At 
present, world-demand for our cars 
exceeds the productive capacity of 
the industry. It may well be that 
our motor industry will prove a 
major factor in closing the ‘dollar 
gap’ and ending the need for such 
emergency measures as U.S.’ dollar 
aid.” 





Merchants Elect Wyatt 
E. J. Wyatt, South Boston (Va.) 
automobile dealer, is the new presi- 
dent of the South Boston Retail 
Merchants Assn. 
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Legislative Score in Mich. 


Dealers Favored Many Measures Passed; Advised 


BINDER for 
Aulemotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 


and which we can recommend. This binder 
ic covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Auto:otive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


AUTOMOTIVE NEWS, JULY 18, 1949 






Tax From Buyer 


retary of the association, said that 
“if every dealer exercises his legal 
right he will collect the tax from 
the buyer, and not pay it out of 
his own pocket.” 


“Your executive secretary is not 
making any apologies, but merely 
stating facts and I will assure you 
that we did everything in our 
power to have this provision of 
the bill stricken out, but Sen. Hig- 
gins is a man of determination, and 
if he thinks he is right, I defy any- 
one to change his mind,” Herrick 
added. 

The problem was complicated, 
Herrick declared, by the “unfair 
treatment a number of legislators 
claim they received from automo- 
bile dealers.” 


Senate Bill No. 420 restores the 
use of dealer plates without the 
necessity of procuring individual 
plates for demonstrators and pay- 
ing a sales tax thereon; requires 
owners dismantling a car to re- 
port identification information 
immediately with no license or 
title to be issued thereafter, 


It also provides that the date of 
transfer of title establishes the date 
of transfer or ownership and re- 
lieves transferor of liability for any 
damage resulting from negligent 
operation of such transferred ve- 
hicle. 

The bill permits the issuance of 
a permanent license plate if the 
secretary of state is sure it will be 
advantageous. 

It provides registration of motor 
vehicles by use of a vehicle num- 
ber instead of an engine and serial 


number. This system has _ been 
recommended by the American 
Assn. of Motor Vehicle Adminis- 


trators and is now being studied 
by car manufacturers. 

Present law permits issuance of 
a dealer license until 30 days after 
application. It is now changed to 
15 days and when a license is re- 
newed it becomes effective imme- 
diately. 

Measures failing to make the 
grade were another attempt to 
regulate finance rates; a 3 per- 
cent sales tax on car sales by 

individuals; enabling cities, towns 
and villages to collect an excise 
tax on businesses, vehicles, etc.; 
a 4 percent tax on corporations; 
changing sales tax violations 
from a misdemeanor fine to a 
felony; to require a compulsory 
safety inspection of all motor ve- 
hicles annually before licensing 
for the fee of $1. 

The association’s comment on 
|this last measure was that “the 
mechanics, in our opinion, were un- 
workable and too costly; similar 
systems in other states have proved 
unsatisfactory.” 

The bill provided that compul- 
sory inspections be made by the 
state police and that the rules and 
regulations be prescribed by the 
commissioner. 

Herrick commented that “if com- 
pulsory inspections were necessary, 
they should be made by dealers. 
In our opinion, it would just create 
another government function with- 
out attaining results.” 

In addition to the above, these 
| proposed laws fell by the wayside: 
An increase in the motor vehicle 
weight tax from 35 cents to 50 cents 
per 100 pounds; an increase in the 
gas tax from 3 to 5 cents per gal- 
lon (later amended to 4 cents); an 
FEPC bill; regulation of the sale 
;}of antifreeze, and a bill that 
| would cut down the number of 
vehicles, in certain cases, carried 
by haulaway from manufacturers 
to dealers. 
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JENKINS AND WYNNE OPENS IN FRANKLIN, KY.—This new Ford dealer in a new 
building recently held open house. A new car and other prizes were given to quests. 


Automotive Sates Hotd 


Steady During May 


WASHINGTON.—Sales of service 
and limited-function wholesalers in 
May—estimated at $5,201 million— 
showed little change from the April 
level, the Department of Commerce 
reported last week. Since the sea- 


Brighter Interiors 
Reported Coming 


In 1950 Vehicles 


TOLEDO. — A definite trend 
toward smarter, brighter interiors 
in 1950 automobiles is clearly ap- 
parent, says G. H. McGreevy, sales 
vice-president for Textileather 
Corp., Toledo. 

“In cooperation with all the 
major automotive manufacturers, 
Textileather is busy with a broad 
program of developing new Tolex 
leathercloth effects and new colors 
in headlining,” McGreevy reports. 

“Through acceptances already re- 
ceived, this program is well in 
hand. It includes the development 
of new and unique grain effects, 
among which are pig grain and 
lizard-type grain for interior trim. 

“Stylists and designers are call- 
ing for different and brighter colors 
in headlining, which Textileather is 
producing. 

“Orders on hand from some 
manufacturers, and requests from 
others for new colors and effects 
prove that the 1950 cars are going 
to get a ‘face-lifting’ that will add 
even greater beauty and color to 
their interiors,”” McGreevy declares. 


Indiana Dealers Kick 


About Long Title Wait 

WINCHESTER, Ind. — Carl T. 
Sandberg, president of the Ran- 
dolph County New Car Dealers 
Assn., has registered a complaint 
with the bureau of motor vehicle 
registrations concerning the 60-to- 
90-day delay in delivery of titles. 

“Due to these delays in title 
service from your department and 
to customers’ pressure becoming so 
insistent upon us, we have found 
it necessary to make repeated trips 
to Indianapolis to secure titles,” 
Sandberg wrote. “These inconven- 
iences and delays have proved to 
be detrimental to the normal con- 
duct of our business as well as 
being irritating to our customers 
and to ourselves.” 





Top Trucks 


New - truck registrations for 
five months: 


1949 Pos. Make 1948 Pos. 
1—141,951 Chev. 128,318— 1 
2— 69,129 Ford 97,157— 2 
8— 47,784 Dodge 51,3830— 4 
4— 38,116 Inter’ 58,630— 3 
5— 31,708 GMC 28,914— 6 
6— 23,279 Stude. 20,547— 7 
I— 17,533 Willys $1,259— 5 
8— 3,546 White 5,371— 8 
9— 2,561 Mack 4,712—11 
10— 2,548 Diam. T 4,715—10 

1l— 1,918 Reo 5,331— 9 

12— 1,566 Divco 2,716—12 

13— 838 Autocar 1,272—15 

14— 678 Brockway 1,480—14 

1I5— 653 Federal 2,282—13 

16— 504 Crosley 1,188—16 

17— 1799 FWD 378—17 

18— 164 Kenworth 178—19 

19— 89 Sterling 220—18 

Total All Makes 
86,375 100,614 


For further details see page 
20, today’s issue. 











| 


sonal factors are the same for both 
months, the seasonally corrected 
sales were also unchanged. 

Sales of durable-goods wholesal- 
ers were $1,916 million in May. 
Trading in house furnishings, ma- 
chinery and metals, after allow- 
ance for seasonal differences, each 
fell about 5 percent. Automotive 
products remained unchanged, 
while other durable-goods lines in- 
creased about 5 percent. 


Seasonally unadjusted automotive 
sales in May were estimated at 
$516,000,000, compared to $519,000,- 
000 in April and $458,000,000 in 
May, 1948. 

On the same basis, automotive 
inventories were set at $402,000,000 
in May, against $424,000,000 in April 
and $407,000,000 in May of last year. 

Nondurable-goods sales, which to- 
taled $3,285 million in May, showed, 
among the various categories, in- 
creases in seasonally adjusted sales 
of alcoholic beverages, drugs and 
apparel. In the aggregate, however, 
these slight gains were offset by 
minor declines in other nondurable- 
goods areas, 

At the end of May, inventories 
of service and _ limited-function 
wholesalers stood at $6,243 million, 
down $217,000,000 from the end of 
April. About one-half of the decline 
was due to seasonal influences. 


Push U.C. Sales 
With Comparison, 


K-F Outlets Told 


WILLOW RUN. — Kaiser-Frazer 
Corp. is making available to its 
distributors, dealers and dealers’ 
salesmen a booklet designed to 
boost the sale of used K-F cars. 

The booklet informs dealers that: 
“A used Kaiser or Frazer is the 
best buy on the lot, because there 
are no old-fashioned Kaiser or 
Frazer cars.” 

K-F outlets are advised that 
competitive firms are advertising 
features in their cars which only 
became available in 1949 models, 
but which have always been avail- 
able in 1946, 1947, 1948 and 1949 
K-F cars. 

“Competitors are spending mil- 
lions of dollars advertising features 
built into the 1947 and 1948 Kaisers 
and Frazers,” the booklet declares. 

Dealers were urged to press the 
sale of used K-F models because 
“they will bring you future new- 
car sales.” 


Willys Names 3 
To Field Posts 


TOLEDO.—Appointment of Dun- 
can H. Browne jr., William H. Wit- 
ham and James A, Elliott as field 
representatives of Willys-Overland 
Motors was announced last week by 


Howard O. Lund, general sales 
manager. 
The men will assist regional 


officials in sales engineering work 
and will be assigned territories 
when they complete training 
courses at the company’s Toledo 
plant, Lund said. The company re- 
cently announced sales department 
expansion plans to strengthen lia- 
ison between the factory and its 
2,500 dealers and distributors. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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Tucker Trustees 


Ordered to File 
Report Aug. 11 


CHICAGO.—From all indications 
last week, the next major news on 
Tucker Corp. will be released Aug. 
11, That is the deadline granted 
by Federal Judge Michael L. Igoe 
to Aaron Colnon and John Chatz, 
trustees, for submitting a reorgan- 
ization plan or filing a report that 
reorganization is impractical. 


The court authorized the delay, 
amounting to six weeks beyond an 
original June 30 date, when Nor- 
man Nachman, attorney for the 
trustees, reported that audit and 
engineering reports had not been 
completed. 

Nachman explained that this was 
due in large measure to use of the 
company’s books during the fed- 
eral grand jury investigation, 
which resulted in indictments 
against Preston Tucker, president, 
and seven others. 

Judge Igoe’s action in authoriz- 
ing the delay to the trustees caused 
a group of dealers to withdraw 
their petition for intervention in 
the reorganization for another 
month. 

The purpose of the audit and en- 
gineering surveys still under way 
by private firms with court ap- 
proval is to determine the finan- 
cial condition of the corporation, 
possibilities of the Tucker car as 
a marketable vehicle and the Tuck- 
er factory in relation to its equip- 
ment for production. 


Texas Dealers 


Meet Oct. 9-1] 


SAN ANTONIO. — The 32nd an- 
nual convention and exhibit of the 
Texas Automotive Dealers Assn. 
will be held at Galveston Oct, 9-11, 
it was announced here by Tom J. 
Crooks, assistant manager of the 
TADA. 


AUTO BOOKS — 


That Should Be in Every 
Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 
to his mechanics and salesmen—the 
knowledge they contain will be valu- 
able when the ‘chips are down’’ and 
real competition arrives. 
AUTOMOTIVE FUNDAMENTALS. By 
Irving Frazee and Earl L. Bedell. Cover- 
ing the entire field of automotive main- 
tenance and operation. $4.90 postpaid. 


THE LAST BILLIONAIRE — HENRY 
FORD. By William C. Richards, ‘‘An in- 








formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid, 

KNUDSEN, A BIOGRAPHY, By Norman 
Beasley. 397 pages, cloth bound. $3.75 
postpaid. 

AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding. $5.00 postpaid. 


DEALER BUSINESS COUNSEL, Business 
guidance for automobile dealers. By J. B. 
Van Tassel, Dealer Business Consultant. 
Three books—Book No, 1, $2.00. Books 
2 and 3, $3.00 each postpaid. 

DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 

FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 
FASTEST ON EARTH, By Capt. George 
Eyston, Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 
FLOYD S. 














CLYMER’S MOTOR SCRAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 in 


paper cover, $1.50 each. Deluxe cloth- 
bound; $2.50. Steam-car edition, $2 or 
cloth-bound, $3 postpaid. 

HENRY FORD—HIS LIFE, HIS WORK, 


HIS GENIUS. By Wm. A. Simonds. 
printed by Floyd Clymer, 


Re- 
Deluxe edition, 





$4 postpaid 
INDIANAPOLIS RACE HISTORY — 1909 
TO 1946. 852 pages, 1,000 illustrations. 


Deluxe edition, $5 postpaid, 
$3.50. 


Paper-bound, 


gears by Eugene W. Lewis. 


paid, 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS. 
Deluxe edition, $2.50 each. Paper-bound, 
$1.50 postpaid, 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR MERCURY 
CARS, Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 


$3.50 post- 





FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF 1949 FORD CARS, $1.50 
postpaid. 

COMPLETE 1948 INDIANAPOLIS 500- 
MILE RACE SUPPLEMENT, By Floyd 
Clymer, $1.50 postpaid, 


BOOK DEPARTMENT 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8. PRODUCTION ONLY) 


Week Week Jan. 1 Jan, 1 
Ended Same Ended duly, to to 

duly 16, Week, duly 9, 1949,to July 17, July 16, 

1949 1948 1949° Date 1948* 1949* 
CHRYSLER .......... 27,315 20,014 16,6386 48,549 409,679 535,811 
Chrysler ............ $548 2,868 2,216 6,009 60,007 69,054 
Py cvésveduvaves 2,438 2,029 1,744 4,582 45,625 53,417 
POUND scccccescsoces 7,708 5,877 5,110 14,362 117,615 132,268 
Plymouth ..........- 13,626 9,245 7,566 23,596 186,432 281,072 
PEE Vbecrdccevercescs 26,250 15,647 21,019 52,296 284,268 522,248 
EN G66 Gee ceeretes 19,948 10,519 15,930 39,639 205,073 409,085 
CL 6 66veéssow sos 997 1,398 781 1,976 13,682 18,428 
PONE ccccescseses 5,305 3,730 4,308 10,681 65,518 94,735 
GENERAL MOTORS . 52,892 33,442 41,862 103,234 840,596 1,153,541 
PE govesescevecees 8,748 5,813 6,835 17,048 147,823 217,474 
Se 1,851 1,732 1,490 3,706 32,675 47,984 
Chevrolet ........... 28,114 16,577 21,418 58,540 417,625 564,583 
Oldsmobile ....... .. 6,755 4,323 5,580 13,6388 106,151 152,947 
RS crack 69) ov sss 7,424 4,997 6,539 15,302 136,322 170,553 
KAISER-FRAZER 1,518 4,071 1,268 3,108 102,582 37,889 
Frazer ..... deevedeun 155 52 83 253 35,726 6,247 
ins 60 bsis ee ves 1,363 4,019 1,185 2,855 66,856 31,652 
OROGLEY ............ 188 760 102 261 16,982 5,793 
HUDSON Svsaeseve 2,844 3,488 2,046 5,206 77,260 389,661 
oe é 3,428 8,993 2,300 6,400 78,725 83,313 
PACKARD puay Dawe’ 3,096 2,621 1,698 5,217 49,169 55,454 
STUDEBAKER ...... 4,778 3,276 4,216 10,047 91,510 120,548 
WILLYSt ............ 1,391 158 795 2,386 15,918 18,356 


Total Cars, U. 8. ...123,645 87, 
tation wagons and Jeepsters. *Revised. 


91,987 236,704 1,966,689 2,622,614 


COMMERCIAL CARS 
(U, 8. PRODUCTION ONLY) 


Week Week Jan, 1 Jan, 1 
Ended Same Ended duly, to to 

duly 16, Week, July 9, 1949,to July 17, July 16, 

1949 1948 1949* Date 1948* 1949* 
CHEVROLET ......... 7,202 7,758 5,605 14,094 213,883 234,846 
CROSLEY .........-.. 5 53 2 9 1,862 220 
Ae 6 1 35 41 3,885 1,978 
BPMPEIEEED ccc cc vcccccecs 2,691 3,526 2,078 5,289 84,993 90,896 
FEDERAL Vis teuee ‘ 35 46 21 63 2,865 816 
PUREED ccc cs cccccccccee 6,889 6,695 5,484 18,545 187,777 119,468 
DF avi sccgvcccscoeses 1,724 1,839 1,344 3,400 45,937 52,225 
INTERNATIONAL ... 2,874 3,579 2,598 6,105 99,625 80,679 
EEE, Gaeccvccccoceoee 137 141 94 255 7,104 3,695 
Sea daekdeee save see 67 28 5 86 71,766 1,672 
STUDEBAKER. ....... 1,442 1,600 1,188 2,864 $4,381 41,974 
= Pea hs deees 149 235 130 311 7,382 4,879 
DED s.00-c0scc0ecee 1,006 2,047 ' 653 1,828 65,414 31,650 
MISCELLANEOUS 405 763 282 774 15,809 11,048 
Total Trucks, U. S. . 24,632 28,311 19,469 48,664 778,683 676,046 


Total Cars, Trucks 
U. 8. 





Grand Total, 
Cars and Trucks 


5,493 


148,277 115,781 111,406 285,368 2,745,372 3,298,660 


7,106 16,162 135,588 148,965 


U. S. and Canada ..155,800 121,274 118,512 301,530 2,880,960 3,447,625 





*Revised. scellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, ete. 





148,277 Output Shatters 
Alltime Weekly Record 


(Continued from Page 1) 


daily. Ford output was even higher 
than that, with a greater percent- 
age of trucks. 

GM production was only 
slightly below the 12,500 daily 
rate that President C. E. Wilson 
has predicted will prevail through 
the third quarter in the corpora- 
tion’s plants. 

At Hudson, Nash, Studebaker and 
Packard, production continues at a 
postwar high level. 

* * +” 
PRESENT indications are that 

July output, despite few work 
days, will fall only a bit short of 
that achieved in June. Based on 
last week’s daily pace, the month’s 
final accounting should include 
494,000 cars and 98,000 trucks for 
a total of 592,000 units. 

However, there will be 23 
working days in August, and 
steel strike or not, the auto in- 
dustry is ready for a history- 
making production effort. 

Barring strikes in its own back- 
yard, and observers do not expect 
any until the steel industry estab- 
lishes a wage pattern, August could 
well see the U.S. production of 
568,000 cars and 107,000 trucks--a 
total of 675,000 units. 

Most observers agree that if such 
an August output is recorded, it 
will stand as a peak for a long time 
to come. General opinion is that 
this year’s third-quarter output will 
establish a new high, but there is 
much doubt as to whether demand 
after September will be able to ab- 
sorb such scheduling. 


OME automotive men say that 
the disturbing condition of busi- 
ness outside their field indicates 








that automotive output will have to 
be curtailed sharply in the early 
fall, 

They point out that the experi- 
ence of other industries has been 


that once output starts to slide off, 
the decline is severe and rapid. 


When automotive output be- 
gins to decline drastically, it is 
predicted, the postwar “readjust- 
ment period will have been com- 
pleted. 


On the brighter side, most auto- 
motive men appear certain that the 
so-called “readjustment” is proceed- 
ing normally. When it has run its 
course, they say, the nation’s econ- 
omy will have stabilized, begin to 
start on the way up again and level 
off at a high point within a year. 

* * - 


VEN if a steel strike had been 

called last week, the auto indus- 
try wouldn’t have felt the impact 
until September. 


A survey of auto plants reveals 
that most of them have enough 
steel on hand, including sheets, 
to maintain operations at least 
until September 1. 


And apparently the steel firms 
were not too worried either about 
a coal strike in their industry. A 
general appraisal of the situation 
seemed to be that a coal strike 
might give them time to make some 
long delayed equipment repairs. 


As it was, steel output last week 
slumped to the year’s lowest level, 
and further drops were anticipated. 


Steel firms, observers pointed out, 
for the first time in the postwar 
period were finally running into a 
summer buying lull that was tra- 
ditional in prewar. 
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| 5,980,887 units from 5,939,645 the 
| previous month, while inventories 
|of 10,769,289 showed little change 
|from the end of April. 


Tire Sales Show 
4.27% Rise; Stocks 
Reported Steady 


NEW YORK. — Manufacturers’ 
shipments of passenger casings 
during May totaled 5,908,666 units, 
an increase of 4.27 percent over 
April when 5,666,650 casings were 
shipped, according to the Rubber 
Manufacturers Assn., Inc. 

Production of passenger casings 


| declined 
|from 944,093 casings shipped 
| April. 
|percent to 953,489 from 1,019,670 
|units the previous month. Inven- 
| tories 
| 2,531,914 units against 2,485,314. 





Truck and bus casing shipments 
in May to 915,037 units 
in 
Production was down 6.49 


increased 1.88 percent to 


Shipments of automotive tubes 
declined 1.86 percent in May to 


| 5,296,063 units against 5,396,411 the 


increased during the month to| month before. Production was up 





| 
| 
| 





48 percent to 6,088,164 from 6,058,- 
992 in April and stocks increased 
5.64 percent to 12,410,463 from 11,- 
747,607 at the previous months’ end. 





PATA 7°49 Show 


Gives Full Rebate 


PHILADELPHIA. -—The Phila- 
delphia Automobile Trade Assn. 
has announced that active mem- 
bers will receive a 100 percent re- 
fund on rebatable space for the 
1949 show. 








Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


SERVICE MANAGER WANTED—For Lin- 
coln-Mercury dealership in one of the 
fastest growing towns in Florida with 
population around 30,000. We have one 
of the best equipped shops in the South 
in modern building doing better than 
$5,000 labor per month now. None but 
the best need apply. Box 3217, c/o Auto- 
motive News, Detroit 26. 

MARYLAND NEW CAR DEALER (new 
and used) wants a sales manager; also 
service manager. Only responsible, effici- 
ent applicants will be considered. All 





details; experience, references, avail- 
ability, salary expected. Box 3245, c/o 
Automotive News, Detroit 26. 
SALESMAN 
WANTED 


Must have long established contacts with 
truck and bus body manufacturers. 


SHATTERPROOF GLASS CORPORATON 
4815 Cabot Avenue 
Detroit 10, Michigan 








WANTED 


EXPERIENCED SALESMEN 


. « . to call on NEW car dealers for nation- 
ally known manufacturer of complete line of 
automobile seat covers. Choice territories 
available. 15% straight commission. Send 
qualifications and references to Box 3244, c/o 
Automotive News, Detroit 26. 





GENERAL SALES MANAGER, Must be 


experienced in training large, fast-mov- 
ing, selling organization. Must be able 
to manage new car, truck and used car 
departments, including used car recon- 
ditioning, handling appraisals, merchan- 
dising and all other details associated 
with new and used car departments, We 
are Chevrolet dealers, with large factory 
planning potential, located near Colum- 
bus, Ohio, Our town is the shopping 
center for approximately 100,000 people 
—diversified industry. Living conditions 
good, Advancement will be governed 
entirely by your ability to produce and 
progress. High salary, plus bonus, Please 
reply in your own handwriting, stating 
age, health, habits and list your last 
five places of employment, stating why 
you left and your capacity. Send photo- 
graph. Reply to Box 3233, c/o Automo- 
tive News, Detroit 26. 


BUSINESS MANAGER to assume control 
of office, parts and service departments 
in Ford dealership. Southeastern city, 
35,000. Permanent place for man who 
knows his business and can produce. Box 
3234, c/o Automotive News, Detroit 26. 


SALES MANAGER WANTED by one of 
the good Chevrolet dealerships in Texas. 
Population over 60,000. 700 to 800 new 
car potential. New modern building and 
equipment, large parts and service vol- 
ume, Good organization, Nice place to 
live, good schools and churches, Home of 
Texas Tech. College. Wonderful oppor- 
tunity for a man under forty, who can 
train and supervise good sales organi- 
zation and cooperate with all depart- 
ments. Must be a good citizen with high 
moral standards. Contacts confidential. 
G. P. Kuykendall, Kuykendall Chevrolet 
Co., Lubbock, Texas, 


SALE}}MAN WANTED. Well known piston 
ring manufacturer has a position open 
as salesman with headquarters in Boston. 
Remuneration based on incentive plan, in 
addition to substantial salary and ex- 
penses. Territory covers eastern half of 
northeastern states. Applications solicited 
from men with following qualifications: 
Age, 30-45; character: honest, industri- 
ous, good habits; experience: prefer man 
with mechanical aptitude and experience 
selling through automotive parts jobbers; 
equipment: good automobile and portable 
typewriter. Applicants should give back- 
ground of experience and education. In- 





terviews will be arranged for qualified 
c/o 


applicants. Apply to Box 3227, 
Automotive News, Detroit 26. 


CLASSIFIED WANT 











ACCOUNTANT-OFFICE MANAGER, 


SALES MANAGER. Young, 


SERVICE MANAGER. 


HELP WANTED 


GENERAL MANAGER FOR LARGE 


AUTOMOBILE BUSINESS 

We are interested in securing a General 
Manager for a large dealership handling 
passenger cars and trucks for one of the ‘'bi 
three" located in the Metropolitan New Yor 
area. The company is well capitalized; has 
outstanding facilities and is well established. 

The man we select must have wide a 
tive experience. Our preference is for a man 
who has been successful in poy a similar 
operation, who wishes to better his oppor- 
tunity and who desires a permanent connec- 





tion where performance will be recognized 


and incentive provided. 
Reply in detail. Applications will be treated 
in strictest confidence. Box 3225, c/o Auto- 


motive News, Detroit 26. 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/, cents per word for one 
insertion or two insertions of the same 
copy at 12'//, cents per word. Cash in 
advance. 


SERVICE MANAGER for Hudson cars, 18 


years’ experience with Hudson distrib- 
utor. Married, 2 children, age—38, Have 
worked 40 men in service department. 
Richard Rawls, 601 Carondelet Street, 
New Orleans 12, Louisiana. 


SERVICE MANAGER. Twenty-five years’ 


automotive experience, Ten years’ experi- 
ence as service manager with a direct 
factory dealer with 400-car franchise. 
Willing to assume complete responsibility. 
Service and volume minded. Employed as 
wholesale truck manager and available 
on two weeks notice to my employer. 
Would like to relocate—preferably North- 
ern Illinois, Wisconsin or Minnesota. 
Married and can furnish excellent char- 
acter references. Box 3246, c/o Automo- 
tive News, Detroit 26. 


fa- 
miliar daily operating control and dealer 
operations. Qualified to assist in expense 
reduction through financial controls, Can 
present accounting facts understandable 
to management. G.M. business manage- 
ment and diversified dealer experience. 
Are you looking for top-notch man? Box 
3247, c/o Automotive News, Detroit 26. 





GENERAL MANAGER, Volume operator, 


age 37, good organizer with successful 
buyers’ market record managing large 
General Motors dealership. Married, good 
habits, excellent references, factory ap- 
proval and maximum operating results 
assured, Financially able to buy part 
interest. Replies will be held strictly 
confidential, Box 3248 c/o Automotive 
News, Detroit 26. 


aggressive, 
hand chosen, 14 years’ experience, Chev- 
rolet background. Highest recommenda- 
tions, Want connection where compen- 
sation justifies the position, Write or wire 
Pat Burke, 13302 Gulf Road, St. Peters- 
burg, Florida. Will fly for interview any- 
where. 


16 years’ General 
Motors experience; hydramatic experi- 
ence. Capable of assuming complete 
charge of service department, Details of 
previous employment and photograph 
furnished on request. Sober, energetic, 
married, family, 43 years old. Box 3235, 
c/o Automotive News, Detroit 26. 





OFFICE MANAGER-COMPTROLLER, ex- 


perienced in all phases of Chrysler dealer 
operations. Present employer retiring 
from business, can furnish best refer- 
ences of character and business relations. 
Interested in aggressive organization. 
Would appreciate personal interview, Age 
28, married, family. Reply P. O. Box 
1311, Cumberland, Maryland. 


SALES EXECUTIVE; friction material 
sales engineer. 15 years’ experience in 
engineering, sales and sales management 
in this field, member S.A.E., fully ac- 
quainted with this industry, Will be 
available on or about September 1. Box 
3239, c/o Automotive News, Detroit 26. 


AUTOMOBILE EXECUTIVE desires to be- 
come associated with a large dealer, as 
manager or assistant to owner or present 
manager. A lease and building problem 
is making it necessary that I close my 
dealership and surrender my franchise. 
Character and ability will stand the most 
critical inspection, Box 3240, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT-OFFICE MANAGER. Ex- 
perienced business manager, General 
Motors and Ford systems, 25 years’ ac- 
counting experience, 15 years’ public 
accounting, part auditing automobile 
agencies, middle age, college graduate. 
Box 3241, c/o Automotive News, Detroit 











HEALTH BAD—Must sell. 


NORTHERN 


DISTRIBUTORSHIP., 


‘AD DEPARTMENT 


f 


DEALERSHIP WANTED 


CHEVROLET - FORD. Lower half U. 8. 


Impressive pre-war record; likeable, con- 
genial, Open to good proposition, All or 
half. Box 3230, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE 


PACIFIC COAST—Well-established dealer- 


ship (now handling Studebaker) in Aber- 
deen, Wash., serving 50,000 population. 
This business showing a fine profit now. 
Splendid building and attractive lease. 
Can be purchased for actual inventory 
of parts and equipment, approximately 
$20,000. Owners taking same franchise 
in larger territory. Box 3186, c/o Auto- 
motive News, Detroit 26. 


“OPPORTUNITY FOR THE RIGHT 


PARTY.’’ Large distributorship fran- 
chise. Highly successful operation in city 
of 50,000. Distribution of cars and parts 
to twenty dealers. Over $1,500,000 in 
gross sales 1948. New cars retailed 1948, 
200. New cars wholesaled 1948, 672. 
Used cars retailed 1948, 420. Long term 
lease on building and used car lot. Best 
location in city on main highway. Latest 
and finest equipped repair shop and 
body shop. Going concern, complete or- 
ganization. Available to factory approved 
applicant. Box 3223, c/o Automotive 
News, Detroit 26. 


Dealership pop- 
ular make, 120 unit franchise. Shop 
doing good business. 60,000 square feet 
floor space. Population of 14,000. North- 
western Ohio. $25,000 cash needed to 
handle deal. New building. Box 3232, 
c/o Automotive News, Detroit 26. 


WE ARE HEADQUARTERS for automo- 


tive agencies in Michigan. Very choice 
locations in all parts of the state. File 
1736—Packard, Reo and Willys in North- 
ern Mich. File 1882—Dodge and Plym- 
outh, located in Central Mich. File 1924 
—Pontiac agency, north. File 1762— 
Kaiser-Frazer, north. File 2381—Hudson 
agency, located in major Lake Michigan 
City. File 1894—DeSoto & Plymouth in 
Central Michigan. File 1910—Dodge and 
Plymouth in Northern Michigan. File 
1848—Packard agency, industrial city in 
Central Mich, File 1853—Kaiser-Frazer, 
Central Mich. Auto gency Department, 
Associated Business Brokers, 1200 God- 
frey, SW., Grand Rapids 2, Mich. 


INDIANA DEALERSHIP, 
near Chicago, now handling popular 
make, new building with used car lot, 
excellent location, modern equipment, 
doing good business. About $34,000 re- 
quired to handle equity in building with 
parts, inventory and equipment. Must be 
able to qualify with factory, Owners 
taking same line in western location. 
Write Box 3236, c/o Automotive News, 
Detroit, 26. 





FOR SALE. New car dealership in west- 


ern Nebraska town of 3,000, on U.S. 


Highway 30, handling one of ‘big 
three.’’ Modern, new building and serv- 
vice department with used car lot, 


100x140. Finest and newest building and 
used car lot in town, Will sell for build- 
ing costs plus inventory. Box 3237, c/o 
Automotive News, Detroit 26. 





DEALERSHIP FOR SALE—If you are in- 


terested In selling Buick, Studebaker or 
Kaiser-Frazer automobiles. contact C. J. 
Mooney, Franklin, N. C. For $15.000 we 
will sell vou our inventory of parts, fur- 
niture and fixtures, shop equipment, tires, 
gasoline and oil, which will put you in 
business in a new building, in a good 
town with a good lease. Box 3238, c/o 
Automotive News, Detroit 26. 


in city of 300.000 
population, with 56 counties in the best 
farming area. Going business that will 
return your investment this year. Good 
lease on building in heart of automobile 
row with 40,000 square feet. Will sell 
parts, accessories, equipment, office fix- 
tures, signs for $50,000. Must qualify 
with factory. Replies strictly confidential. 
Nebraska - Iowa Motors Co., 26th & 
Farnam St., Omaha, Nebr. 


NEW LINES WANTED 


EXPERIENCED BOSTON automotive job- 
ber salesman interested in product to 
be distributed in New England. Willing 
to invest cash or will consider arrange- 
ments for initial warehouse stock. Would 
like sole distribution in territory to be 
covered by our salesmen. Your product 
will be our exclusive item. Answer Box 
3219. c/o Automotive News. Detroit 26. 


BUSINESS FOR SALE 


MANUFACTURING ‘BUSINESS FOR 
SALE. Automotive \ frame and axle 
straightening machine for passenger cars 
and trucks. Includes national and inter- 
national representation, complete inven- 
tory, backlog of orders, start manu- 
facturing immediately. Outstanding ma- 
chine in field today. Box 3224, c/o 
Automotive News, Detroit 26. 











BUSINESS FOR SALE 


‘OR SALE. Well established truck equip- | 
ment, truck body manufacturing and 
repair business. Only one 
town of 60,000 population. Grossed $145,- 
000 in 1948. Now doing about $10,000 a 
month, Total value of inventory and | 
machinery $24,000. Business located in | 
large, well 
building, leased until 1954, with large 


parking area. This is a good small busi- | 


ness with fine prospects. Shop force of 
ten experienced men; bookkeeper, sales- 
man/manager will stay with business if 


in midwest | 


lighted and heated brick | 


| 
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USED CARS FOR SALE 


os ae t Every Wednesday, 1 
.M. D.S.T. Dealers only. Ohio Valley 
Auto Auction, West 8th St., East Liver- 
pool, Ohio. Phone 6396. Plenty of buyers 
and sellers. Weekly prices mailed on 
request. 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Yq Mile East of Illinois State Line 


MISCELLANEOUS 


$100 REWARD, To the first one to locate | 
1948 Chevrolet Aero, two tone 
grey, motor No. FAA 628812. 
Stolen Goods Division, Oklahoma City 
Police Department or Spaniol Car Co., 
301 N. Walker, Oklahoma City, Okla., 
Phone 3-5068. 


FOR SALE—One new Federal truck sign. 
12% foot vertical type fully electric. This 
sign never removed from factory crate. 
Mfg. by Walker Co., Price F.O.B. Al- 
toona, $320. Any reasonable offer not 
refused, Zeigler Motor Co., 400 E, Plank 


TRUCKS FOR SALE 


TRUCKS 
WHOLESALE 


Tremendous Discounts on Some Models. 
Large Selections 


| 
| 
| 
| 


blue and | 
Contact | 


43 


MISCELLANEOUS 

SOFT COPPER TUBING, 50 coils. 3/16’’ 
OD x .032, $.0288 per foot. 5/16’’OD x 
-035, $.0445 per foot. %’’OD x .035, $.11 
per foot. %’'’OD x .049, $.14 per foot. 
Freight prepaid for over 200 pounds. 
Cash with order, Satisfaction guaranteed 
or money refunded, 8S, H, Leggitt Co., 
Marshall, Mich, 


ATTENTION, CHRYSLER DEALERS! — 


Immediate delivery approved combination 
parts control desks. Hold 6,500 inventory 
control cards (5” x 8”) or 13,000 price 
and location cards (3%” x3%”). Desk 
includes four adapters for filing P & L 


wanted. No union, Reason for selling— 
must put all my time into other business. 
Will sell complete, including accounts 
receivable and work in process, for only 
$18,000. Terms if desired. Box 3242, 
c/o Automotive News, Detroit 26. 


AUTO SALES AGENCY. Sales $375,000 
year; sell farm equipment; glazed tile 
building— 50x90; modern equipped for 
all type service; sales department; em- 
ploy eight; city 42,000; busy highway 
intersection; sell with property; low price. | 
Apple Company, Brokers, Cleveland, O. 

NEW CARS WANTED 

FORDS, positively no infringement. Write, 
stating best prices. Require about 25 
units. Box 29, Sugarhouse, Utah. 

NEW CARS FOR SALE 

NEW CAR FOR SALE, 1948 model Chrys- 
ler crown, imperial sedan—$3,000. Motor 
Sales and Service, 70 E, Fayette St., 
Uniontown, Pa., Phone 793. 


USED CARS WANTED 


1948 HUDSON DRIVEMASTER, Must 
clean, Write Automobile Exchange, 
nard, California. 


USED CARS FOR SALE 
1948 LINCOLN CONTINENTAL. Black, 


perfect. Contact R, S, Black, 414 Pitts- 
Call 4500. 


On Route 30 
EVERY FRIDAY... 11 A.M. 
175-Car Average 
Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 
GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 
Dyer Auto Auction 
Phone 4111-4051 DYER, IND. 


Res.: Lansing, Ili. 730 and 
Lansing, Ili. 107R 


ATTENTION DEALERS 


WE WHOLESALE ALL 
MAKES AND MODELS 


CALL, WRITE OR WIRE 


Joe Szopinski 
Used Car Manager 


Connell Cadillac Co. 


Michigan's Largest Independent 
Cadillac Dealer 


Dick Connell Chevrolet 


Wayne County's Oldest Chevrolet Dealer 


12330 Jos. Campau 
Detroit 12, Mich. Tel: TWinbrook 10603 


be 
Ox- 


burgh St., Greensburg, Pa., 


Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ... 11 AM. 


Harry D. Gilbert 


Automobile Auctioneers 
6600 N. Broad St. Phila., Pa. 


= 
PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 
« 


Tel. Livingstone 8-3000 


CARS ° TRUCKS 
PICKUPS 


e 
WHOLESALE 


1949's and Late Models 


Come to us for fast-selling units at 
low prices that guarantee you 


bigger profits. 


Dealers’ Auto Com 


3626 N. CICERO AVE. CHI 
Phone: Kildare 5-6741 





AUTO AUCTION 
TIM ANSPACH 
Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 


GO, ILL. 





TRUCKS FOR SALE 

WILLYS JEEP FIRE TRUCK, new, com- 
plete with 200 gallon tank trailer, 1,000 
feet hose, nozzles, ladders, etc. Wilkes 
Motor Company, Gainesville, Ga. 

PARTS PANEL—1948 Ford F4 134” 8 
cylinder, 9,800 actual dealership use 
miles, completely equipped with Stiggins 
bins, shelving, drawers, etc, $1,000 sav- 
ings at $1,750. H. F. Alsobrook, Mana- 
ger, 1400 E. Broadway, Alton, Ill. 

WRECKER, 1941 Ford 1% ton 8 cylinder 
with Tulsa winch on power take-off. This 
unit has been properly maintained and 
is presently in company pay-use. Reason 
for selling—replacement by heavier unit. 
Steal at $500. H. F,. Alsobrook, Mana- 
ger, 1400 E. Broadway, Alton, Ill. 


TOW TRUCKS 


Equipped with 4-ton Holmes Traffic ag 
wrecker, body saddle, power take-off an 
attachments. Mounted on 1949 2-ton Stude- 
baker chassis, 131” wheelbase, with 2-speed 
axle. Heavy duty radiator and fan assembly. 
Used slightly. 

Also 1947 I'/-ton 128” wheelbase Stude- 
baker chassis, equipped identically as above. 
Excellent condition. 

Trucks now in prime. Will paint to cuit. 
Priced to sell. Terms arranged. 


Erdelac Sales & Service, Inc. 
8003 Broadway Cleveland 5, Ohio 


LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 


KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 


In Continuous Cpe ation gece 1943 
—, URSDAY 
Dealers Meet at the endeas of America 
INDIANAPOLIS, INDIANA 
~RY, Martin, Auctioneer 
915 N. Ilinois St. Phone Lincoin 5383 





Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Weekly Prices Mailed When Requested on Your Letterhead 
Every Friday 
HUNTSVILLE, ALA 
Phone 3188XJ 
INC. 


Every Thursday 
MURFREESBORO, TENN. 
Phone 111 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, 


HORSEHEADS, N. Y. DANVILLE, PA. 
EVERY FRIDAY EVERY WEDNESDAY 


THESE TWO AUTO AUCTIONS LEAD THE WAY 
FOR QUICK ACTION! 


YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
AT BOTH AUCTIONS 
- - - DEALERS ONLY - - - 
Horseheads, N. Y., is located adjacent to Danville, Pa., is 75 miles North 
Elmira, N.Y., on three railroads and airlines. of Harrisburg, Pa. 
FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 


Inside Sales Pavilions with Modern Restaurants 
RONALD D. WEST, Owner - - - TEX RICKARD, Auctioneer 








Roosevelt Motors, Inc. 


4156 W. ROOSEVELT ROAD 
CHICAGO, ILLINOIS 
Established 25 Years 

Wire or Phone Sacramento 2-7850 


ONE or FIFTY 
NEW TWO-TON TRUCKS 


1948 Conventional Model Cabs 


CHEVROLET, DODGE, FORD, G. M. C. 
All with 2-speed axles, 8.25 duals. 
Located in Midwest 
Owned by Fleet Operator 
Priced for Sale to Dealers 
BOX 3249 


c/o Automotive News, 
Detroit 26. 


PARTS WANTED 


CARBURETOR — 1932 Buick 86, Advise. 
Trask Motors, Hamilton, N, Y. 


PARTS FOR SALE 


WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 
fender parts for all models, Fast serv- 
ice, liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 
New Jersey. 


OLDSMOBILE 1949 Rocket V-8 engine. 
New. Complete, less carburetor, starter 
ard generator, Steele Motor Company, 
2515 Milwaukee Ave., Chicago 47, III. 


FORD PARTS SPECIAL, $12,000 in genu- 
ine Ford parts, 1,500 different items, 
including 1949 items, Will accept $5,500 

subject to itemization and veri- 

fication. Will parcel out at 60% to 75% 

discounts. Write for particulars. H. F. 

Alsobrook, Manager, 1400 E, Broadway, 

Alton, Il, 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 


for lot, 


Wholesalers: We Are Quantity 
Shippers . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Phone WAbash 1030 
CHICAGO 5, ILL. 


OLDSMOBILE 


AND ALL GENERAL MOTORS 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 


Core Sup 
Hydramatic "Parts 
Shock Absorbers 
Distributors 
Carburetors 
Steering Wheels 
Clutch Parts 
Other Items 

me Day Received 


Hoods 
Grilles 
Hub Caps 
Fenders 
Gas Tanks 
Trunk Lids 
Fuel Pumps 
And Man 
Orders Filled 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 


15th St. Philadelphia, Pa. 
Tel. Baldwin 9-0352 and 9- 


SHOP EQUIPMENT FOR SALE 


DIEBOLD MOTORIZED, Cardineer parts 
inventory control cabinet with card-o- 
guides, Used 3 months, Bargain $325 
Bauer-Harrington, Inc., 2101 Madison 
Ave., Toledo, Ohio, 


TIRE RECAPPING EQUIPMENT. All 
equipment including passenger and truck 
recapping molds, vulcanizers, boiler, buf- 
fer, etc, (not the building.) Most modern 
recapping plant in the middlewest for 
sale as a complete plant, Allen Motor 
Co., 1000 2nd Ave, E., Cedar Rapids, 
lowa, 


BEAN FRONT END. Complete unit. 1% 
years’ use on passenger and light trucks. 
Like new. Reason for selling—replace- 
ment by heavy-duty front end and frame 
unit. $225. H. F, Alsobrook, Manager, 
1400 E,. Broadway, Alton, Ill. 


3431 N. 








OR SALE 
LINCOLN LINCWELDER, practically new; 
cost $194, sale $139. 
Also 
Power Reamer Drive, 
cost sear sale $75. 
A 


so 
Storm BCG Bar—$95. 


RANDALL & BLAKELY, INC. 
Griffin, Ga. 


WE SELL EVERYTHING 
FOR Youl 
AUTOMOTIVE NEWS 








Rd., Altoona. Pa. 


HOT ROD. The only monthly magazine 
about building roadsters, streamliners, 
etc, Sample copy 25c. $3 yearly. Hot 
Rod, 7164 Melrose, Hollywood, California, 
Dept. AN. 


cards. Rear cards easily reached while 
seated. Convenient shelves. Hardwood 
and plywood construction, Olive green 
finish, Dimensions: length—60”; width— 
27”; height—31”. $57.50—f.o.b, Detroit. 
THE SPERBER MFG. COMPANY, 1815 
Trombly Avenue, Detroit 11, Mich. 
Phone, MAdison 4290. 

ENGINE BUILDING — ft 


grinding and  wmetalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce 


St., Lynchburg, Virginia. 





SNAP ON 

CONVERTIBLE TOP COVERS 
Translucent plastic fabric. Easily installed with 
clip-on snap fasteners. Custom styles for all 
convertibles. Retail $19.50 each. Dealer's 
price $13. Ask your accessory jobber or 

order direct. Satisfaction guaranteed. 

J. VASSAR & COMPANY 

Cleveland 5, Ohio 


Tow Bar Sales Company 
ect Facto 
100 So. CLINTON x % CHICAGO 6 LL. 
DE 2.0700 AN 4-0088 - DO 3-857 








SALES FIELD MEN 


We are looking for several ambitious and effective 
sales field men. These men will be part of a national 
automotive sales organization and will have opportu- 
nities for advancement, limited only by their ability and 
performance. We prefer automotive or allied field ex- 
perience. Our men must be between 30 and 45, should 
have automotive or allied experience and should be 
willing to travel extensively in the field. Here is an 
open field for a select group of ambitious, hard-work- 
ing men, who can make the most of an unusual oppor- 
tunity. 


Box 3243 
c/o Automotive News 
Detroit 26, Mich. 


OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
ORDER TODAY BY WIRE, PHONE OR MAIL 


TREVELLYAN OLDSMOBILE, INC. 


315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 


NEW SUBSCRIPTION ORDER 


I 
| 
Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 Cc] i 
for which check is attached [] or send bill [J 
| 

| 

| 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Street Address 


City 


TRADE CONNECTION: 


Truck Dealer [) 
Insurance [] Financial [J 


Manufacturer [] 


Supplier [) 


| 

! 

! 

| 

! 

! Car Dealer (1) 
Jobber (] 
! 

| 

J 





HERE’S PROOF 


This newspaper ad- 
vertisement tells the 
Hudson success story. 
It ran in June news- 
papers, coast to coast. 


DEALERS! 


Why not help yourself 
to a good deal? 


a even more to the story! Records show that 
over 100,202 buyers have switched to the New 
Hudson . . . traded in cars of other makes, from the 
lowest to the highest priced, in order to get all the 
exclusive advantages of the Hudson “step-down” 
design. These buyers account for over half the sales 
of this years-ahead new car. 


What’s more, competitive dealers are attracted by 
the successes of the New Hudson and Hudson’s Qual- 
ity Dealer Program, and are switching to Hudson, too. 


And this is only part of the measure of the New 
Hudson’s rising tide of popularity! Here are even later 
figures than those we published in June— 


In 364 market areas—representative markets from 
coast to coast—Hudson dealers are selling in first, 


second, third and fourth places against cars of all 
. in most cases, out- 
selling all but the three lowest-priced makes . . . in 31 
markets, outselling all other cars regardless of price!* 


makes and in all price classes 


There’s only one explanation for figures like these! 
Hudson dealers are selling a car with features that 
alert buyers want. In fact, the New Hudson with 
page i “step-down” design is America’s 4-MOST 
Car. autiful. 2—Most Roomy. 3—Most 
SnieP Bbg 4—Most All-round Performance. 


A FEW CHOICE HUDSON FRANCHISES ARE 
OPEN to organizations that can qualify under the 
Hudson Quality Dealer Program. For fast: action, wire 
or write N. K. VanDerzee, Sales Manager, Hudson 
Motor Car Company, Detroit 14, Mich. 


*Latest 1949 figures from R. L. Polk & Co, 
national authority on automobile registrations. 


New Hudson 


ONLY CAR WITH THE STEP 


—QOWN DESIGN 


40 Years of Engineering Leadership 


A few of the more than 80 important 
advances pioneered by Hudson 


1909—Fluid-Cushioned Clutch 

1916—First Super-Six, high-compression 
engine with compensated inherently 
balanced crankshaft 

1926—First steel bodies built on a produc- 
tion basis inown manufacturer's plant 

1935—Gearshift control at steering wheel 

1935—First bodies all of steel 

1936—Patented Triple-Safe Hydraulic Brakes 
(hydraulic and reserve mechanical 
systems from same foot pedal, plus 
parking brake) 

1942—Automatic gear shifting with Drive- 
Master transmission 

1948—Monobilt body-and-frame™*, an all- 
welded unit with recessed floor and 
exclusive “step-down” design. 

*Trade-mark and patents pending 


Grow with HUDSON 
the Great Pioneer! 








